4, 
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es C. C. Freed 
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Top Cars 


New-car registrations for five 
onths, plus 13 states for June: | 
1958 | 
Pos. | 
Chev. 550,455— 1 | 
Ford  423,168— 2 | 
Pontiac 105,057— 6 | 
Olds. 143,841— 4 
Plym, 170,968— 3 
Rambler 63,628— 7 
Buick 123,011— 5 | 
Mercury 59,957— 8 
Cadillac 58,173—10 | 
Dodge 58,870— 9 
Stude. 17,733—14 
Chrysler 28,094—11 
Edsel 19,164—13 
DeSoto 23,006—12 
Lincoln 13,725—15 
Imperial 17,402—16 
Misc, 134,018 


Total All Makes 
2,554,761 2,000,270 


Further details on Page 40. 


Make 
624,177 
608,223 
166,957 
163,325 
159,135 
144,349 
115,603 
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‘See No Problem in Huge Stocks, 60 Compacts .. . 


Dealers Confident on 


By Robert M. Lienert 
Associate Editor 
S DEALERS move into this 
year’s early cleanup they re- 
port, with only scattered excep- 
tions, that the ’59 season is pretty 


| well in the bag. 


A nationwide survey by Auto- 
motive News disclosed last week 
that the majority is uncowed by 
towering stocks and the rapidly 
approaching advent of new com- 
pact models. 

Few regard the steel strike as 
playing anything more than a rel- 
ativel}\ minor role. 

Consehsus is that the cleanup 
will be orderly and thorough in 
most lines, In fact, some dealers 
already express fears of a shortage 





of new cars before the '60s can be| cific customer preferences later in 


wheeled into the showroom. 
* * * 

HE overall picture is this: 

The cleanup is moving along 
smoothly with little customer re- 
sistance and virtually no interest 
in ’60 models—compact or other- 
wise — expressed by buyers, Used- 
car trade is brisk. 

Dealers in the Dallas area say 
they are going inte the cleanup 
period in the best shape in years. 
Stocks may be wiped out before 
the end of the model year, they 
say, and thus may be considered 
on the short side. 

Several said they doubted they 

would be able to take care of spe- 


NADA Foresees Stronger Dealers 


By Robert M. Finlay 
Editorial Director 
T LAKE CITY.— NADA is 
looking toward a stronger fran- 
system with fewer dealers of 
igher quality handling more cars, 
les Freed, new chairman of 
>» NADA Industry Relations 
om mittee, asserted here last week 
‘the midsummer meeting of the 
utomotive Trade Assn. Managers. 
eed, former NADA president 
a veteran DeSoto-Plymouth 





H. L. Galles Jr. 


of Salt Lake City, succeeds 
ford Crockard, who died last 
in 
He spoke at a two-hour session 
which NADA officers, headed 
President Herbert L. Galles 
took the managers into their 
eonfidence. 
ta his ‘new post, Freed fielded 


Dealers ‘Price’ 


Yew Small Cars 
inder $2,000 


By John K. Teahen Jr. 
a Staff Writer 
YEAR ago, Big Three dealers 
Were wondering whether their 
ories were going to give them 
er cars to combat the com- 
import trend, Today, those 
rs are wondering what price 
the makers will place on the 
bming Corvairs, Falcons and 
nts. 

/One thing is certain: If the 
er prices are over $2,000, the 
ufacturers are going to have 
of unhappy dealers in their 


Wnder $2,000” was the reply re- 
d most frequently in an AvuTo- 
News survey which asked 
Miers: “What do you think the 
i price ought to be on the Big 
small cars?” 
* * & 

»DETROITER summed it up 
way: “I want a car I can 
for less than $2,000 at full 
Bs. I don’t care if it’s $1,999 or 

5, just so it’s under $2,000.” 


- (Continued on Page 6, Col. 1) 


most of the hotter questions, in- 
cluding one} on discounts of the 
forthcoming \U. S. smaller cars. 
The committee has not adopted 
a policy on ithis, Freed says, but 
will watch the situation closely. A 
complicating factor, he said, is that 
some dealers say they make more 
on the 17% percent discount on im- 
ports than they ever made on U. S. 
cars that carry higher discounts. 
* \ x ” 
W officers\of ATAM are Les 
Sander, of \Illinois, president; 
Amos Crowl, of\Northern Califor- 
nia, vice-president, and Otto Hen- 
neberger, reelected secretary-treas- 
urer. 
New directors oe Charles Mc- 
Fee, Virginia; Roy\ Tant, Okla- 
homa, and William Egelhoff, Kan- 


Howard Steib, Oregon, 
Evers, New York State. 


Salt Lake City, 

brought out another problem 
vital to the industry, asserting 
that the industry, pushed by 
labor, is pricing itself out of the 
competitive world market. 

(In this respect, some managers 
contended that the U. S. makers 
already have ceded the low-priced 
U. S. market to the import cars 
and are unlikely to regain it with 
the smaller cars they will produce. 
Those cars, it was said, will take 
sales from other U. S. makes rather 
than from the imports.) 

Freed asserted that we are neg- 


Assume ATAM Reins— 


New officers of Automotive Trade Assn, Managers, we 
a 


Eastern Chevrolet dealer be-| ing, are, from left: Otto Henneberger, New Jersey, 
Northern California, vice-president, and Les Sander, Illinois, president. 


Amos Crowl, 








lecting the fundamental proble 
the rising burden of taxes 
is providing a curb on new 
coming into the retail 

and the abuses of org. 
which are impo 
American makers n 
which will compe 
quality. 


factors in 
building cars 


ie THE a stion and answer 
period, bed was asked what 
would aaa n to a Dodge dealer 

to give up Plymouth. 





in price and | 





the summer. 

This view was expressed without 
regard to the steel strike and any 
effect it may have on the auto in- 
dustry. Dealers feel the factories 
will be able to supply them with 
sufficient numbers of 1960 models 
to get promotions and initial sales 
under way even if the strike is 
prolonged. 

* * * 
ALLAS dealers said th 
have seen no signs 
holding back for the 
i and they 
ct models will 


after the Big Three con- 
they would offer the new 
odels. 

Used-car dealers in Dallas said 
they haven’t felt any pinch as yet 
and that good used pieces continue 
scarce, with choice merchandise at 
a premium. 

* cl * 
* NEW YORK, dealers handling 

Ford, Chevrolet, Pontiac and 
Rambler reported that shortages 

are already beginning to develop. 

One Chevrolet dealer said his 
salesmen will go after larger 
grosses during the cleanup. 

“I’m not going to be so anxious 
to unload what I have on hand 
from here on in,” he said. 

Most dealers say that used cars 


N. J. Polled on Security 


By William Ullman 
Washington Bureau Chief 
ASHINGTON.—Senator Clifford 
P. Case, New Jersey Republi- 
can, and newest member of the 
Senate Auto Marketing Practices 
subcommittee, last week set out to 
find out for himself gust what all 
the auto dealers in hig home state 
think about the proposition of ter- 
ritory security. 

Obtaining what he believes to be 
a complete list of all the car deal- 
ers in New Jersey, he has mailed 
them ‘a brief questionnaire, to- 
gether with copies of the Mon- 
roney bonus and Schoeppel penalty 
bills, asking them for their senti- 


© 


tj 


at Salt Lake City meet- 


a 





ments in the matter of territory 
security—whether they are for it, 
against it or indifferent. 

The Langer penalty and Hruska 
bonus bills were not included, it 
is understood, because the 
Schoeppel and Monroney meas- 
ures are believed to represent 
the main contention in the mat- 
ter, and, too, the others are re- 
introductions. 

The New Jersey dealer list con- 
tains 1,100 firm names and takes in 
all affiliated and unaffiliated enter- 
prises, AuTomMoTIvE News was told. 


The NADA list, on which that} 


organization’s recent poll was 
based, numbers only about 600 New 
Jersey dealerships, In the remain- 
der there are said to be many 
prominent firms. 

ed * © 


EW on the subcommittee, and 

jumping right into the middle 
of one of the auto industry’s hot- 
test problems up for solution, Sen- 
ator Case, it was said, felt it wise 
to make a personal and private 
survey of the sentiment in his 
home state. 

At press time last week, there 
was no indication of formal sub- 
committee action as the result of 
the recent hearings on the four 
measures having to do with terri- 
tory security. 

With Labor Day and adjourn- 
ment plans just ahead, time is 
running out, with much to be 
done, and thus the prospect for 
action at this session of Con- 
gress is quite uncertain. 

A rather thorough check hy this 
correspondent in every quarter 
here, including, of course, both 
NADA headquarters and Capitol 


med secretary-treasurer;| Hill, failed to bring out any definite 


prediction on the matter. 











ENGINEERING SECTION 
Starts on Page 17 


stock in anticipati 
economy model 


ost dealers report sales 

in July are off from May- 

e levels, the hot lines continue 

enjoy a good deal of showroom 
excitement. 

hk * * 

LEANUP efforts were described 

as good and very good in the 

Chicago area. About the only cus- 

tomer resistance encountered, said 


(Continued on Page 41, Col. 1) 


Steel Strike Fails 
To Hurt Output 


Chevy Tops Million; 
Rambler Sets Record 


By John E. Walsh 
Staff Writer 

i. the steel strike, auto 

production dipped only slightly 
last week. Makers turned out an 
estimated 125,223 cars and 26,743 
commercial vehicles, compared 
with 127,502 and 27,097 a week ear- 
lier, 

Chevrolet assembled an esti- 
mated 39,600 cars to become the 
first manufacturer in the 1959 


| calendar year to top the million 


mark, with a total of 1,010,545 
units. 

American Motors, meanwhile, re- 
ported that Rambler production for 


|the six-day period ended July 18 


soared to 10,181, a new weekly high 
for the firm. 

The previous record of 9,705 units 
was recorded during the week 
ended May 23. Last week 10,000 
assemblies were scheduled by AMC. 


x x * 


Tus industry’s output last week 
far exceeded the total for the 
comparable period a year ago, when 
the makers assembled 85,519 cars 
and 16,595 trucks. 

Studebaker-Packard completed 
its auto and truck run during 
the week, with auto output drop- 
ping from 3,045 in the previous 
week to 1,951, while truck produc- 
tion climbed to 333 from 269. 

Chrysler .Corp. production was 
down in all divisions except Plym- 
outh, which had all of its assembly 
plants on a nine-hour, five-day 
schedule turning out an estimated 
11,900 units. 

Chrysler, Dodge and DeSoto 
wound up ’59 operations in Detroit 
July 17 and reduced production 


(Continued on Page 45, Col. 1) 


Inside 
Auto News 


@e Engineering highlights: 
When should oil be drain- 
ed? Is spare tire doomed? 
Page 17. 

e@ Factories’ profits leap, Pages 
2, 44. 

@ Shamrock Sales Test, Page 
8. 


@ Tools unitized, too, Page 20. 
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Survey Finds Used-Market Strength seo 


Car Buying Plans in Upswing 


NN ARBOR, Mich.—Consumers’ 

attitudes on economic condi- 
tions continue to improve and their 
spending plans continue to in- 
crease, a new survey of a cross- 
section of consumers by the Survey 
Research Center of the University 
of Michigan shows. 

While spending plans are on 
the upswing, no splurge is in 
sight. In addition, plans to buy 





omize and cut down on purch 
of durable goods, : 

The survey found consurnerg 
a better frame of mind about § 
economy than at any time 
the recession began. “The finang 
after-effects of the 1958 recess 
which were still visible in 
1958, have largely disappeared,” thy 
report said. 


amounted to 51 percent of those 
checked in the most recent survey. 
It was 28 percent a year ago and 
42 percent two years ago. 

* * > 


















ONSUMERS were found to re- 
sent the prospect of price in- 
creases although the restraining 
influence on sales of this resent- 
ment is expected to be less im- 
portant than it has been in the 

















* * * 





Pe ee ad 








ne es 





new cars remain below those of 
the months before the 1954-55 
auto-buying boom. 

The detailed report on car-buying 
plans said: 

“Plans to buy cars (new and 






recent past. 

While price boosts are resented 
at most times, they do not tend 
to reduce sales when personal 
income is showing strong gains, 
as it has been in recent months. 
In 1951 and 1956-57, the price 










ee gave the interviey. 
ers these notes on their jp, 
proved outlook: 

About four families in i0 saig 
their incomes were higher tha 











Chrysler Officials at Dealership Opening— 


The opening of a new dealership, Hart Plymouth, Inc., in Dayton, O., was the 


used) were at least as high in the 


they were a year ago. Bs, 
May-June, 1959, survey as in the ey y g _ 


The number of consumers wh 









level was going up sharply while 
the income total was increasing 





























































and sales totalled $1,475.3 million. 
In the second quarter of last year, 
the company lost $13.7 million on 
sales of $891.5 million. 

The totals for both 1959 and 1958 
reflect a change made in the Ford 
accounting system at the beginning 
of this year. The 1958 totals have 
been restated in line with the 
change. 

Factory sales of cars and trucks 
totalled 1,125,543 in the first half 
of this year, compared to 710,471 
in the like period of last year. 

Sales by make for the first half 
of this year and last were: 

Ford cars, 826,118 and 505,472; 
Edsel, 23,888 and 8,522; Mercury, 
82,329 and 64,609; Lincoln, 15,397 
and 15,953, and Ford trucks, 177,- 
311 and 115,915. 

In addition, sales of tractors 
totalled 32,902 units in the first 
half, compared to 26,693 in the like 
period of last year. 

Ford said its hourly employes 
were paid higher average gross 
hourly earnings .in the first half 
than in any comparable period in 
the company’s history. 

The average gross hourly earn- 
ings for the first half of 1959— 
an alltime high—was $2.84. This 
compares with $2.61 for the first 
six months of 1958. 


* a * 


Fivefold Boost in Profit 


Is Reported by L-O-F 

TOLEDO._Heavy demand for 
glass from construction and auto- 
motive industries resulted in rec- 
ord net earnings of $33,094,146 in 
the first half for Libbey-Owens- 
Ford Glass Co. 

The six months’ results compare 


NADA Seminar 
Opens Tomorrow 


WASHINGTON.—NADA man- 
agement services has scheduled a 
two-day seminar entitled “Improv- 
ing the Financial Management of 
a Dealership.” The meeting is plan- 
ned for July 28-29 at the associa- 
tion’s headquarters here. 

The co-chairmen for the meeting 
will be Kenneth G. Kent (Chevro- 
let), Evansville, Ind. and W. M. 
McCune (Ford), an NADA director 
of Kittanning, Pa. 

The registration fee for dealers 
and/or managers is $75, which in- 
cludes workbooks and luncheons. 











tensive use is indicated for 1960.” 





$100 Reward 


A man, calling himself Max 
Williams of National Publishers 
Service, has been unlawfully so- 
liciting new and renewal sub- 
scriptions to Automotive News in 
California, Nebraska and other 
states. 

Since Automotive News has no 
authorized subscription agents in 
the field, subscription payments 
should be sent direct to our De- 
troit offices only. 

If any person, representing 
himself as an Automotive News 
subscription salesman, asks you 
for money, please contact your 
local law enforcement officials 
immediately and ask them to 
notify us. A $100 reward will be 
paid by Automotive News for the 
arrest and conviction of the spur- 
ious salesman. 





101.1 Percent of 
116.2 Percent of 


* Miners’ vacation, 





Business Barometer 


Automotive News Economic Index — 













A good part of the report on 
consumers’ attitudes is taken up by 
observations on prices. The re- 
searchers found consumers accus- 
tomed to the present price level. 
It was observed that when prices 
go up for a long period and then 
stand still for a time, consumers 
get accustomed to the price level 
during the period of stability. 

* * ad 


yo prices are going up, con- 
sumers tend to object to the 
increases. After a period of little 
change, they get accustomed to 
that level of prices which they once 
found objectionable. 

This does not mean that con- 
sumers view present prices with 
favor. “In June, 1955, the feeling 
that ‘good buys’ were available 
was an important factor behind 
favorable evaluations of market 
conditions,” the report said. “This 
positive stimulus is weak now.” 
The survey found that more peo- 
ple expect price increases in the 
year ahead. The group expecting 
higher costs in the next year 





Last Week 
Like Week Last Year 
Percent of 


Percent of Like Week 
Last Week Last Year 









quarter a year ago, when no pro- 
vision for income taxes was re- 
quired. June quarter profits fell 
short of the $21,052,168 earned by 
AMC in the December quarter of 
last year, when no tax liability 
existed. 


Directors declared a quarterly 
cash dividend of 60 cents per share, 
payable Aug. 27 to stockholders of 
record on Aug. 6. 

Net sales continued at a record 
high level, Romney said, totalling 
$688,787,216 in the nine-month pe- 
riod compared to $358,510,676 in 
the like period a year ago. Net sales 
for the third quarter were $266,277,- 
476, compared with $131,141,871 for 
the like quarter a year ago. 


American Motors said its U. S. 
retail auto sales during the first 
nine months of the fiscal year total- 
led 276,509 cars, against 123,906 in 
the first nine months of last year. 
Sales in the third quarter were put 
at 121,589 units, against 54,359 in 
the like 1958 quarter. 

Present Rambler production 
rate reflects near completion of 
the expansion program begun 
during the first quarter to in- 
crease annual output capacity 


Five GM Parts 
Added to Goodrich 


Automotive Line 


(July 27, 1959) 

















Auto Production ............... 127,502 113.6 149.1 
Truck Production .............. 27,097 105.6 165.0 AKRON.—B. F. Goodrich Tire 
Auto Registrations—yYear to date.. 2,548,483 a 127.7 Co. has added Delco batteries, 
Truck Registrations—Year to date. 393,209 ve 134.6 Delco-Remy ignition parts, Delco 
Steel Production—Tons sdb eeeeda 1,097,000 48.7 74.1 shock absorbers, Harrison thermo- 
Paperboard Production—Tons.... 274,741 152.3 105.5 stats and Packard battery cables to 
Soft Coal Output—tons ........ 1,450,000* 85.8 104.1 its automotive line. 
oo Refinery Output—Boarrels .... 48,001,000 98.7 99.9 B. F. Goodrich said it would be 
- wes ° Kilowatt hours.... 13,415,000,000 v4 109.4 the first national marketer to han- 
jarometer Car Loadings 345,723 94.6 111.3 dle these service parts. Delco-Remy. 
Sere Store Sales Index .. 126 115.6 108.6 Harrison and Packard are manu- 
ock Market Price Index..... ne 4297 98.6 127.3 facturing divisions of General Mo- 
U.S. Government Spending tors 
—Fiscal year to date ............ $4 540,780,000 oe 105.1 RB F. Goodrich wi ti t 
Commercial and Industrial Loans $28,483,000,000 99.8 EEE FS ig hw Agmmangy = Sr 
vings Deposits ................ 30,938 ,000,000 X y 
es hee eee: "as ane lon, || of batteries, along with the full line 
Business Failures ................ 242 102.1 87.1 of Delco batteries, according to Guy 
Beis nin : p Gundaker jr., replacement sales 
Stocks July 22 July 15 1959 Range Stocks July 22 July 15 1959 Range ee or gta | — 
AMC....... 47% 484%, 494,-25% sds eaes 0? 55 55% 57%-39% teries for 27 th ig 
Chrysler 685% 68% 725%-50% Mack...... 47V_ 48Y, 49%-32% Gundaker said his company’s de- 
Ford....... 77%, 78Y. 80-50% Be oeatisess 13 12% 15%- 9% || cision to take on the GM parts lines 
GM........ 55% 56%, 58%-45 White...... 57% 57% 60 -40% || Was dictated, in part, by “the grow- 









ing trend toward tuneup by service 
stations.” 





Occasion for a meeting of dealership officers and Plymouth and Chrysler Corp. officials. | SUTVeys conducted in June, 1954, ol 
Shown at the Dayton Airport are, from left, Gordon Barnes, assistant area sales man-|@nd June, 1955. This means, of Sonam ioe Gas ee — was a ee con ts tee TI 
ager, Plymouth central area; Robert W. Scott, assistant vice-president, Dayton Cham- course, a sharp upturn from the o 
ber of Commerce; Ed Simpson, business manager, Hart Plymouth; Alec Campbell, May-June, 1958, level. foes 
part owner, Hart Plymouth; Larry Rice, Cincinnati Plymouth-DeSoto regional manager; See In 9-Month Period... F Con 
Richard Brown, Plymouth-DeSoto district manager; Ben Hart, general manager, Hart By aes tendency of price-conscious - 
Plymouth; Harry E. Chesebrough, Plymouth-DeSoto general manager; Plymouth-DeSoto consumers in the last few ans 
Division; Ed Letscher, Plymouth-DeSoto general sales manager, and Bud Eustis, Plym-| years to plan to buy used cars M N 4. 6 Milli - 
outh area sales manager, Central area. more frequently than new has ets © 1 on fore 
persisted. Hence, while total inten- iE 
e tions are as high or higher than Jud 
Ford Earnin ~ Set Reeord they were in the spring of 1954) DETROIT.—American Motors| from about 330,000 a year to How 
and 1955, intentions to buy newW/Thursday reported nine-month| about 440,000, Romney said. i 
6 e © cars are still well below the levels| earnings of $49,599,962 after pro-| Production during the nine 
Of $286 Million in Ist Half [seen ves sing mon tor| Sines Tatton Pe | tn See tat 
used cars have never been higher] taxes, compared with earnings of| Canada and export, totalled 301,08 
than now.” $14,583,416 in the same period a Ramblers, against 134,304 in the 
DEARBORN.— Ford Motor Co. with $5,941,827 net earnings for the|_ The report noted that the grow-/ year ago, when no provision for| same period a year ago. 
reported a record profit of $285.9}same period last year. Second | ing demand for second cars is a/ income taxes was required. American Motors’ employment is 
million in the first half, up sharply| quarter earnings this year were| Source of strength in the auto mar-| president George Romney said | now more than 28,000 compared 
from the $16.1 million earned in| $15,941,767, compared with $17,152,-|ket and said that the number of) earnings in the first quarter of | with 18,000 at this time a year agg © 
the like period of last year. 379 in the first quarter. consumers who are thinking about) fiscal 1959 and the entire 1958 | Romney said. "Banc 
Net sales in the first half “Sales of L-O-F throughout the getting a second car is increasing.| fiscal year were offset by carry- iciiaatineaiaipsadiiiiaciaMomes 10 | 
amounted to $2,954.3 million, a | first six months of 1959 continued Each time one of these surveys | forward of operating losses of Ch l S le Po! 
billion-dollar increase from sales | the favorable trend of the first| 1S made, the consumers are asked | prior years and no provision for rys er Sates ing 
of $1,987.3 million in the first half | quarter,” declared John D. Biggers,| Whether they think it is a good | income taxes was necessary for 8. 
of 1958. chairman, and G. P, MacNichol jr,| °F bad time to buy a car. The | these periods. Tax liability began | [J P 42 Percent, d 
Second quarter results showed| president. a ps said it is a bad time | with the January-March quarter sain act 
the company making a profit of} “Our important automotive cus- "bel cae te Semen <n oe N. et Is $58 M illion tas 
$151.1 million on sales of $1,479 mil-| tomers are using nearly a third teen Howe Z th - ae Romney said the company’s after- the 
lion. In the first quarter of this| more safety plate glass in their aid i a aac ‘a to fe tax earnings in the June quarter} DETROIT.—Chrysler Corp. dollar§ (Ct 
year, earnings were $134.8 million| cars this year, and continued ex- - ed littl a e Y | were $16,083,801, compared with| Sales for the first six months off the 
show e change. earnings of $7,253,785 for the same 1959 were $1,531 million, or 42 per-§ on | 


cent more than the sales of $10% 
for the same period last year, 
President L, L. Colbert announced 
Thursday. 


First half earnings were $58 mil- 
lion compared with a net loss of 
$25.2 million for the first half of 
1958. 


“The financial results reflect the 
increase in second-quarter produc- 
tion schedules for cars and trucks, 
production having been curtailed in 
January and February by a pro 
longed strike at plants of our 
major glass supplier,” Colbert said 

He also noted that production 
volume was maintained at a rela 
tively high level in the second quar 
ter to provide adequate dealer in- 
ventories of cars and trucks it 
anticipation of the seasonal third: 
quarter reduction in output due to 
plant changeovers. 


Sales in the second quarter of 
1959 amounted to $840.9 million 
compared to $537.9 million in the 
like period last year, The second 
quarter profit was $42.8 million, 
compared with a loss of $10.1 mil- 
lion in the like period of last year. 

Chrysler directors voted to retain 
the company’s 25-cent quarterly 
dividend last week. 

Colbert stated that the financial 
results for the final six months of 
1959 would be affected by the lower 
production schedules in the third 
quarter as well as the “unusually 
heavy nonrecurring expenses fot 
extensive plant rearrangements 
and the initial cost of building and 
introducing our completely neW 
cars and trucks for 1960.” 

These include the Valiant, a neW 
economy-car line, as well as a neW 
Dodge Dart series of passenger 
cars. 


S-P Earnings 
Top $12 Million 


SOUTH BEN D.—Studebaker 
Packard reported a profit of $12; 
073,281 on sales of $209,816,771 in the 
first half of this year. 

Second-quarter results included 
sales of $94,360,965 and earnings 
$4,318,290. 

A year ago, S-P reported a 1os8 
of $13,314,165 on sales of $70,681,1% 
in the first half. For the second 
quarter of 1958, the compary tf 
ported a loss of $7,019,685 on sales 
of $34,888,628. 
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Oldsmobile Council Meets— 


The twenty-third Oldsmobile National Dealer Council in Lansing was attended by 28 Oldsmobile dealers from all parts of 
the U. S. Shown here are, left to right, first row, Peter Val Preda, Burlington, Vt.; Robert J. Collins, Fort Wayne, Ind.; J. A.| 
Ayers, Chattanooga, Tenn.; V. H. Sutherlen, general sales manager; Joseph Herrmann, New York; A, E. White, NADA secretary, 
Columbus, O.; J. F. Wolfram, general manager; C. W. Marquardt jr., Morton Grove, Ill.; Howard Pines, Salem, Mo.; W. O. 
lampe, head of dealer relations; H. N. Metzel, chief engineer; E. E. Potter, North Miami, Fla. Second row: G. H. Natzel, Pasa- 
dena, Calif.; Raymond P. Scott, Wynnewood, Pa.; R. G. Ryan, Billings, Mont.; Frank Pohanka sr., Washington; J. F. Benedetti, 
New Brunswick, N. J.; Hayden R. Williams, Renton, Wash.; R. S. Hoak, Sioux City, Ia.; B. Clark Buckman, Rochester, N. Y.;| 
forrest W. Webber, New Martinsville, W. Va.; Lloyd A, Wise, Berkeley, Calif.; E. W. Schuon, divisional comptroller. Rear row: 
J. E. Morehart, Durango, Colo.; Chick Austin, Baton Rouge, La.; Cc. C. Gunn, Corpus Christi, Tex.; J. A. Dishman, Louisville; 
Judson Bryan, Stillwater, Okla.; R. T. Curnutt, Maryville, Mo.; N. S. Clifton, Silver City, N. M.; H. Leonard Lippincott, Flint; 
Howard Granger, Kenosha, Wis.; E. B. Gamble, High Point, N. C., and R. T. Rollis, general manufacturing manager. 
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Warned of Higher Costs, Taxes .. . 


Dealers Urged to Fight 
Minimum-Wage Bill 














WASHINGTON.—Dealer taxes 


soar under a Senate bill to extend 
coverage of the minimum-wage 
law, NADA warned auto retailers 
last week in urging them to fight 
for the proposal’s defeat. 

NADA requested dealers to 
write to their senators urging 
their Opposition to the bill. Deal- 
ers also were asked to get their 
fellow businessmen to do like- 
wise. 


Federal Wage and Hour Law an 
additional 10 million workers, about 
6.2 million of whom would be in 
retail and service industries, the 
| association said. 

All automobile dealers would be 
subject to requirements of the law, 
NADA said. 

Firms whose employes are cov- 
ered for the first time would have 





|records for each worker for three 








Popovie’s Loan Firm Rebuffed 


By Sanford Markey 
Staff Correspondent 

CLEVELAND.—M utual Insur- 
ance Co. has been ordered to return 
10 of 17 claimed automobiles in the 
Popovic auto fraud in a court rul- 
ing by Common Pleas Judge Saul 
§. Danaceau. 

Mutual, which brought recovery 
actions against the buyers, claimed 
title because Nick Popovic, head of 
the bankrupt N. J. Popovic, Inc. 
(Chrysler-Plymouth), never paid 
the lending agency what he owed 
on the vehicles. 

Mutual also was ordered to pay 
all court costs, and the finance 
company said it would appeal. 
It had filed a replevin action last 
April against the buyers. Value of 
the cars was about $30,000. 

Judge Danaceau’s action was 
only on automobiles which were 
doubly financed. Mutual financed 
the wholesale purchase of the cars 
from Chrysler Corp. for Popovic, 
and also provided financing for the 
seven buyers of the cars. 

Judge Danaceau handed down 
his decision after State Attorney 
General Mark McElroy ruled at 
Columbus that a car purchaser 
doesn’t become an owner until he 
receives a title certificate. 

McElroy held that the dealer is 
the owner of the vehicle until he 
has obtained a certificate as re- 
quired by law. Purchasers of cars 
from the Popovic firm did not re- 
ceive title certificates because the 
titles were held by Mutual Finance. 

In his 14-page ruling, Judge 
Danaceau said: 

“In accepting the retail notes 
(on these cars) Mutual must be 
deemed to have extinguished its 
wholesale liens and it must now 
look to Popovic as its debtor for 
any monies due. 

“Otherwise, Mutual would be 


party to the perpetration of fraud 
o such innocent purchasers who 
acquired their automobiles in good 
faith in the usual course of trade 
and without notice of the floor plan 
mortgages, 

“The floor plan to which Mutual 
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jand Popovic were parties gave 
such purchasers every right to be- 
lieve that Popovic was the owner 
of the motor vehicles and had 
every right to sell and deliver the 
cars and would thereafter furnish 
certificates of title. 

“Mutual clothed Popovic with 
such authority to the buying gen- 
eral public and the acts of Popovic 
with respect to such innocent pur- 
chasers must be deemed to be the 
acts of Mutual.” 

Mutual Finance “may not re- 
tain or withhold the certificates 
of title from innocent purchas- 
ers and these must be given to 
buyers,” the judge continued. 
These titles, the judge said, will 

be subject to the retail mortgages 
Mutual holds on them. There has 
been no argument over this point, 
however, and the cars were not 
seized on the basis of this financ- 
ing. 

“The evidence discloses no malice 
or evil motive on the part of Mu- 








| years and seven other records for 
|two years, NADA said. 

“This will require expert ad- 
vice,” NADA continued. “Your 
work load will not only be in- 
creased tremendously, but your 
costs for expert accounting and 

“Wherever the defendants have legal adivice will go up sharply. 
been deprived of the possession and|_ “These higher wage costs,” 
use of the automobiles, this court} NADA said, “will force price in- 
will retain jurisdiction for the pur-| creases and create more unem- 
pose of assessing compensatory | ployment resulting from layoffs by 
damages,” he said. | firms which cannot raise prices 

The other class of purchasers | enough to offset the higher wage 
involved in the Popovic fiasco — ‘ ' 
paid Popovic in full for their | “It will mean Federal interven- 
autos. If they financed these pur- ti0n in your business and higher 
chases, they did it with some | t@xes due to increased Federal pay- 
lending agency other than Mu- |rolls for the enforcement agency.” 
tual Finance Co. NADA noted that dealers al- 


Popovic closed its doors Apr. 17| ready covered by the present law 
after Chrysler Corp. withdrew its| Would be “forced” to pay a mini- 
franchise. On Apr. 23 creditors); ™um of $1.15 an hour on the ef- 
began Federal bankruptcy proceed- | 
ings against Popovic and Mutual | 
brought 16 replevin actions against | 
21 cars, asking the court to order) 
them seized by the sheriff. 

None of these car buyers was in| 
default to Mutual. The money was 
owed Mutual by Popovic. 


tual Finance Co,” Judge Danaceau | 
said. 





Cadillac Deal Sold: 


Fitzhenry to Lawless 


WORCESTER, Mass.—Edward 
G, Fitzhenry, president-treasurer 
of Fitzhenry Cadillac, last week 








CHICAGO.—A memorandum 
clarifying two sections of its “Rec- 
ommended Standards for Advertis- 
ing and Selling Automobiles” has 
been issued by the Chicago Better 
Business Bureau. 

The bureau also has called on 
some dealers to discontinue the 
advertising of what it terms in- 
accurate auto-finance rate offers. 

Relating to Section 5 of the 
Standards, Savings Claims-Dis- 
counts, the bureau said: 

“Advertised claims offering sav- 
ings or discounts should be quali- 
fied with explanatory phrases, 
clearly informing such savings 
claims are based on comparison of 
the dealer’s own current selling 
price and the bona fide ‘manufac- 
turer’s suggested list’ price.” 

The bureau cited this example: 
“Save from factory suggested list” 
or “from manufacturer's list.” 

The memorandum added: 
“Since the quotation of a sav- 


Virginia Dealers 


Plan Convention 


RICHMOND, Va.—The Auto 
Trade Assn. of Virginia is com- 
pleting plans for its annual con- 
vention here Oct. 11-13. 

The program will open with re- 
ligious and social activities on Sun- 
day, Oct, 11. 

NADA President H. L. Galles jr., 
will be the speaker for the first 
business session on the morning of 
Oct. 12. The afternoon session on 
that day will include a program by 
Life magazine and a dealer work- 
shop. 


Chicago Ad Code Clarified | 
By BBB; Finance Offers Hit 





announced his retirement and 
sale of the firm to E. D, Lawless, 
Detroit area Buick dealer. Fitz- 
henry, nationally known in the 
automobile industry, was treas- 
urer and director of the National 
Automobile Dealers Assn. for 
many years. 

He also was founder of the 
Massachusetts association, serv- 
ing as its first president in 1940 
and a state treasurer of the group 
for several years. Lawless has 
been associated with the industry 
for 25 years, the last 11 as a 


ings claim or discount is an in- 
direct method of stating a cash 
selling price, it is recommended 
that the principle set forth in 
Section 4 (d): ‘Price’ be applied 
to savings claims. 

“Accordingly, such statements as 
‘save as much as’ and ‘save $100 
to $1,000’ should not be used unless 
a car or cars are available in each 
of the makes, models and types 
named in conjunction with the 
highest ‘as much as’ savings claim 
quoted. 

“Particularly, this means specific 
amounts should be tied directly to 
the model on which such savings 
are available.” 

In regard to Section 18, Under- 
selling Claims, the bureau said: 

“The long-established recommen- 
dation against the use of under- 
selling claims extends not only to 
the limited examples set forth in 
Section 18, but also to statements 
such as ‘$50 reward in accessories 
if you beat our deal’ and other 
claims of similar import.” 

The bureau cited three example 
ads which it said offered inac- 
curate auto-finance rates ranging 
from 3 to 4% percent per year. 

“Since customers will be paying 
off unpaid balances in equal 
monthly installments, the actual 
percentage rates will exceed those 
advertised by 90 percent,” the 
bureau said. 

Advertised rates would be accur- 
ate only if computed on a progres- 
sively lowered principal as monthly 
installments are paid off, the bur- 
eau added. 


troit suburb, The new firm will 
be known as Ed. Lawless Cadil- 
lac, Inc., with Lawless as presi- 
dent. 








The end 





a 
Wemhoff 
the association said ... While Gov. Long and Lieut. Gov. Frazar 
were out of state recently, Bill Cleveland, Ford dealer from Crowley 
and NADA state director, acted as governor of Louisiana in his 
capacity as president pro tem of state senate... 
Missouri association reports its membership total is seven ahead 





of last year. . 


Chicago’s underprivileged kids. 
i 


and costs of doing business would | 


The bill would bring under the| 


|to keep and maintain 17 separate | 





Buick dealer in Ferndale, a De- | 








fective date of the proposed act 
and, after a year, $1.25. 

Dealers not now covered, and do- 
ing less than $750,000 business an- 
nually, would be required to pay 
a minimum of $1.00 an hour after 
18 months, 

For dealers with gross annual 
sales exceeding $750,000, the hourly 
rate would be $1 the first year, 
$1.10 the second, $1.20 the third and 
$1.25 the fourth. 

Dealers in the over-$750,000 class 
would also be required to pay time- 
and-one-half for all hours worked 
by any employe in excess of the 
maximum straight-time hours per- 
mitted by the legislation. 


St. Louis Dispute 
Enters Sth Week 


Peace Outlook Dim 
In Strike-Lockout 


DETROIT.—The strike-lock- 
out at dealer service facilities in 
the St. Louis area is entering its 
eighth week with no settlement in 
sight. 

Ben Lindenbusch, Studebaker 
dealer who heads the management 
negotiating committee, said he 
knew of no progress toward a set- 
tlement. The Machinists Union is 
seeking a pension plan as part of 
a contract renewal. 

The union struck seven dealer- 
ships. All but five of the other 
affiliates of the Greater St, Louis 
Automobile Dealers Assn. decided 
that a strike against some mem- 
bers was a strike against all, so 
they closed their service facili- 
ties. 

In other labor news, Allen Burke, 
president of Burke Buick, New 
York, reported that employes turn- 
ed down union representation in a 
National Labor Relations Board 
election. 

The NLRB reported unions were 
defeated in elections at Pryor Olds- 
mobile Co., Memphis, and Magic 
City Motor Corp., Roanoke, Va. 





Ruling Against Dealer 


Upheld in Warranty Suit 


CONCORD, N. H.—The State Su- 
preme Court has sustained a Supe- 
rior Court decision that Robert H. 
Irwin Motors, Inc., Laconia, broke 
the terms of an implied warranty 


| after selling a used auto to Joseph 
N. Nadeau, Laconia. 


Nadeau claimed the car was 
faulty when he purchased it in 1955 
and that Irwin promised to repair 
it. The promise was not kept, he 
charged, and he asked the court 


| to rescind the sales agreement and 


On the House... 


If the Big Three cut their compact-car discounts 
below the present 24 percent, dealers will be unable 
to -provide adequate merchandising on the new 
cars; will probably have to slash salesmen’s com- 
missions to the bone, a veteran dealer tells me. 
(keeping the cars’ prices below $2,000) 
does not justify the means (cutting dealer discounts 
below current standards), he contends... 

Net profit (after taxes) amounted to $68 per 
new car delivered in the first six months, Chi- 
cago-area Ford dealers report. 
would have been a net loss of $18 per unit, had 
it not been for an $86 gross profit on used cars, 


. Washington State lined up 19 new members for 
NADA during June, out of a potential 173 .. . Bob Black, Joe Bur- 
bach and Al Shallock have been elected to represent Milwaukee 
dealers on board of Wisconsin association 
dealer) is providing free movies, ice cream, pop, etc., for 1,500 of 


order his money returned. 











But the profit 













... Ben Geller (Chevrolet 






—Petre Wemuorr, Editor, 
Automotive News 












4 


Small-Car Discounts Bei 


AUTOMOTIVE NEWS, JULY 27, 1959 


Studied, ATAM Told... 





NADA Foresees Stronger Dealers 


(Continued from Page 1) 


when they see the Dart (which he 
said would be priced the same as 
the Plymouth), are likely to change 
their attitude. He predicted they 
would be happy with the product 
and the fact that they would be 
in a better competitive position. 


Would the good-faith law apply? 

Freed felt that on such a na- 
tional program it would not. 
James Moore, executive vice- 
president of NADA and former 
general counsel, said the key to 
the law is coercion or threat of 
coercion. He felt that if the fac- 
tory did a good job of selling the 
program to dealers, the g0od- 
faith law would not apply. 


Galles emphasized a determina- 
tion to improve communications 
with the managers as well as in 
the industry, asserting that mis- 
understandings had occurred 
through inadequate communica- 
tions. 

“However,” he said, “we are not 
going to be evasive, once it is de- 
termined we are on the right 
course.” 

He said that NADA is dedicated 
to improving dealer-factory rela- 
tions and to working for the good 
of the industry under the slogan 
of “Quality dealers united for serv- 
ice and profits.” 

* 


* * 


Regrets Foes’ Tactics 


ALLES voiced regret that those 

who are opposing permissive 
legislation on territory security are 
trying to pit small dealer against 
large dealer. He said that NADA 
had paid an outside professional 
group $12,000 to get an accurate 
assessment of dealer opinion on the 
subject and would proceed on the 
results. 

Moore covered some of the legal 
problems: 

1. Dealer reserve—after the un- 
favorable Supreme Court deci- 
sion, NADA filed for rehearing 
the John Hine case. It is now felt 
that if any relief comes in this 
area it will have to be through 
legislation. 

2. Sticker Law— Department of 
Justice has indicated that the 
honeymoon is over and dealers 
should expect more militant en- 
forcement of the law. 


3. Deceptive advertising — most 
complaints coming to Washington 
headquarters are on this subject. 
While essentially a local problem, 
national factors are involved. 
Moore pointed out that 43 states 
have statutes on the books design- 
ed to stop fraudulent or misleading 
advertising, but these laws are al- 
most completely ignored. The Fed- 
eral Trade Commission is now 
looking into the subject of mislead- 
ing advertising. 

+ * * 
AY WILSON, of Los Angeles, 
chairman of the membership 
committee, told the managers that 
if they would take whatever they 
were doing to increase NADA 
* ok 7 





Top-Level Talk— 


Two presidents huddle at Salt Lake City 
meeting of Automotive Trade Assn. Man- 
agers. Lew Ullrich, of Kentucky, left, fin- 
ished his term as ATAM chief and was 
succeeded by Illinois’ Les Sander. Ulirich 
is conferring above with NADA's H. L. 
Galles jr. 








membership and accelerate it 10 
percent, NADA membership would 
represent 66% of the potential. He 
said the June membership was suc- 
cessful in several areas, Sixteen 
managers secured 74 percent of 
the new members in the campaign. 
Personal contact spelled success in 
this effort, he said. 

Expanding on the industry-rela- 
tions front, Freed said that in his 
30 years as a dealer he had learned 
that cooperation between dealers 
and makers was necessary for a 
better and more profitable business, 
but added that this did not mean a 
milk-toast program. 

He said his committee is work- 
ing on: 

1, Advertising, which is essen- 
tially a local problem. He added 
that franchises can be strength- 
ened in this respect. 

2. Maldistribution. 


3. A quality dealer program with 
teeth. 


4. A better dealer-council pro- 
gram. 


He asserted factories are willing 
to work with dealers to preserve 
and improve the franchise system. 


With respect to his own factory 
—Chrysler Corp., he predicted that 
in 1960, corporation dealers will 
make more money than they ever 
had in the past because there will 
be fewer dealers selling more cars. 

x * + 


Seeks United Front 


HOMAS F. ABBOTT, Fort 

Worth, head of NADA’s Na- 
tional Affairs Committee, covered 
NADA’s legislative program. He 
called for a united front on per- 
missive legislation and warned of 
the dangers of taxation and a 
labor-dominated economy. 


On excise taxes, which he called 
grossly discriminatory, Abbott said 
he felt that NADA never had con- 
centrated its full strength to kill 
these taxes, and would have to get 
relief. 


C. A. McRobert, Gresham, Ore., 
chairman of the Business Manage- 
ment Committee, covered efforts to 
spread information on this vital 
subject through reports, confer- 
ences and seminars. 


Walter M. Kiplinger, director 
of conventions, said that there 
are indications that NADA will 
have one of its most successful 
conventions in Washington next 
year. 


Among the signs noted by Kip- 
linger: Space in the exhibition is 
already 95 percent sold out and 
makers are pushing plans for serv- 
ice and used-car consultation pro- 
grams. He said the convention will 
open Saturday afternoon with full 


Chief Engineer 
At AMC Ending 


45-Y ear Career 


KENOSHA, Wis.— Floyd Kish- 
line, chief engineer of American 
Motors Corp. and a 45-year vet- 
eran of the auto industry, will re- 
tire Friday (July 31) after 20 years 
with the company. 


Kishline, who has been granted 
37 patents during 
his career, helped 
develop the mod- 
ern six-cylinder 
engine and Ram- 
bler’s al l-welded 
single-unit con- 
struction. 

Kishline joined 
the auto industry 
in 1914 with King 
Motor Car Co, in 
Detroit as an 
experimental en- Floyd Kishline 
gineer. He entered the Army in 
1917 and served as a first lieuten- 
ant in the Transportation Corps. 

After the war he worked with 
Graham Bros., Dodge Bros., Willys- | 
Overland and Graham Paige. | 
While at Willys he helped develop | 
the company’s four-cylinder engine 
which later powered the military 
Jeep and which is still in produc- 
tion, 

He joined Nash in 1939 as assist- 
ant engineer. 








ae, 








sessions, probably parallel sessions 
on sales and service. 

William McChesney Martin, 
chairman of the Federal Reserve 
Board, has indicated tentative ac- 
ceptance to speak to NADAers. 
Bennett Cerf will address the wo- 
men at the convention. 

* * * 

ee also heard reports 

from their own members who 
are observers on NADA commit- 
tees, including Tom Crooks, Texas, 
National Affairs; Amos Crowl, Ad- 
vertising Ethics; James A. Gor- 
man, Missouri, Business Manage- 
ment; Maurice J. Murphy, Wash- 
ington, Convention; Clive Bradford, 
Colorado, Industry Relations; 
George H. Benjamin, Arkansas, 
Public Relations; Gilbert L, Haley, 
Michigan, Trucks, and John J. 
Evers jr.. New York, Guidebook. 

Charles B. McFee jr., Virginia, 
discussed revenue-producing pro- 
grams sponsored by associations. 

Ed Parkinson, of Pennsylvania, 
discussing state sales and use 
taxes, also warned of the danger 
of pricing cars out of the market. 

Warren King, of Life maga- 
zine, said that he expects to have 
20,000 copies of a book based on 
brainstorming with dealers ready 
for distribution to dealers just 
before the NADA convention. 

James Gavagan, vehicle market- 
ing manager of the Saturday Eve- 
ning Post, was on hand to discuss 
a new SEP promotion of interest 
to the auto industry. 

Lyle D. Preston, Ontario dealer 
manager, saw leasing as a growing 
business which can produce con- 
tinuing income to dealers if they 
get in it on a sound basis, but 
warned of pitfalls for those with- 
out experience. 


Uniform Title Talk 


OUIS R. MORONY, director of 

the laws division of the Auto- 
motive Safety Foundation, discuss- 
ed the benefits of a uniform title 
and registration law. 

Traffic safety, said M. R. Dar- 
lington, managing director of the 
Inter-Industry Safety Committee, 
represents a great public-relations 
program for dealers and also will 
help their business. He said the 
fatality curve points to 40,000 
deaths this year unless something 
is done to change the curve. 

Darlington urged greater effort 
on inspection programs and on 
driver education. 

Karl M. Richards, manager of 
field services for AMA, said the 
outlook for the industry is excellent 
this year and in 1960 “if we can 
get out of the gunny sacks.” 

He warned of the danger of 
creeping inflation, which, he said, 
might wipe out the stability of the 
great middle class and thus threat- 


en the entire country. 
* 


* * 

Y RESOLUTION, the managers 

voted to support a research 
program dealing with uniform reg- 
istration and titling procedure. 
The study is to be made by the 
Highway Research Board of the 
National Research Council. 

Managers also urged NADA to 
make thorough investigation of 
all used-car warranty companies 
and to give a confidential report 
to each ATAM manager. 

Some of the managers were not 
satisfied with the results of a pre- 
liminary investigation by NADA. 

The 1960 midsummer meeting of 


-|ATAM will be held at Mackinac 
| Island, Mich. July 21-24. 


Late Report... 






































































































































Rambler Conference— 


Harry H. Hayne, Californian who is taking this 1902 Rambler on a crosscounty 
tour, discusses it with two men who are more familiar with today's Rambler while 









Mrs. Hayne looks on. Roy Abernethy, American Motors’ automotive distribution vice. 
president, is on the left and AMC President George Romney is at the stick. Hayne 
is showing the car at the dealerships where the newer suaaiore gre sold. 

a ae 


Joins Owner on Vacation ... 


1902 Rambler Tours U. S. 


DETROIT.—Harry H. Hayne and 
his 1902 Rambler soon will be head- 
ing back to Healdsburg, Calif., to 
complete a 10,000-mile trip that 
began early in May. 

It’s been a long, but exciting, 
journey for the adventurous 79- 
year-old who describes himself as 
a “semiretired dairyman.” 

Hayne left home May 5 at the 


Tire Prices Cut 
By Goodyear 


And Firestone 


AKRON.—Price cuts of 5 to 15 
percent on some passenger tires 
and 10 to 20 percent on mud and 
snow tires, effective immediately, 
were announced last week by 
Goodyear Tire & Rubber Co. 


Firestone Tire & Rubber Co. 
followed suit by reducing prices 5 
to 19 percent. Reductions amounted 
to 19 percent on the firm’s higher- 
priced DeLuxe Champion and 
“500” premium tires in the 14-inch 
size, while the 15-percent cut ap- 
Plied to the same tires in 15-inch 
sizes. 

The 5-percent reduction was 
applied to tires in lower-priced 
classes to bring them in line with 
15-inch tires. 


Major competitors have indicated 
they will follow the new price 
pattern. 

E. J. Thomas, Goodyear chair- 
man, offered no explanation for 
his firm’s reductions but called the 
action an “anti-inflationary” step. 


“Goodyear’s move helps in the 
fight on inflation and provides mo- 
torists with greater tire values,” he 
said. 


He said the cuts will apply to 
such lines as the Custom Nylon, 
Custom Rayon, Safety All-Weather 
Nylon, and also prices the 14-inch 
replacement tires on the same basis 
as the 15-inch. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week rose $2 to reach $1,028, according to Automotive News’ 


index, 


Newest and oldest models indexed were the only ones to show 
reduced prices, Losses amounted to $17 on ’59s, $10 on ’58s and 
$6 on ’52s. The adjusted price on ’58s represented a new low for 


that model year. 


Increases were recorded at $25 on 56s, $15 on ’57%s, $6 on ’54s, 


$5 on ’55s and $1 on ’53s. 
At a group of representative 


auctions last week, the average 


consignment was 237.6 units, compared with 200.7 a week earlier. 
The sales ratio was 70.5 percent, compared with 78.2 percent the 


previous week. 


Auction reports begin on Page 34. 








wheel of his ’48 Chevrolet, towing 
his ancient Rambler on a trailer, 
He displayed it at 15 Rambler deal- 
erships in 10 states during his 
4,000-mile jaunt to Detroit and e- 
pects to show it at least that many 
times on the return trip. 


These showings have been sales- 
promotion stunts for the dealers 
involved and have helped Hayne 
meet the expenses of his cross 
country vacation tour. He started 
the trip with a brother, and his 
wife joined him in Omaha for the 
journey to Detroit. 

A high spot of the trip was a 
visit to American Motors head- 
quarters here where the couple 
met George Romney, the man who 
builds today’s Ramblers. 

From Detroit, Hayne headed 
for Toledo and dealerships in 
Eastern Ohio. He was undecided 
whether to accept a_ brother's 
invitation to extend his safari to 
the latter’s home in New Jersey. 
Mrs. Hayne returned to Cali- 
fornia from Detroit, 


The elderly tourist follows no set 
schedule on his dealer showings— 
“I haven’t any advance man,” he 
said with a smile. 

Upon reaching a town, he hunts 
up a Rambler dealer and offers to 
display his car. He said he’s had 
more success in small towns than 
in large cities. 

Hayne has owned the one 
cylinder runabout since 1907. It 
was his only car until 1915 and 
has been his hobby since then. He’s 
proud of a picture of four genera- 
tions of his family in the car— 
himself, a daughter, a grandson 
and an infant great-grandson. 

As one who has watched the 
auto industry grow, Hayne treas- 
ures a letter he received a few 
years ago from a man who was 

a child when Hayne bought the 

Rambler in his native Marshall- 

town, Ia, 

“I was walking with my father 
when you drove by,” the letter 
writer recalled. “Dad said, ‘Looks 
like Harry Hayne bought himself 
an automobile. Wonder what he’s 
going to do with it.’” 

—JoHN K, TEAHEN JR. 


Ohio High Court Upholds 
GM Tax Assessment 


COLUMBUS, O.—A $112,497 sales- 
tax assessment against General 
Motors, for machine tools and 
equipment for its Fisher Body 
plant in Mansfield, has been upheld 
by the State Supreme Court. 

GM contended the purchase in- 
volved equipment exempt from tax 
because it was used “directly i” 
the production of personal property 
for sale by manufacturing.” 






na, 





EMMCO action speaks louder than words! 


Include EMMCO insurance coverage with financing 
by Associates ...and you help assure customer 
satisfaction and extra sales for your dealership. 
EMMCO’s new comprehensive fire, theft, and 
collision insurance—with twelve added protec- 
tion features— provides top coverage. But don’t 


forget that mere coverage alone is not enough. 


EMMCO coverage is backed-up with prompt on- 
the-spot action when accidents occur. And 
EMMCO, with a nationwide network of claims 
reporting offices, assures prompt payment of 
claims, keeps your customers satisfied... and 
keeps them trading with you! Ask the man from 


Associates for information on EMMCO. 


ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA)-1TD. — EMMCO INSURANCE CO. 
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Under-$2,000 Sticker 
Is Small-Car Hope 


(Continued from Page 1) 


lieves Corvair prices should start 
at $1,750. Another Easterner, who 
hopes to have Valiant in his show- 
room, favors an $1,800 tag. 

In Chicago, a Chevrolet dealer 
declared, “To be really competi- 
tive, the Big Three small cars 
should be priced about $1,795 to 
$1,845 with standard transmission, 
a good heater and directional sig- 
nals. But they'll probably be 
about $100 more.” 

The hefty price increases of re- 
cent years have made pessimists 
of many dealers—they’re afraid 
they’re not going to get much of 
a break on the pricing of the small 
cars. 

A Northwest Chevrolet merchant 
said they “should be under $2,000, 
but I doubt that they will be,” while 
a Michigan Ford dealer fears that 
they will be only $100 to $150 below 
the least-expensive full-sized 
models. 

* + o” 
= tags over $2,000 would 
make the compacts hard to sell, 
said a Great Lakes Chevrolet re- 
tailer. 

An Upper Midwest Ford dealer 
would like to see the Falcon at 
least $250 below the regular line, 
and a Californian hopes it will be 
25 percent below the other models. 


Although dealers insist that the 
compacts should be kept under $2,- 
000, they realize that the price 
spread between the small and large 
cars is equally important. 

For 1959, Ford’s lowest-priced 
two-door sedan is $2,219; Plym- 
outh’s is $2,232, and Chevrolet’s is 
$2,247. The 1960 models probably 
will be higher, thus a $2,000 tag for 
the compacts would give dealers a 
spread of at least $250. 

* 


F THE dealer discount is re- 
duced on the small cars, that 

spread might not be enough. Work- 
ing on a smaller margin, dealers 
might not be able to offer the com- 
pacts at figures low enough to in- 
terest the price-conscious public. 
Many dealers already are selling 
their full-sized sedans for less than 
$2,000. 

The factories could widen the 
price spread by boosting the 
prices of the full-sized models or 
by pegging the newcomers well 
under $2,000. 

Or they could continue to play 
musical chairs with their series 
designations by dropping the name 
of the lowest-priced series—as Ford 
did in 1958 and Chevrolet and 
Plymouth did in 1959. 

oe ak * 

SKED what features the com- 

pacts should have, most dealers 

stressed economy and comfort, 
while several voted for a heater as 
standard equipment. Heaters are 
standard on many of the more- 
popular imported cars. 

A Rocky Mountain dealer felt 
that the new entries should have 
“fun-to-drive features and not 
compromise merely for economy.” 
Other dealers wanted a full line 
of optional equipment. 

An Illinois dealer was enthusias- 
tic when asked how the compacts 
will sell. 

“We are looking forward to great 
acceptance of the Corvair,” he said. 
“We will sell all we can get at 
nearly full gross.” 

Es ” 
WESTERNER was more cau- 
tious. “Maybe the boom will be 
shortlived,” he said, “but these cars 
will sell like hotcakes at first.” 

The sales appeal will depend upon 

price and quality, according to a 


Denver Auto Show 


To Open Nov. 30 


-_DENVER.\The annual auto 

show sponsored by the Metropolitan 
Denver Auto Dealers Assn. will be 
held Nov. 30-Dec. 5, according to 
Harry Williams, association pres- 
ident. 

In past years the show has been 
held in the spring. The show this 
year will be held in the Denver 
Coliseum, 











Midwest retailer, He said he’d like 
to see “Volkswagen quality” in his 
company’s small car. 


A Detroit dealer feels that the 
Big Three compacts will revive 
the public’s interest in owning 
new cars, and that the lower 
prices will make it possible for 
them to buy. 

He explained it this way: “Back 
in 1955, we got a lot of trades that 
were in great shape. The owners 
didn’t need new cars—they bought 
them because they wanted them. 

“Now, people are driving their 
ears longer. They don’t trade until 
they have to because the prices of 
the new models scare them right 
out of the showroom, Maybe these 
lower-priced small jobs will change 
that, I sure hope so.” 





Dealers Stage Parade— 


People love a parade! That fact was proven when thousands of Denverites lined 
the streets over which the parade sponsored by the Metropolitan Denver Automobile 
Dealers Assn. moved, Old cars of yesteryear, new ones, a band of Sioux Indians— 
all went to make up the parade. Paul Seifert, left, Seifert Pontiac-Cadillac, was chair- 
man of the parade, staged at the opening of the Denver dealers’ annual Auto Show 
held in the City Auditorium. 





121 Rambler Winners Visit Hawaii 


DETROIT.—Week-long vacations 
for two to Hawaii have been won 
by 121 Rambler dealers in a re- 
cently concluded “Coats Off!” sales 
campaign. 

In Hawaii they are to stay at 
the Hawaiian Village Hotel, Dur- 
ing their stay they will visit Pearl 
Harbor, Nuuanu Pali and other 
points of interest. They will be 
treated to a luau, a Japanese 
dinner, cruises, outrigger rides, 
hula lessons and other activities, 

Winning dealers are: 

ATLANTA ZONE—J. C. Carter sr., 
Jacksonville, Fla.; R. C. Blue, 
DeFuniak Springs, Fla.; C. V. Blue, 
Crestview, Fla.; C. R. Outzts, 
Greenwood, S. C.; C, W. Stewart, 
Winter Haven, Fla.; James A. 
Baird, Chattanooga, Tenn., and 
Frank L. Hardy, Mobile, Ala, 

Boston Zone—Nisham Atamian, 
Boston; Clarence Zarren, Belmont, 
Mass.; Mendel Kornitsky, Chelsea, 
Mass.; Roger Miner, Willimantic, 
Conn.; Paul McNamara, W. Leb- 
anon, N. H.; Dave Allen, Newport, 
Vt.; Arthur Clough, Gloucester, 
Mass., and Gus Ullrich, Sheffield, 
Mass. 

BurraLo Zone—Earl Palmer, Buf- 
falo; Edward Jones, Oxford, N. Y.; 
Lawrence Seivert, W. Seneca, N. 
Y.; Chester Rozanski, Perry, N. Y., 
and Paul Henson, Syracuse, N, Y. 

Cuicaco Zone—Dee Cornelius, Pe- 
oria, Ill.; Jordan Kapson, Misha- 
waka, Ind.; Freeman C. Yeager, 
South Bend; J. VanDahm, Chicago; 
George Fleischman, Chicago; Abe 
Brown, Chicago; Frank Sanders, 
Des Moines; Daniel Engels, Park 
Ridge, Ill.; W. F. Augustian, Whit- 
ing, Ind., and Francis Hemminger, 
Dixon, Ill. 

CINCINNATI ZON E—George 
Schumacher, Dayton, O.; Wood 
Hannah sr., Louisville; Ellsworth 
Clark, Charleston, W. Va.; Earl 





Yeager, Bluefield, W. Va., and 
Myron Mesler, Milville, O. 

CLEVELAND ZONE—Milton Roe- 
misch, Cleveland; John Cherol, 
Youngstown, O.; Wayne Green- 
wood, Cortland, O.; Harry Coppus, 
Tiffin, O, and Edgar Keller, 
Carey, O. 

Datias Zone-—John Clark, Dallas; 
G. W. McCarter, Houston; L. L. 
Fisher, Grand Prairie, Tex., and 
S. W. McAlister, Archer City, Tex. 

Denver ZONE—William Eger, 
Denver; Ed Mooney, Albuquerque, 
N. M.; Raleigh Madison, Fort Col- 


British Car Firm 
Ordered Dissolved 


LONDON.—Frisky Cars, Ltd, has 
been ordered dissolved after the 
Government said the company was 
$61,600 behind in its income tax. 

The firm began making a small 
sports car, the Frisky, in 1957. It 
was designed to sell for less than 
$1,400 including the British pur- 
chase tax. 

Henry Raoul Stone, company 
chairman, argued unsuccessfully 
for an adjournment of the order, 
saying that the company was now 
over its “teething troubles.” The 
firm switched to a three-wheeled 
model last year and was said to be 
producing 30 cars a week. 


Cadillacs at 10% Off 


BUFFALO. Tinney Cadillac 
Corp. attracted hot weather busi- 
ness during July ‘with a three-day 
“bonus allotment sale.” The dealer- 
ship said it was offering a bonus 
shipment of 65 new Cadillacs at a 
10 percent discount. A _ full-page 
newspaper ad in color was used to 
promote the event. 





Austin Westminster Bows— 


Another Farina-styled car has emerged from British Motors. The Austin A99 West- 
minster offers the same 112-horsepower engine used in the new Austin Healey 3000. 
Other features are disk brakes, twin electric fuel pumps and carburetors, standard 
overdrive and optional Borg-Warner automatic transmission. The body is unitized and 


although specifications are larger than the previous A105 model, the British price 


has been cut by approximately $40. 


lins, Colo., and Cliff Hopkins, 
Riverton, Wyo. 

Detrorr Zone—Glenn Otto, De- 
troit; Elmer H. Yoder, Morenci, 
Mich.; Eugene Vis, Plainwell, 
Mich.; Carl Koppinger, Memphis, 
Mich.; John Wilson, Highland, 
Mich.; Neil Dieterman, Grand Rap- 
ids, Mich., and Des McAlister, Bir- 
mingham, Mich. 

KANSAS CITY ZON E—Clar- 
ence Shepard, Oklahoma City; 
Fred Dubowy, Kansas City; L. 
C. Barnett, Topeka, Kans.; Fran- 
cis Williams, Leavenworth, Kan., 
and Edward Cason, Durant, Okla. 
Los ANGELEs ZONE—Robert Meyer, 

Los Angeles; Richard Steele, Long 
Beach, Calif.; Lee White, Downey, 
Calif.; J. C. Capata, Santa Monica, 
Calif.; Mike Ricker, Whittier, 
Calif.; Clarence Westover, Las 
Vegas, Nev.; M. L. Townsend, Santa 
Maria, Calif., and Ward Lee, Santa 
Ana, Calif. 

MempHis ZONE—M. C. Bledsoe, 
Shreveport, La.; Roland Hughes, 
Jonesboro, Ark.; E. A. Parker, Hot 
Springs, Ark., and Dutch O’Neal, 
Little Rock, Ark. 

MitwaUKeE ZONE — Irving Rosen- 
berg, Milwaukee; Michael Peters, 
West Allis, Wis.; Gerald Kuehn, 
Milwaukee; Peter Leahy sr., Port- 
age, Wis., and Louis Teale, Albany, 
Wis. 

MINNEAPOLIS ZONE — Leonard 
Haley, Minneapolis; Bruce Warren, 
Minneapolis; L. C. Domseth, Grand 
Forks, N. D.; Donald Greenberg, 
Nowthen, Minn., and E, W. Hal- 
stead, Farmington, Minn. 

NEW YORK ZON E—Jdack 
Schwartz, Levittown, N. Y.; Jess 
Gelb, New York; Sidney Musiker, 
Brooklyn; Harold Stern, Free- 
port, N. Y.; Rocco Garamella, 
Stratford, Conn.; Paul Bisson, 
Dover, N. J.; Jerry Signore, 
Kearny, N, J.; Robert Burbank, 
Bedford Hills, N. Y.; Morris Le- 
vine, Mahwah, N. J., and Her- 
man Sonen, Port Jefferson, N, Y. 

PuHitapeLPHIA ZONE — Thomas 
Reedman, Langhorne, Pa.; Jack 
Greenblat, Allentown, Pa.; Robert 
Vandegrift, Media, Pa.; Floyd 
Landes, Collegeville, Pa.; Light 
Wagner, Palmyra, Pa. and Lou 
Dover, Vineland, N. J. 

PrrtsspurcH ZONE—Joseph Dust, 

Monroeville, Pa.; Leo Augustin, 
Pleasant Hills, Pittsburgh; Henry 
Baer, Heidelberg, Pa., and Bruno 
Drelick, Oil City, Pa. 
, PorTLAND ZONE—F rank Antone, 
Portland, Ore.; Jesse Halford, Spo- 
kane, Wash.; William Wallace, 
Anchorage, Alaska; Laure] Ewing, 
Forest Grove, Ore., and Albert 
Menning, Coquille, Ore. 

ST. LOUIS ZONE—John Vincel, 
St. Louis; Paris Trotter, Wood 
River, Ill.; David Law, Brazil, 
Ind., and Frank Pearl, Mexico, 
Mo. 

San Francisco Zone — John Har- 
vey, San Francisco; Gil Ashcom, 
Berkeley, Calif.; Larry Brink, Mill 
Valley, Calif, and Everett Mollen- 
bauer, Freedom, Calif. 

WASHINGTON ZONE—Albion Cran- 
son jr., Bethesda, Md.; William 
Mortimer, Baltimore; Tench 
Phillips jr., Norfolk, Va.; Robert 
Bleecker, Fayetteville, N. C., and 
Martin Marston, Williamsburg, Va. 





__ |Broken, Says FBI, 
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Stolen-Car Ring 





2 Dealers Seized 


HARTFORD, Conn.—Cracking , 
stolen-car ring allegedly operati 
in four states has been claimed 
the FBI in Connecticut following 
the arrest of at least eight persons 
two of them dealers. 

Edward J. McCabe, FBI agen 
said 42 autos have been recovere; 
—17 in Connecticut, 10 in Ney 
York, 10 in New Jersey and five jp 
Massachusetts. 

Sgt. Hubert McKenna, New Yor 
Police special fraud squad, saig 
the cars were being disposed of 
through dealers in the four states 
Some of them knew the cars wer 
stolen and others didn’t, he addeg 

The dealers under arrest wer 
Charles Gersh, Brooklyn, charged 
with conspiracy to transport stolen 
cars from New York to Connecti. 
cut, and Robert Erzersky, Yonker 
N. Y., charged with grand larceny 

McCabe said the ring bought 
newer autos wrecked beyond re. 
pair, stole duplicate make and 
model cars to replace them and 
transferred the wrecked vehicles 
papers and identification to the 
stolen cars. 

In another case in Connecticut, a 
purported stolen-car ring operating 
between Waterbury and New York 
City was cracked with the arrest 
of three Waterbury residents, police 
said. 

Authorities said the ring special- 
ized in Cadillacs and Thunderbirds 
and operated this way: 

One member stole the cars in 
New York City and sold them “for 
a very low price” to a second man 
who, in turn, sold the stolen car 
to the third member, who is a 
used-car salesman. 

Police said they have recovered 
five cars and are continuing the 
investigation. 

oo? 2 Se 


Two Ohio Men Held 
In Theft of Autos 


CLEVELAND.—Two men, one of 
whom police said posed as a dealer, 


have been arrested on auto-theft 


charges. 

Police said Troy Lee Nichols, 37, 
took one car each from Economy 
Buick, Connell Chevrolet, Markad 
Ford, Stearns DeSoto-Plymouth 
and Liquidation Lot. 

They said Nichols told the deal- 
ers he wanted to buy the autos at 
wholesale for his own lot and pro- 
duced a dealer’s license plate. The 
cars were found abandoned later 
and some had been stripped of 
accessories that may have been 
sold, police added. 

George Goods, 36, was accused 
of stealing five vehicles off the 
street and selling them to John 
Kenney, 48, owner of a Ravenna 
junk yard. Kenney has been 
charged with receiving stolen 
property. 

* « + 
2 Held in Crackdown 
On Dixie Theft Ring 

ATLANTA.—The State, the FBI 
and the National Automobile Theft 
Bureau in cooperation with local 
police are cracking down on an 
auto theft ring that has been op 
erating for a year in Georgia, Flor 
ida and Cuba. 

Twenty-three cars in Georgia 
and four in Cuba, mostly ’59 mod 
els, have been recovered. They 
were stolen from individuals 
dealers. Two men have been a 
rested. 

Lt. Robert Starrett, head of 
Jacksonville’s Automobile Theft 
Bureau, says Georgia’s lack of 4 
title law enables a person to ste 
a serial plate, attach it to his cal, 
buy a bill of sale at a stationery 
store and purchase a license in 
Georgia. 

Several of the cars had been sold 
and resold a number of times. AS 
soon as the car is stolen, its seri 
plate is replaced with a stolen, reg 
istered plate, and a fake bill of sale 
is made out for the new “buye 
who agrees to pay $1,000 for the 
car. The car is then insured against 
fire and theft. 

A few nights later the ring steals 
the same car again, and after an 
other change of serial plates, the 
car is ready to be sold again. 
first “buyer” then collects from the 
insurance company. 
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The Man Behind the Wheel .. . 





Sales Testing the Shamrock 


Eprror’s Note: This is another | 
in a series of articles which re- 
port on selling features of im- 
ported cars. 

a * * 
By William Carroll 
Staff Correspondent 

ALES testing a car before it 

reaches production may seem 
pointless, but Ireland’s first car, the 
Shamrock, is something more than 
@ means of transportation. 

It is the brainchild of William 
K. Curtis, a 27-year-old Californ- 
ian of Irish descent who told Au- 
tomotive News, “Factors involved 
in production of the Shamrock 
include the abundant supply of 
low-cost labor in Ireland, large 
factory workshop areas and a 
desire of the Irish government to 
promote and assist American 
capital in expansion of Irish in- 
dustry.” 

Cars will be built in Tralee, 
County Kerry, for shipment to the 
West Coast at a proposed list price 
of $2,495, which includes D & H. An 
accessory group of heater, white 
walls and wheel discs will cost an 
additional $75. Dealer profit is ex- 
pected to be $435 per car, plus ac- 
cessory mark-on. 

Car No. 2 is due off the line by 
Aug. 15, with 120 units scheduled 
for the West Coast by January. 

Austin’s A-55 engine, transmis- 
sion, driveline, rear axle, front sus- 
pension and brakes are used in the 
Shamrock. Vauxhall tail lights and 
trim from other British production 
cars also are used. The purchased 
components are hung around a nar- 
row, ladder-type chassis frame built 
in the Irish factory. 

The body, which can be removed 
in 45 minutes, was designed by 
Richard Wood (editor of British 


Pricing System 
Hailed by 30-Year 
Chevrolet Dealer 


LOUISE, Tex. — E. J. Trochta, 
founder and head of Trochta Chev- 
rolet in this unincorporated com- 
munity with an “official” population 
of 400, is celebrating his 30th year 
as a continuous Chevrolet dealer 
and looking back on the vagaries of 
the automobile business through 
two wars and the great depression. | 

He started in the automobile bus- 
iness in 1922, with a small garage. 
He soon became a sub-dealer, han- | 
dling Chevrolets, and in 1929 he} 





obtained appointment as a fran-| 
chised dealer. There are few car| 
dealerships in the Southwest that| 
have operated as long under the) 
Same ownership and active man-| 
agement. 

“The greatest thing that has hap- 
pened to the automobile business in | 
many years,” Trochta declares, “is | 
the present pricing plan. This is a} 
boon to the dealer who wants to 
run his business on an ethical, | 
conscientious basis. It has meant a 
great deal to the average small 
town dealer with high-pressure 
nearby city competition.” 

The dealership has not failed to 
show at least a modest profit any 





year since it started in 1929, 
Trochta declares, “although the de- 
pression years were tough. 

“We make considerably more 
profit nowadays than we did 30 
years ago, but then we have a 
great deal more invested. For some 
time after we started the dealer- 
ship, we carried six bins of parts 
and that was all we needed. Today 
we have 40 bins, and we’re still 
expanding the parts department.” 

In 1958 the company sold about 
7 new cars, Business is up by 
about 25 percent this year. 

Marvin E. Trochta, son of the 
founder, is now associated with his 
father in the business. 


Lander Is Erecting 
New Parts Building 


ATLANTA, — John H. Lander 
(Dodge-Plymouth-Simca), treasurer 
of NADA and also president of the 
newly formed ParMo Parts Co., 
announces construction of a new 
building to house the latter firm. 

The new 40,000-square-foot struc- 
ture will be located at 700 Miami 
Circle N. E. 


Plastics) and features Cellobond 

polyester resins and glass fiber lam- 

inated construction. 
* oa 


IRST inspection of the Sham- 

rock brings to mind early 
Thunderbirds, lengthened with rear 
seat added, Doors are wide (36 
inches) and seats low. Windup 
windows are in both doors and a 
full curved windshield provides 
good forward vision. 

Individual front seats are ad- 
justable buckets. ‘The rear seat is 
typically British — flat, narrow 
and only for occasional use. En- 
gine accessibility is good, there’s 
plenty of room in the trunk and 
the gas filler is high on the body. 


There’s a nice sports-car feel 
when driving the Shamrock, with 
long hood and front fenders being 
most impressive. The ride is com- 
parable to most cars of this type, 
keeping in mind the Shamrock is 
no competition machine. It is a 
pleasant little wagon for the man 
who wants a sports car, but needs 
family transportation at the same 
time. 

However, there are a few serious 
problems, which may be corrected 
by the time production units reach 
the U. S. Panel reflections in the 
windshield are a nuisance, the 
steering wheel is poorly placed, 
rear-fender tips extend beyond the 
bumpers, and the hood latch is 
bound to be broken by the first 
eager service station attendant. 

* aa aa 


aan seems little question but 
what a market exists for the 
Shamrock. With T’Bird sales high, 
an Irish “bird” of plastic, at half 
the price, can’t help but sell. 
Mechanical parts would be no 
problem as Austin has an excel- 
lent spread of warehouses. And 
with all the Corvettes on the 
road, there’s no longer any prob- 


* * 


* 


* 





Car Tested: 
SHAMROCK 


Model: Prototype. 

Body type: F our-passenger, 
hardtop-roadster. 

Engine: F our-cylinder, four- 


cycle. 

Carburetion: Single S. U. 
downdraft. 

Displacement: 90.388 cubic 
inches. 


Bore and stroke: 2.875 by 3.50 
inches. 

Compression ratio: 8.3 to 1. 

Horsepower: 53 @ 4,350 r.p.m. 

Horsepower per cubic inch: 
58. 
Torque: 82.5 pounds-foot at 
2,100 r.p.m. 

Running weight: 1950 pounds 
without driver. 

Power-weight ratio: 
pounds per horsepower. 

Transmission: Four forward 
speeds and reverse. 

Clutch: Single, dry plate, eight 
inches in diameter. 

Rear axle ratio: 4.55 to 1. 
3.5 Turns, lock-to- 


Dimensions: Overall length, 
185 inches; width, 71; height, 
54; wheelbase, 98, and tread 51. 

Suspension: Front — independ- 
ent on coil springs; rear — hy- 
draulic strut with internal coils. 

Tires: 5.90 by 15 tubeless. 


36.8 





Kentucky Dealers 
To Hear Chaffin 


LOUISVILLE. — Dean Chaffin, 
NADA board chairman and im- 
mediate past president, will be a 
featured speaker when the Ken- 
tucky Automobile Dealers Assn., 
Inc., convenes Sept. 20-22 in Ken- 
tucky Dam Village, Gilbertsville, 
Ky. 

Other speakers will include Dave 
Reese, Drexel Hill (Pa.) Oldsmo- 
bile-Rambler dealer, and E. P. 
Latimer, president of American 


Discount Co., Charlotte, N. C. 

A golf tournament is planned as 
part of the recreation program 
during the convention. 














lem of having fiberglass bodies 
repaired. Dealer profits may seem 
low, but the unit is non-competi- 
tive and would speak well for it- 
self in the hands of a prospect. 


Problems could lie in the fac- ? 


tory’s ability to produce enough 
cars to meet requirements of such 
an import-busy area as Southern 
California, their financial stability 
and permanence, plus the need for 
flooring and consumer financing. 
This last bit may well be the rough- 
est, for paperwork is notoriously 
hard to sell when it’s backed by an 
untried product. 

When asked what kind of dealers 
he wanted, Curtis replied, “I don’t 
think we'll go through import deal- | 
ers; they have enough sports cars 
to sell. 

“Detroit-based dealers already 
have a big expensive car to sell, | 
and they may have an economy | 
car, which makes our product a| 
good item to have in the middle. 
Besides we're giving people what 
they want: American styling, low 
first cost and economy of opera- 
tion,” he said. 


44th Convention 
Of Mont. Dealers 
Set for Aug. 7-8 


BUTTE, Mont.— The Montana 
Automobile Dealers Assn. will hold 
its 44th annual convention here 
Aug. 7-8 with some 350 dealers ex- 
pected to attend. 

The board of directors, headed 
by President Norman Brekke, of 
Scobey, and Chairman Arnold Han- 
nah, of Shelby, will meet a day 
ahead. 

In another pre-convention event 
Aug. 6, members of the Butte Auto 
Dealers Assn. will be hosts at a 
reception for directors and area 
chairmen of NADA. 

Convention speakers will include 
Herbert L. Galles jr., NADA presi- 
dent; Patrick J. Crowley, dealer re- 
lations director for General Mo- 
tors; James P. Taylor, sales direc- 
tor for Commercial Credit Corp.; 
E. C. Quinn, sales vice-president of 
Chrysler Corp.; Fred Williams, 
Pennzoil Co. sales promotion man- 
ager, and Arthur H, Kenny, Vallejo 
(Calif.) auto dealer. 
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The Shamrock, to be manufactured in Irejand, had its press premiere at |g 
Angeles. The Shamrock is designed as an economy four-passenger family sportsca, 


with a body of polyester-glass in modern lines. 


Its Southern California creat, 


William K. Curtis, said he expects to ship 3,000 cars to the U. S. in the next yeo, 


Old-Timers Attend Outing... 
Chevy Dealers Reminisce 


DETROIT.—There was plenty of | 


talk of the past mixed in with 
a discussion of today’s problems at 
the annual outing of the Detroit 
Chevrolet Dealers Assn. 

The 35-year-old organization in- 
vited all former Chevrolet dealers 
to attend this year’s party at the 
Old Club, located on Harsens 
Island at the mouth of the St. 
Clair River. Fourteen of the old- 
timers responded. 

Joining the dealers and ex-dealers 
were Edward N. Cole, Chevrolet 
general manager, and four assist- 
ant general sales managers—Ken- 
neth E. Staley, Emmett P. Feely, 
Lee N. Mays and Herman P. Sattler. 

The factory contingent also in- 
cluded R. B. Johnson, North Cen- 
tral regional manager; L. F. Boll- 
mer, assistant regional chief; S. P. 
Emmert, Detroit zone manager, and 
H. J. Lambert and W. L. Moore, 
Detroit city managers. 

Some of the former dealers ac- 
companied their sons or sons-in- 
law who now head the outlets they 
founded. Among them were Hanley 
Dawson sr., William J. Wink sr., 
S. T. Hanson and B. J. Ver Hoven. 

Also on hand were old-timers 
Harry Buchanan, Howard Stock, 
Dick Connell, X. L. Kessler, Ted 
Peters, who now lives in Arizona; 
Bob Bolo, Harold McVeigh, Bert 
Honour and Saul Rose. 

One of the ex-dealers still is 








Rear-View Au 


to Periscope 


Said to Banish Blind Spots 


SOUTHBRIDGE, Mass.—An en- 
tirely new concept in rear-view 
mirrors for automobiles has been 
developed by American Optica] Co. 

The mirror uses the same op- 
tical principles incorporated in 
the company’s recently unveiled 
jet plane periscope, the company 
said. Both instruments were in- 
vented by Dr. Lewis Hyde, the 
firm’s assistant director of re- 
search. 

Explained simply, the driver of 
tomorrow will look into a mirror 
2% inches high by 9 inches long, 
placed above his windshield in the 
conventional position. Although 


this mirror is only two inches 
cd og * 





Rocket Touch— 


American Optical Co. said that its new 
rear-view mirror adds a space-age touch 
to the car's exterior as well as in improv- 
ing the driver's view. The view of the 
road behind is picked up through the 
opening shown in the roof and carried 
to the driver by a series of lenses. 





longer than the average one in 
common use, the view is more than 
twice as wide. 


The rear view is picked up 
through a 24-inch long cylindrical 
lens, two inches high, set in the 
roof of the car, over the back win- 





active as an auto salesman. He's 
L. T. (Cap) Ginn, formerly 4 
partner in Ginn & Homer Chey- 
rolet, who now sells for Emmert 
Chevrolet in Northwest Detroit, 


Another honored guest was Do 
Young, a former regional manager, 


The old-timers’ day was arranged 
by the retiring officers of the dealer 
association, William Bundy, presi- 
dent, and Hanley Dawson jr., sec 
retary-treasurer. 


New officers of the dealer grow 
are Richard Shalla, president; Floyd 
Foren, vice-president, and Norman 
Merollis, secretary-treasurer, 


Georgian’s Deals 
With State Aides 
Under Scrutiny 


DUBLIN, Ga.—Clayton Cordell, a 
partner in Cordell-Green Motor Co. 
(Ford) here, is being investigated 
by the state law department for 
transactions in which the state p 
the firm for 128 new cars, from 
January, 1956, through December, 
1958. 


State investigators are also look- 
ing into reports that Cordell-Green 
swapped two new cars for older 
cars in an “even trade” with close 
relatives of former state purchasing 
department officials who have been 
indicted for embezzling. 

State Rep. Harry Green is Cor 
dell’s associate in the auto firm. 

A state audit showed the motor 
company owes $45,000 in delinquent 
sales taxes, penalties and interest. 

Cordell’s sales tax case concerni 
alleged embezzlements of collections 
made on car sales. 

The alleged irregularities in ca! 
deals came to light when Joe Ray 
and W. W. Coleman, former sales 
tax officials, were on trial for em 
bezzlement. Ray testified he and 
Coleman arranged with Cordell to 


dow. This view is passed forward| Us¢ money embezzled from the auto 


through another lens, 17 inches 
long, and reflected off a 15-inch 
square mirror to the driver’s own 
rear-view mirror. All units, with 
the exception of the driver’s mir- 
ror, are enclosed within the roof 
structure. 

According to the company, 
there are at least five safety ad- 
vantages of the periscope mirror 
over the type being used today. 
Due to the greater field of vision, 
there are no blind spots to the 
back or left rear. Rear view can- 
not be obscured by passengers 
sitting in the middle of the front 
or rear seat; by packages on the 
rear seat shelf; or by snow or 
rain on the rear window. 

In addition, the higher position 
of the mirror places it above the 
danger area, in the event of a 
crash. The mirror can be rigidly 
installed, to maintain proper ad- 
justment and eliminate vibration. 

Company officials feel that the 
most important feature is the ex- 
tremely wide field of unobstructed 
vision. 

Although the periscope rear-view 
mirror is a reality, it may be some 
time before the public will be able 
to benefit from its advantages. 
Planners of new cars will have to 
incorporate the periscope in their 
roof designs. 





firm’s tax collection to buy cars 
from the company, Ray also swore 
no sales tax was paid on the cars 
he and Coleman bought. 

Coleman was convicted and sen- 
tenced to six to seven years on five 
counts of. embezzlements totalling 
$85,000. 


@— ~ 





No Blind Spots— 


This is the interior view of a new reat 
view mirror which is said to eliminate the 
driver's blind spots. American Optical Co. 
developer of the mirror, said it is alse 
placed so that passengers’ heads do nol 
block the driver's view. 

















ractors are UP more than a million! | 


Tractor manufacturers are investing more advertising 


ee ‘ : dollars in The Progressive Farmer than in any other farm 
The South is a huge, fast-growing market for Case tractors, espe- magazine . . . ail the Bouth te basing farm teacteaneee 


cially for the new small, low-cost diesel tractors we will introduce next rapid rate. Southern farmers now own over a million more 
year. In our opinion, The Progressive Farmer has been closely identified tractors than they owned 20 years ago. 

with the tremendous upsurge of farm mechanization in the South. 
Recently, we have accelerated Case advertising in the South by placing 
60 four-color pages in The Progressive Farmer in the last 18 months. of power and plenty, a vast and growing market for tractest 
Reports from our entire dealer and sales organization indicate very trucks, automobiles, machinery . .< all kinds of farm and 
tangible results in increased store traffic and interest in Case tractors home equipment and consumer goods! 

and equipment!” 


With Southern farm income at an all-time high— topping 
$10 BILLON in 1958—the rural South today is a land 


¢ Isn’t this the kind of marketplace you want for your 

M. B. Rojtman, President product? Let The Progressive Farmer put you there... right 
J. I. Case Company in the homes of 1,400,000 prosperous subscriber-families. 

No other single advertising medium can match the sales 

influence of The Progressive Farmer in the rural South! 


More than 5,700,000 readers in the 16 Southern states 


THE PROGRESSIVE FARMER 


Advertising Offices: BIRMINGHAM + RALEIGH + MEMPHIS’ > DALLAS °* NEWYORK - CHICAGO *,. LOS ANGELES - SAN FRANCISCO 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 


{ |..Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, appli to the building and maintenance of highways; 
#3. Guard the precepts of individual freedom. which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Capsule Comment 


A bill, requiring Federal government vehicles to carry 
seat belts, is given the best chance of Congressional passage. 


A self-enforcement test looms for Uncle Sam. 


Special service profits issue of AUTOMOTIVE NEWS 
points to immediate service and shop expansion as 
revenue-builders. 


Dealers must make the corral more appealing to 
round up the lost business. 
* * * 


New-car stockpiles takes its first downward turn of the 
year, AUTOMOTIVE NEws compilations show. 


And none too soon, with all the talk of compact cars 
on top of model cleanup. 


Rear-engine vs. front-engine fracas grows hotter several 
months before Chevrolet’s Corvair is to appear. 


Summer doldrums moves a back-burner tempest onto 
the front page. 
* *. * 
A Ford market researcher notes contradictions that 
often confound consumer studies. 


He explains that a motorist, who denied he’s inter- 
ested in horsepower, “will go out and buy the hottest 
thing on the road.” 
* * * 


Big Three light cars will augment raft of new models 
coming into U. S. from abroad. 
A hoped-for equation: More models to choose from, 
more sales to make. 


AUTOMOTIVE NEWS, JULY 27, 1959 














Events 


Dealer Conventions 
Aug. 7-8— Montana Automobile Dealers 


Assn., Butte. 


Aug. 9-11 — Georgia Independent Auto- 
mobile Dealers Assn., General Ogle- 
thorpe Hotel, Savannah. 

Aug. 23-26—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va, 

Sept. 45—Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland, 

Sept. 13-15—Wyoming Automobile Deal- 
ers Convention, Casper, 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-22—3éth Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 
Assn., Broadmoor Hotel, Colorado 
Springs, 

Sept. 22—Kentucky Automobile Dealers 
pee. ew Dam Village, Gilberts- 
ville, Ky. 

Sept. 20-22—New Jersey Automotive Trade 
Assn., Hotel Chalfonte-Haddon Hall, 
Atlantic City. 

Sept. 21-22—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, 
Sept. 27-28—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 

Bretton Woods, N. H. 
Oct. I1-13—Automotive Trade Assn. of 


Virginia, John Marshall Hotel, Rich- 
mond. 
Oct, 18-20—Florida Automobile Dealers 


a Hotel Robert Meyer, Jackson- 

ville. 

Oct, 25-26—Oklahoma Automobile Deal- 
ers Assn., Hotel Tulsa, Tulsa. 

Oct, 31-Nov. 2—Texas Independent Auto- 
mobile Dealers Assn., Hilton Hotel, 
San Antonio. 

Nov. 10—Connecticut Automotive Trades 
Assn. Statler-Hilton Hartford 

Nov. 15-17—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 

Nov, 21-23—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 

Dec. 2—Utah Automobile Dealers Assn., 
on Hotel Motor Lodge, Salt Lake 

ity. 

Jan, 30-Feb. 3—National Automobile Deal- 
ers Assn., Washington, D. C. 

Feb. 14-15—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 


Letterbox 









Auto Shows 


Oct. 9-25—Texas State Fair Automobile 
Show, Dallas. 

Oct. 21-25—International Foreign & Sports 
Car Show, Commonwealth Armory, Bos- 


ton. 

Oct. 21-31—44th Motor Show, Earls Court, 
London, England. 

Oct. 24-25—International ‘'500" Motor 
Sports Show, Veterans Memorial Audi- 
torium, Des Moines, 

Oct, 31-Nov. 11—4Ist International Motor 
Show, Turin, Italy. 

Nov. 14-2I—Philadelphia Auto Show, Phil- 
adelphia. 

Nov. 21-29—Cleveland Auto Show, Public 
Auditorium, Cleveland. 

Nov. 30-Dec. 5—Denver Automobile Show, 
Denver Coliseum, Denver. 

Dec. 1-6—Tampa Auto Show, Fort Homer 
Casters eer. Tampa. 

Jan. &10—Birmingham Auto Show, Bir- 
mingham, Ala. 

Jan. 9-16—Pittsburgh Auto Show, Hunt 
National Guard Armory, East Liberty, 
Pittsburgh, 

Jan. 16-24—52nd Annual Chicago Auto 
Show, International Amphitheatre, Chi- 


cago. 

Jan. 20-24—Lincoln Auto Show, Pershing 
Municipal Auditorium, Lincoln, Neb. 
Jan, 24-28—International Foreign & Sports 
Car Show, Dinner Key Auditorium, Mi- 


ami. 
Feb. 6-14—Detroit Auto Show, Artillery 





Self-Per petuation 

Your July 6 issue, editorial page, 
states, “It’s easy to join (clique).” 
Perhaps, if you’re willing to “go 
along.” But it’s quite a different 
matter if you wish to suggest any 
changes in established routine. 

The clique can effectively elimi- 
nate most opposition by just sitting 
tight. They're in and they don’t 
want anyone else to spoil the 
“club.” The directors run the show 
and the “members” are just “dues 
payers.” The members lose interest 
and just go along through force of 
habit. 


Automotive Cartoon| 





Perce of Framtt..... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


Armory. 
Feb. 10-13—Automotive Service Industries 
Assn, Show, Coliseum, New York, 


General 
Aug. 10-13—National West Coast Meet- 
ing, Hotel Georgia, Vancouver, B. C. 
Ane. 10-13—SAE International West Coast 
eeting, Hotel Georgia, Vancouver. 
Sept. 14-17—National Farm, Construction, 
and Industrial Machinery Meeting, Pro- 
duction Forum and Display, Milwaukee 


Suggestions are not sought, nor 
when offered unsolicited, are they 
fairly considered, unless spon- 
sored or approved by a director. 
Aggressive, progressive dealers 
are condemned as “unethical” or 
worse (without a hearing, of 
course), while the association is 
erroneously thought of as spokes- 
man for the entire business 


Auditorium, Milwaukee, 

Sept. 16-17—Annual Meetings, American 
ie Casting Institute and Die Castin 
Research Foundation, Edgewater Beac 
Hotel, Chicago. 

Oct. 5-7—Annual Truck Body & Equip- 
ment Assn. convention and exhibit, Hotel 
Sherman, Chicago. 

Oct, 5-10—National Aeronautic Meeting, 
Aircraft Manufacturing Forum and Air- 
craft Engineering Display, The Am- 

Los Angeles. 


bassador 
Oct. 1823— Annual American Trucking 


Assn, convention, Hotels Biltmore and 
Statler, Los Angeles, 

Oct. 21-24—Automotive Wholesalers of 
Texas, Adolphus Hotel, Dallas, Tex. 


30 Years Ago... 


The Big Stories 


This week in 1929, it was estimated that there are 92,000 buses in 
the U. S. This compared with 52,900 in 1925, showing an increase of 
73 percent in five years. 

Auto production during the first six months of 1929 amounted to 
3,411,451, breaking all records in the auto industry. 

An average of $293 was spent by each motorist in 1928 in the opera- 
tion and maintenance of his car, according to the American Motorists’ 
Assn, Of this sum $101, or 34 percent, was spent for fuel and lubri- 
cants. The second largest item, $82, was for labor repair. Replacement 
parts cost $55, while the average tire bill was $34. An average of $21 
was spent for accessories. 

Net earnings of General Motors in the second quarter of 1929 
amounted to $89,949,323. Net earnings for the first half of the year 
were $151,860,310. 


group. 

The Kentucky Automobile Deal- 
ers Assn. seems to suffer the same 
disease as NADA and other busi- 
ness associations in that officers 
are habitually reelected and re- 
elected. According to item, Page 
2 of Automotive News, July 6, all 
officers were re-elected and the 
NADA director re-nominated. 

It seems odd that so few dealers 
are qualified to represent the in- 


—From the Files of Automotive News 















"You better talk to this guy! I panned small cars 
when he asked about one before the factory 
decided to build ‘em!" 






terests of their industry that the 
same clique must carry the burde 
year after year. 


This same situation seems to 
exist in nearly every state and 
metropolitan area. Bylaws gen 
erally include built-in self-perpetu- 
ation machinery, which allows the 
clique to remain in control to th 
detriment of the main part of th 
dealer body and the industry— 
Ep SrepHani, Nickey Chevrolet 
Chicago. 


* * * 


‘Stand on Own Fee 


(Eprror’s Note: The following 
letter was addressed to Lloyd L. 
Grant, Puyallup (Wash.) Olds- 
mobile dealer whose letter oppos- 
ing territory security appeared in 
the July 18 issue of AUTOMOTIVE 
News. The writer, Donald Tow- 
bin, heads four New Jersey deal- 
erships handling Ford, Mercury, 
Edsel, Lincoln, English Ford, 
Rambler, Jaguar and Willys.) 

+ 


You are to be highly commended 
for your letter which appeared it 
Automotive News July 13. I believe, 
as you do, the opinion of NADA 
does not represent the majority of 
dealers regarding territory secur- 
ity. 

The very questionnaire that poll- 
ed the dealers was so worded t 
induce dealers to express them- 
selves affirmatively. The directors 
and officers of NADA represent, al- 
most exclusively, metropolitan 9 
key-point dealerships and have ab- 
sentee management, as evidenced 
by the many and varied titles of 
these men. 

These dealers and many others 
spend a great deal of time away 
from their dealerships in work 
such as NADA and need the pro- 
tection of Congress to insure 
profits. 

At present writing, I am the 
majority stockholder in four a 
tive, thriving and very profitable 
automobile dealerships. I have beet 
in this business 13 years and never 
have felt the need of anyone «xcept 
my own personnel to help insure 
a profit. 

We dealers can and must stand 
on our own feet, or there is n° 
need for our existence, — Donal 
Towsin (Ford-M-E-L-R am }) ler); 
Lakewood, N. J. 
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FROM NEW YORK: “All four of my brakes are always perfectly adjusted whether 


I’m on the throughway or driving in bumper-to-bumper traffic in the city.’ 


FROM ATLANTA: “Knowing our brakes are never out of adjustment gives me a 
wonderful safe feeling. I’m at ease even when taking the children to school.” 


cence 
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Bendix * Self-Adjusting Brakes give dealers 
a double-barreled sales appeal: safety plus 
economy. And those in close touch with 
today’s market know that these two appeals 
—safety and economy—are among the most 
powerful sales points that can be made to 
the American buying public. 

Car prospects quickly realize that there’s 
real safety in always maintaining the brakes 
at maximum stopping power. And the 
obvious savings that they make by elim- 
inating the expense and bother of periodic 
brake adjustments. What’s more, with all 


Bendix fivrsion South Bend, wo. 


brake shoes always correctly adjusted, 
there’s always the right clearance between 
pedal and floor. And that’s a feeling any 
car buyer appreciates. 

Reasons like these make self-adjusting 
brakes a good “talking piece” for dealers. 
It won’t be long before car buyers every- 
where will know about self-adjusting brakes 
—and want them. But this latest advance- 
ment in brakes joins power brakes and 
power steering as examples of how Bendix 
pioneers and develops improvements to 
meet the needs of the automobile industry. 


*ReEs. u. S. PAT. OFF. 





FROM DENVER: “There’s new pleasure in mountain driving now that | know 
my brakes always have maximum stopping power.” 


FROM MINNEAPOLIS: “In all kinds of weather, self-adjusting brakes give me 
stopping power at its best—and save the cost of brake adjustments.” 








When shoe clearance exceeds a prede- 
termined amount, a ratchet sets up the 


“star wheel adjuster one notch—as the 


brakes are applied when the car is in 
reverse. This automatically adjusts the 
shoes to exactly the right fit within the 
drum and compensates for lining wear. 














MUOKE FRO OF | 


In 16 million miles of New York 
City taxi driving, tires 
with TYREX viscose cord had 


26% less failures than nylon. 


o : f : ROUGH TIME FOR TREADS 
Tested on New York City taxi fleets, tires with TYREX In the stop-and-go driving of New York City traffic, exces- 
j i is Ci oN7T sive braking nearly skinned these tires ‘alive. So did jet 
viscose cord took the beating of big city driving 24 hours take-offs and squealing turns. Still and all, tires with 
a day, 7 days a week. So did nylon—but not for long. TYREX viscose cord proved considerably more durable 


in the long run than those made with nylon. 


TYREX INC., EMPIRE STATE BLDG., NEW YORK 1, N. Y. 





WOKE KE POWER 


REPEATED IMPACTS PART OF DAILY GRIND GROWTH GETS THE ACID TEST 
In this round-the-clock torture test, tires took plenty of brutal abuse from curbs, pot holes, Every tire was under fire in this grueling marathon of taxi 


railroad crossings, streets under repair. In other words; they got the works. Battered from driving. Temperatures and pressures built to a peak. But 
every angle—no holds barred! Yet tires with TYREX viscose cord showed greater strength _ tires with TYREX viscose cord proved superior again with 
with 26% less failures than nylon per million tire miles. far less growth than nylon—and no morning thump! 


IMPORTANT NOTE ABOUT TEST CONDITIONS: All tires used in this test were of identical 
construction and equal carcass strength—the only difference being in the tire cord used. 


*TYREX is a certification mark of Tyrex Inc., for viscose tire cord and yarn. TYREX viscose tire cord and yarn is also produced and available in Canada. 








By William Ullman 


Washington Bureau Chief 


which has been introduced by Senator 
New York Republican. While® 


for it is one of| He would coo 


to come. The 
storm will break 


literally choking 
themselves to| our populatio 


to the New York| ters, Senator 
lawmaker, 





Over the years versatile Enjay Butyl 
rubber has proven its superior per- 
formance in tubes, weatherstrips, ra- 
diator hose, shock absorbers and count- 
less other automotive applications. 
Imagine the outstanding selling op- 
portunity of new cars equipped with 
Butyl tires. One short demonstration 
ride can prove all these unique fea- 
tures. Butyl tires hug the road so well 
you can’t make them squeal, at any 
corner, at any speed, at any stop. So 


ENJAY COMPANY, IN 


AUTOMOTIVE WASHINGTON 


Cabinet Post Urg 
For City Dwellers 





many rumblings|eral activities having to do with 
in Congress that| urban areas and see to it that cities 
portend the storm | got their fair share of Federal aid.| portionment which will follow the 
1960 Census, the House of Repre-| 


The senator doesn’t expect his ee é é ; 
sentatives, which has reflected rural | tion, traffic jams, expensive parking 


bill to be passed—this session or 
over what to do| next—but he offers it as warning 
about our major| that something drastic will have 
cities, which “‘are| to be done to save our cities. 

Pointing out that 85 percent of 


death,” according| around our great metropolitan cen- 


municipal leaders “have been guilty 


cities.” 





Kenneth Keating, | Government. 


* * 


 e The general idea of the Keating o52 : 

it is a vague proposal that | pill is that the new Secretary would Political Motive 
leaves a lot of questions unan-| be to city dwellers what the Secre- 
swered, it is nonetheless significant,| tary of Agriculture is to farmers. 
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effective is their traction they stop 
up to 30% quicker than ordinary tires 
— even stop faster on wet surfaces 
than other tires do on dry. And because 
Butyl absorbs shock energy better, 
tires of Butyl flow over bumps, mini- 
mize shock, vibration, and noise. 
Now the wide range of Butyl com- 
pounds gives new freedom to tire de- 
signers and product designers in every 
industry. Let us show you how Buty] 
can help you make better products. 


EXCITING NEW PRODUCTS THROUGH PETRO-CHEMISTRY 


C., 15 West 51st Street, New York 19, N.Y. 


Akron « Boston « Charlotte « Chicago + Detroit « Los Angeles * New Orleans « Tulsa 
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sional Record on this very subject.| with its congestion in search ot 
He is William Davlin, secretary of 
the Pennsylvania Department of 


of sins of omission and commission 
which have speeded the day of 
urban decay and self-strangula- 


tion,” 
ed He told his colleagues that “we 

need to break the logjam of Nean- 
derthal thinking about the future 
role of the old central urban areas. 
We need to rectify the present ap- 
palling lack of creative thinking 
about the tomorrows of today’s) 


He said that cities are the “sick| 
~~ dealers might give some thought to a new bill to|™en of modern America” and can 


. ° th rvi ee nd 
create a Cabinet post for a “Secretary of Urbiculture,”| Sruaent doctor” like the Fede 


prudent doctor,” like the Federal 


Y the increasing concern in 
Congress over the plight of our 
rdinate the many Fed-| cities? One answer is political. 
More voters are town and city peo- 
ple. After the congressional reap- 


their own problems, 
Keating charged that| specialist in the field of urban prob-| people 
lems was quoted in the Congres-| leaving them downtown to struggle 


Recently, 


Commerce. 


work. 


| ating costs rise. 





cars. 


sentiments since this nation began,| and the perils of pedestrianism. 
will more accurately reflect the 
growth of our cities. 


are not doing too well in solving) Big four-lane highways may do 
a| nothing more than funnel more 
into town, he explained, 


A 





; A big feature for tomorrow's best selling cars! 


TIRES OF BUTYL 


For complete information— Write or 
phone your nearest Enjay office. 
Enjay’s extensive laboratories and 
expert staff are always glad to pro- 
vide technical assistance on request. 





Davlin said that the mayor and 
city council face the problem of 
mounting expenditures, while the 
tax base deteriorates and the 
Federal Government taps most of 
the good revenue sources. 

The downtown merchant watches 
the retail dollar go to suburban 
shops. He sees a losing race be- 
tween off-street parking and the 
growing number of car owners who 
drive into the city to shop or to 


The transit company sees its pas- 
senger volume decline, while oper- 


The industrialist sees the ineffici- 
ency of his old downtown plant, 
| hemmed in by other buildings and 
| lacking parking space for workers’ 


The ordinary citizen sees conges- 
These are big problems, and 


| Davlin pointed out that modern 
Another answer is that our cities| highways alone can’t solve them. 


ti 


parking. 
* * 
Lights for Speed 
ISTRICT OF COLUMBIA of. 
cials expect to have a new pro. 
posal for a national traffic saf 
law to place before the convention 
of the American Bar Association jp 
Miami next month. 

The proposal would requir. 
auto makers to equip every motor 
vehicle with colored lights t 
show its speed to other motorist 
and pedestrians. 

The lights, linked to the spegg. 
ometer, would flash green fg 
speeds up to 30 miles an_ hour. 
amber between 30 and 50; blue he 
tween 50 and 70, and bright rej 
over 70. 

District officials claim that the 
idea would be easy, cheap and, 
“real contribution to traffic safety” 

* * * 


Meter Cheater 


ASHINGTON’S Deputy Policg 

Chief John Agnew can imagine 
a situation, he says, in which he 
might arrest a pedestrian for no 
being a motor vehicle. 

Agnew was asked to comment on 
a recent case in London in which 
a man put a coin in a parking 
meter and stood alone in the park- 
ing space, holding it until his 
brother drove up in the car. The 
man was challenged by a motorist 
—and the case wound up in court 
Nobody seemed to know the 4m 
swer. 

Deputy Chief Agnew said it 
would definitely be illegal in 
Washington. The law, he ex- 
plained, says that parking spaces 
are reserved for vehicles. 
“We'd charge a pedestrian with 

not being a vehicle or something,” 
Agnew said. “Anyway, we’d get him 
out of there somehow.” 

* * * 


Kirks a Toughie 


ya Legislative Counsel Row- 
land F. Kirks is a civic-minded 
individual who is serving his fourth 
term on the District of Columbia 
School Board. 

He made news in Washington the 
other day when he came out 
against “territory security” for the 
backsides of errant schoolchildren. 
Dr. Kirks told a reporter that 
“there are times when nothing 
quite as salutary as a hand across 
the bottom.” 

In line with that view, he said 
he would request study and pos- 
sible revision of a School Board 
rule prohibiting corporal punish- 
ment. 

Kirks had advocated “a sound 
thrashing” in certain cases at 4 
luncheon meeting here, but explain- 
ed later that he wasn’t recommend: 
ing “brutal punishment” in the 


schools. 
x * ae 


Another Conquest 


URVEYING, an art that has 
undergone little change through 
the years, may be revolutionized 
with a new “Tellurometer system.” 
The Tellurometer uses high-speed 
microwaves to measure the dis- 
tance between two points, and it 
can operate through rain and fog 
when conventional survey teams 
have to knock off work. 





ADVERTISEMENT 





I’M BOB CHILDERS. I want you 
to make two long-distance tele- 
phone calls at my expense! You 
can learn how other dealers have 
increased their car sales. See Page 
31 for complete details. 
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Quality’s important in Huntsville, Ala., birthplace 
of many of the nation’s mightiest missiles. 
That’s why—at Lee-Bentley De Soto-Plymouth— 
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New DeSoto is checked before delivery by (1 to r) salesman K. T. Smith, partners Louis Lee, Jr., and Phil Bentley. 


De Soto quality sells the missilemen 


f you 








Huntsville, Alabama, is the site of one of the nation’s 
greatest guided missile research and development centers, 
birthplace of the mightiest missiles in the Army’s arsenal. 
From all parts of the U. S. and from abroad, thousands of 
scientists and engineers have streamed there, making that 
once-quiet community “the rocket center of the world.” 


> 


“Eighty per cent of our customers are missilemen,” says 
K. T. Smith, of Lee-Bentley De Soto-Plymouth and a 
winner in De Soto’s recent Master Salesmen’s contest. 
“That’s the great advantage of selling DeSoto here in 
Huntsville. These men know and respect quality, because 
it’s essential in a complicated guided missile. The failure 
of one small component can play hob with the entire 
mechanism. They also demand quality in the cars they 
buy, and quality’s what they get in De Soto. Being engi- 
neers themselves, they have a healthy respect for De Soto’s 


iT PAYS TO BE A 


DE SOTO DEALER! 


reputation for quality engineering. They appreciate 
De Soto’s fine workmanship and mechanical dependability. 
You can bet that makes my job of selling a lot easier.” 


*“De Soto quality helps us in another way,” adds partner 
Louis Lee, Jr. “‘“As you can imagine, engineers—especially 
missile engineers—can be mighty demanding customers. 
Yet service problems with De Soto have been practically 
nil. They seem to be very well satisfied. And De Soto’s 
high quality has cut make-ready time to a bare minimum.” 


“Huntsville is one of the fastest-growing towns in the 
South,”’ concludes partner Phil Bentley. ‘““The population’s 
doubled in just a few years. And it’s a quality-conscious 
town. That’s important to us as a DeSoto dealership, 
because De Soto offers just what the missile people want— 
a quality car, but without a sky-high price tag. That’s 
why we expect to keep right on growing, too.” 
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Sales Conditions in Various Areas .. . 





Auto Market Reports 


Albuquerque, N. M. 


New-car registrations for June 
in Bernalillo County (Albuquerque), 
N. M., showed a gain of 100 over 
the figure for May. 

There were 882 new cars licensed 
during the month, including 124 im- 


ports. 

The breakdown: Ford, 193; Chev- 
rolet, 163; Plymouth, 76; Rambler, 
65; Oldsmobile, 55; Pontiac, 48; 
Buick, 33; Studebaker, 31; Cadillac, 
20; Mercury, 20; Dodge, 16; Chrys- 
ler, 12; Edsel, 9; Lincoln, 6, and 
miscellaneous, 8.—(John D. McKee.) 

ak * * 


Birmingham, Ala. 

Despite the threat of a steel 
strike, new-car sales in Birming- 
ham, Ala., moved up to 1,617 in 
June from the 1,377 recorded in 
May. 
Registrations by makes were: 
Ford, 533; Chevrolet, 453; Oldsmo- 
bile, 80; Pontiac, 77; Plymouth, 61; 


Buick, 59; Rambler, 48; Dodge, 36; 


Cadillac, 32; Volkswagen, 32; Mer- 
cury, 30; Renault, 26; Studebaker, 


21; English Ford, 16; Chrysler, 16; 
DeSoto, 12; Volvo, 11; Triumph, 10; 


Opel, 8; Morris, 8; Hillman, 7;)| 
Renault, 83 (0.53), and Lincoln, 70 


Vauxhall, 7; Simca, 6; Fiat, 5; Aus- 
tin-Healey, 5; Imperial, 3; Edsel, 2; 
Lincoln, 2; MG, 2, and miscellane- 
ous, 7.—(Stuart Riddle.) 

ae + * 


. Detroit 
Dealers in Wayne County (De- 
troit) sold 15,722 new cars in June, 


8,084 in June a year ago. 


Used-car sales numbered 12,950 in 
June, up from 11,561 in May and 
9,886 in the year-ago month, 


By makes, June new-car sales 


were (percent of market penetra-| 


| Ford, 33 
Triumph, 19 (0.12); Hillman, 17 


| Mercedes-Benz, 9 
compared with 15,062 in May and} 





Mercury, 714 (4.54); Rambler, 676 
(4.30); Dodge, 467 (2.97); Buick, 
420 (2.67); Cadillac, 361 (2.30); Ed- 
Sel, 196 (1.25); DeSoto, 177 (1.13); 
Volkswagen, 147 (0.93); Chrysler, 
134 (0.85); Studebaker, 86 (0.55); 


(0,44). 

Metropolitan, 52 (0.33); Simca, 49 
(0.31); Fiat, 45 (0.29); Imperial, 35 
(0.22); Opel, 34 (0.22); English 
(0.21); Volvo, 22 (0.14); 


(0.11); Austin-Healey, 13 (0.08); 
(0.06); Saab, 9 
(0.06); MG, 8 (0.05); Willys, 6 
(0.04); Skoda, 5 (0.03); Peugeot, 4 
(0.03); Taunus, 4 (0.03); Jaguar, 3 
(0.02); Vauxhall, 3 (0.02); Borg- 
ward, 2 (0.01); Porsche, 2 (0.01), 


|'and miscellaneous, 6 (0.04). 


New-truck registrations 


tion in parentheses): Ford, 4,931 | amounted to 889 in June com- 
(31.37); Chevrolet, 3,667 (23.32);| pared with 839 in May and 539 in 


Pontiac, 1,167 (7.42); Plymouth, 1,- 


110 (7.06); Oldsmobile, 936 (5.95); | 


June, 1958. Used-truck trans- 
actions totalled 538 in June, 


compared with 567 in May and 
369 in June a year ago, 

By makes, June new-truck regis- 
trations were: (percent of penetra- 
tion in parentheses): Ford, 373 
(41.96); Chevrolet, 297 (33.41); 
Dodge, 89 (10.01); GMC, 35 (3.94); 
Mack, 26 (2.92); International, 21 
(2.36); Willys, 12 (1.35); Autocar, 5 
(0.56); Studebaker, 5 (0.56); Dia- 
mond T, 2 (0.23); Divco, 2 (0.23); 
White, 1 (0.11), and miscellaneous, 
21 (2.36). 

Six-month totals for new cars 
were 78,675 in 1959 and 48,020 in 
1958. For new trucks, the compari- 
son was 4,482 in 1959 and 2,725 in 
1958.—(Robert M. Lienert.) 


* * cd 


Columbus, O. 


New-car sales in metropolitan 
Columbus totalled 14,624 in the first 
six months of 1959, official records 
at the Franklin County courthouse 
disclose, This is a gain of more 
than 34 percent over last year’s 
10,902, and very close to the mid- 
year totals in 1957 and 1956, 

Ford led Chevrolet by a scant 341 
mar gin—3,973 to 3,632. Plymouth 
was third with 1,057, followed by 
Pontiac, 947; Oldsmobile, 913; Ram- 
bler, 639; Dodge, 605; Buick, 653; 
Cadillac, 295, and Studebaker, 295. 

Others included Mercury, 277; 





beauty is stainless steel 


Look for the beauty of Stainless Steel on your new automobile. 





Its bright finish will make your car look better, stay in style longer 
and have a higher trade-in value. 


No other metal offers the freedom of design and fabrication, 

economy of care and the durable beauty that serves and 

sells like Stainless Steel. | 
U 


McLOUTH STEEL CORPORATION, Detroit 17, Michigan 


specify 
McLOUTH STAINLESS STEEL 


HIGH QUALITY SHEET AND STRIP 


for automobiles 





———y 
Volkswagen, 201; Renault, 135; 
Simca, 119; Chrysler, 97; D F 
95; Opel, 86; Edsel, 80; F iat, 61; 
Metropolitan, 56; Goliath, 
Triumph, 47; Saab, 44; Hil 
39; Volvo, 38; VauxhaH, 50, ang 
miscellaneous, 248. 

Studebaker sales in the ‘irst 
months more than doubled 
total in all of 1958 (145). Ra 
sales topped the 12-month total lag 
year (577). 


Import sales were near their 9 
month total of last year, with th 
six-month total (1,106) more thay 
double the same period of 19% 
(529). 

New truck sales in the first gi 
months totalled 1,327, compare 
with 1,046 last year. By makes 
registrations were: Chevrolet, 44g. 
Ford, 363; International, 1%, 
Dodge, 91; GMC, 82; Volkswagen 
45; White, 33; Reo, 31; Divco, 9. 
Mack, 17; Willys, 10; Studebaker 
6; Goliath, 4; Diamond T, 1, ang 
English Ford, 1—(Ernest L, Arms) 


* * * 


Louisville 

New-car sales 
June totalled 1,989 units, compared 
with 1,717 in May. 

This brought the first-half tota 
to 10,251, compared with 7,007 in 
the 1958 half and 9,611 in 1957, 

Included in June figures were: 
Ford, 675; Chevrolet, 472; Rambler, 
128; Pontiac, 126; Plymouth, 123: 
Oldsmobile, 91; Buick, 68; Dodge 
45; Studebaker, 36; Mercury, 3: 
Volkswagen, 32; Cadillac, 26; Edsel, 
12; Opel, 12; Chrysler, 9; DeSoto, 9; 
Simea, 9; Renault, 8; Austin. 
Healey, 7; Metropolitan, 7; Vaux 
hall, 7; Lincoln, 6; Fiat, 5; Morris, 
5; Volvo, 5; Checker, 4; English 
Ford, 3; Jaguar, 3; Saab, 3; Hill 
man, 2; Mercedes-Benz, 2; MG, 2; 
Sunbeam, 2, and Triumph, 2. 

New-truck sales in June nunm- 
bered 204, compared with 266 in 
May. The six-month total was 1,260, 
compared with 817 last year and 
1,069 in 1957. Sales by makes were: 
Ford, 85; Chevrolet, 54; Interna- 
tional, 31; GMC, 14; Diamond T 
3; Mack, 3, and miscellaneous, 4 
—(A. W. Williams.) 


* * * 


Akron 


Automobile buying in the Akron 
area is reflecting the upturn in 
business since the recession, More 
people bought new cars in Summit 
County in the first six months of 
1959 than in any other half-year 
except 1957 and 1955. 

Even then, the 12,430 purchases 
registered up to June 30 were not 
far behind the alltime highs. This 
year’s demand is only about 8 per- 
cent below the record of 13,441 set 
in 1955 and less than 200 under the 
12,628 sold in 1957. 

Volume for the six months was 
39.5 percent above the same 
months in 1958 and June registra- 
tions of 2,372 were up 53 percent 
over June a year ago. 


Ford has widened its lead over 
Chevrolet in their private duel for 
first honors, Ford registered 659 
cars in June to Chevy’s 548 to top 
its old rival, 3,199 to 2,990 for the 
first half. 

Plymouth is holding third place 
with 819, but Pontiac, with 810, is 
closing in and Oldsmobile, with 739, 
is a good fifth. Rambler continues 
in sixth with 662 sales for the half 
year to 634 for Buick and 416 for 
Dodge. Mercury’s 335 and Stude- 
baker’s 265 round out the first 10. 
—(Joe Kuebler.) 

* OK * 


Cleveland 


June new-car sales in the Cleve 
land area numbered 7,504, com- 
pared with 7,704 in May and 4,535 
in June a year ago. 

First-half totals were 40,814 for 
1959 and 29,153 for 1958. Foreign 
cars accounted for about 15 percent 
of first-half sales this year. 

June sales by makes were: 
Ford, 2,272; Chevrolet, 1,579; 
Pontiac, 487; Oldsmobile, 479; 
Plymouth, 473; Rambler, 336; 
Buick, 272; Dodge, 256; Mercury, 

202; Studebaker, 193; Cadillac 
162; Edsel, 67; Chrysler, 66; De- 
Soto, 48; Lincoln, 34; Imperial, 
20, and miscellaneous, 528. 

New-truck sales numbered 479 in 
June, compared with 483 in May 
and 321 in June, 1958. By makes, 
registrations were: Ford, 171; Chev- 
rolet, 146; International, 46; Dodge, 
35; Willys, 23; White, 22; GMC, 20; 
English Ford, 4; Volkswagen, 4; 
Brockway, 2; Mack, 2; Studebaker, 
2, and miscellaneous, 2.—(Sanford 
Markey.) 
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gineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 


by Joseph M. Callahan 


SAE Overhauls Setup 
To Stay ‘Modern’ 


FTER 25 years without a 
significant change, the) 
Society of Automotive En-| 


gineers is being reorganized to| 
make it more adaptable to our| 
rapidly changing technology. 
In an AUTOMOTIVE News interview, | 
Leonard Raymond, president of | 
SAE, said the 
new administra- 
tive plan, which 
becomes oper- 
ative next Jan- 
uary, does not 
constitute any 
withdrawal from 
the auto industry. 
However, it 
does provide for 
giving greater at- 
" tention to un- 
Iemard Raymond §=manned missiles 
and to other areas of advanced 
technology which have applications 
both inside and outside the auto 
industry. 


Some of these new areas of in- 
formation are computers, nuclear 
energy and advanced “high 
power” science, Initially, auto 
men will head the committees 
concerned with these subjects, 


These reorganizational changes 
will have little effect on the rank- 
and-file members of the SAE, ex- 
cept that the SAE will be able to 
Serve them better. Also, by broad- 
ening its activities somewhat, the 
society will be able to appeal to 
More engineers. 

a * * 


AYMOND said, “One of the rea- 

sons for the three-year study of 
our organization that resulted in 
this new setup is that we’re grow- 
ing. We now have 23,000 members 
and we may double that in less 
than 20 years.” 

This is considerable growth when 
you consider that a relative hand- 
ful of men founded the SAE in 
1905 and that its membership in 
the mid-30s was only about 5,000— 

(Continued on Page 18, Col. 1) 














Injection Engine— 


Fuel injection remains pretty much 
QA experimental installation, as indicated 
ve on a new truck engine undergoing 
fesearch at~-Citroen of France. Several 
U. S. makes introduced fuel injection as 
Gn option in 1957 with limited success. 
Chevrolet remains Fi's biggest U. S. 
ter. 









in a shallow well under 


partment of Commerce. 
@ DuPont has developed 










Engineers’ 


@ After using four tubeless tires for several years, 
Chrysler and DeSoto nine-passenger station wagons 
will bring back the spare in 1960. It will be located 


@ Dayton Rubber has come up with new way to reduce 
driveshaft hump: A new torsion elastic spring be- 
tween engine and shaft, 

@ New Army report delves into troublesome problem 
of gasoline vapor-iock. It’s available from U. S. De- 


measuring surface ignition and its effect on high- 
compression car engines. 

Compact cars have grabbed so much attention that 
one Big Three division has sent staffers a memo 
proclaiming: ‘“Remember, we have big cars, too.” 


Showcase 


the third seat. 


made of Daycollan. 


electronic instrument for 





























Auto, Oil Industries 


Face Hot 





ter Battle 


On Drain Intervals 


By Joseph M. Callahan 
Engineering Editor 
EW oil-change recommenda- 
tions by auto makers this fall 


| could explode the industry’s long 
| feud with oil companies into a full- 
| scale battle. 


For 50 years the auto and 
petroleum industries have been 
at odds over the ideal period be- 
tween crankcase drainings. The 


Drive to Banish Spare Mounts 


TLANTIC CITY, N. J.—As the 

introduction of the Big Three 
compact cars—with their smaller 
trunk areas—becomes imminent, 
the pressure on the tire companies 
to eliminate the spare tire has 
mounted steadily. 

Although no clear solution to 
the problem of the spare tire has 
yet been found, the progress that 
has been made in this direction 
during the past year was outlined 
last month at the Society of Au- 
tomotive Engineers summer 
meeting here. 

SAE members were told by a 
Goodyear official that there was a 
good possibility that the extra tire 
—the last stubborn holdout of a 
long list of spare parts that the 
average motorist carried 50 years 
ago—could be eliminated on the ’62 
cars, probably on an optional basis. 

Research executives from Fire- 
stone, Goodrich, U. S. Rubber, Gen- 
eral Tire and Goodyear outlined 
more than a dozen solutions, with 
each company obviously placing 
most of its emphasis on some pet 
program. 

* a2 of 


I ADDITION to offering his 
company’s favorite plan for 
eliminating the spare, most of the 
speakers exposed weaknesses in his 
competitors’ solution. Thus, some 
observers left the meeting with the 
feeling that an entirely new ap- 
proach must be found if the motor- 
ist is to be parted from the spare 
tire which he so dearly loves—-and 
needs. 

Even when a sound solution is 
found, the speakers were in agree- 
ment in saying that the large psy- 
chological bottleneck will still re- 
main—to convince the motorist that 
his security is not being compro- 
mised. 

Because of this situation, a 
couple of speakers suggested that 
some sort of a _ psychological 
crutch will have to be given the 

nation’s motorists for a few 
years, even when tires are 100 
percent puncture free. 

All the tire company representa- 
tives, as well as the auto company 

people, are in agreement that the 
spare should be eliminated, for the 
creation of more trunk space, for 
giving the: stylist more freedom 
and for making the car lighter. 
oK cd of 


FOr THE cynic who says, “Why 
should the tire companies try 


so hard to eliminate the fifth tire 
which is 20 percent of their busi- 


Engineering New Products 


Page 20 





ness?” it can be said this isn’t a 
factor since their dollar volume of 
| sales won’t decline because it’s gen- 
erally agreed that the four-tire so- 
| lution will be at least as costly as 
five tires are now. 

On the other hand, it’s pretty 
well known that, although the 
auto makers are almost demand- 
ing the elimination of the spare 
by ’62, they will not pay a cent 
more for the four tires than they 
are paying for the five tires, plus 
$11. This is the approximate cost 
of the fifth wheel, the jack and 











other expenses the auto makers 
are put to by the spare. 

Somewhat dampening the hopes 
of the auto makers for the immi- 
nent elimination of the spare tire 
is the fact that the industry’s first 
concrete move in this direction has 
been abandoned. 

After equipping more than 10,000 
Chrysler and DeSoto nine-passen- 
ger station wagons with Goodyear 
Captive Air tires, Chrysler Corp. 
has created a spare tire well on 
these wagons under the third seat 

(Continued on Page 30, Col. 3) 





Aluminum for Corvair Engines— 


Molten aluminum is tapped from first of a series of electrolytic smelters which 
began operating this month at Reynolds Metals Co.'s new aluminum reduction: plant 
in Massena, N. Y. The plant, when complete, will have 504 of these smelters, arranged 
so that each group of 168 will form a potline. The two bays of smelters seen here 
are part of the first potline. The other two lines will be in operation by year's end. 


All three lines will produce 100,000 tons of aluminum per year. 


Metal from this 


first tap is being delivered in molten form to nearby Chevrolet aluminum foundry 


for use in new Corvair engine. 


growing more intense in the past 
few months. 

Almost since the beginning of the 
auto industry, the manufacturers 
have recommended longer oil- 
| change intervals in their owner 
manuals than the oil companies 
have liked. 

Recently, the auto makers, stung 
by claims that their products are 
expensive to operate, have been 
recommending—and advertising— 
that oil-change intervals be stretch- 
ed to 4,000 and 5,000 miles. 

Many car manufacturers recom- 
mend drains at a specific mileage 
or time for “normal” driving, and 
then protect themselves with ex- 
ceptions to this normal driving that 
|} covers 75 percent of the driving. 
In effect, this is a very mild recom- 
mendation, plus a veiled suggestion 
that the owners should follow their 
own inclinations. 

* * * 


B* AND large, the oil people have 
been able to live with these 
recommendations, but they’ve been 
really up in arms over the recom- 
mendations of one or two com- 
panies that flatly state that the oil 
should be changed after so many 
miles, without any qualifications. 
The factories’ 1959 recom- 


(Continued on Page 26, Col. 1) 








New Structures 


Opened by L-O-F 


OLEDO—A new engineering 

building and rotunda entrance 
to its technical center here has 
been put into operation by Libbey- 
Owens-Ford Glass Co, 

The expansion program, fea- 
turing glass curtain wall con- 
struction, cost the firm $1,350,000. 
Modernization of the research- 
development wing, to include 
administrative offices and a large 
conference room will be com- 
pleted about Aug. 1. 


New structures add more than 
38,000 square feet to the technical 
center. The original technical build- 
ing occupied in 1938, is 250 feet 
long with a-north wing 120 feet 
and a south wing of 100 feet. 

In 1941, a research wing was add- 
ed and in 1946 additional enlarge- 
ment and excavation work done. 
All the former area will be devoted 
to researth and development work. 
The new technical center planning 


(Continued on Page 20, Col. 1) 





As New Cars Go, So Goes Budd 


HILADELPHIA.— The nation’s 

last large independent builder of 
automotive bodies, Budd Co., is rid- 
ing with its customers to an out- 
standing year. 

Although Budd sells stampings 
and body assemblies to every one 
of the five car makers, its four top 
customers—American Motors, Stu- 
debaker-Packard, Thunderbird and 
Ford trucks—are selling at record 
or near-record rates. 

Few people realize how many 
new cars and trucks on the road 
today have stampings or “bodies 
by Budd.” 

This company produces most of 
the Rambler bodies (principal ex- 
ception: most Rambler American 
stampings); all the S-P Lark and 





Hawk body stampings, including 
many major assemblies such as 
doors; all Thunderbird bodies, all 
’59 Imperial stampings and prac- 
tically all the stampings for Ford’s 
light and heavy trucks. 

In addition, Budd produces 
frames and stampings for Chevro- 
let cars and trucks; frames for 
Plymouth, Dodge, DeSoto and 
Chrysler; a few stampings for 
Buick and some important stamp- 
ings for Lincoln, Diamond T, Inter- 
national Harvester, Mack, White, 
Trailmobile and the U. S. Army. 

* * * 
XCEPT for General Motors and 
Ford Motor Co., Budd also has 
the largest machine-shop bvperation 
in the country, producing more. 


| than $30 million worth of automo- 
tive dies, jigs and fixtures this year. 
And this shop is loaded with work 
for almost every U. S. and Euro- 
pean auto maker—all disguised 
with code names. 


At the current rate, Budd’s sales 
will amount to about $320 million 
| this year, up some $90 million from 
last year. Despite a tendency to 
| diversify, 80 percent of its sales still. 
| are made by its automotive. division. 
| The other 20 percent is divided be- 
| tween its railway, defense, nuclear 
; and international divisions. 
Currently employing about .18,- 
| 500 persons, Budd has four major 
| automotive plants and seven 
smaller largely nonautomotive fa- 


(Continued on Page 22, Col. 1) 

















Turnings . . . . . By Joe Callahan 





(Continued from Page 17) 


equal to the size of the Detroit 
section now. A slight dip in mem- 
bership occurred last year because 
of the recession, but the Society has 
resumed its normal growth this 
year. 

“Our new organization and 
method of operation has three 
objectives—participation, flexi- 
bility and continuity,” he as- 
serted. “It was triggered by 
changes in the interests of our 
members, particularly among our 
aircraft people who suddenly be- 
came very interested in un- 
manned missiles.” 


Previously, missiles and other 
new areas of technology were 
handled by special action commit- 
tees which reported to the president 
and which worked with some of the 
12 major activities. 

In the new organization, there 
will be approximately 15 activities 
that will report to the Engineering 
Activities Board—one of three op- 
erating boards that will report to 
the SAE’s new top administration 


committee, the Board of Directors 
which replaces the present Council. 
The number and names of these 
activities hag not been decided 
upon, as yet. 
* * + 

4 ye other operating boards are 

the Technical Board which is 
largely concerned with the estab- 
lishment of the famous SAE stand- 
ards, and the Sections Board which 
will be a coordinating group for 
the 45 local Sections and the 
smaller Groups and the 100 Student 
Sections around the country. 


The Engineering Activities Board 
will perform the SAE’s primary 
job, the production and distribution 
of information through technical 
papers. 

The new 25-man council will 
consist of the president, treas- 
urer, the two most recent past 
presidents, 12 directors elected by 
a national nominating committee 
and three directors elected by 
each of three operating boards, 
Continuity will be improved be- 
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cause the 21 directors will be 
elected for three-year terms, with 
only a third of them being replaced 
each year. Thus, only 28 percent of 
the Board will be without experi- 
ence, compared to the present 
Council in which 68 percent nor- 
mally are without previous top- 
level SAE experience. 
cd * * 


Directors Will Take 
Broader Viewpoint 


| gang advantage expected to 
result from the longer terms is 
that the directors will tackle prob- 
lems more from the standpoint of 
what is good for the national SAE 
organization and less from 
the viewpoint of their own activi- 
ties or regions. 


The president and the treasurer 
will continue to be elected for one- 
year terms by the voting members 
after being selected by the Nomin- 
ating Committee which will con- 
sist of one representative from 
each section. The president cannot 
be reelected and there is no logical 
progression to the presidency. 

Raymond said the new organi- 
zation will greatly improve com- 
munications in the SAE and that 
this will give a much better 

chance for men who have done a 

superior job at the local levels 











to come to the attention of the 
national groups. The new organ- 
ization is also expected to pro- 
duce a better blend of old-timers 
and promising young people. 


In this connection, he said the 
SAE leaders feel that regardless 
of how large the Society becomes, 
it is very important that the mem- 
bers continue their close personal 
relationships, as they have in the 
past. 

Raymond said the new plan 
would not directly affect the local 





ANOTHER THING THEY HAVEN’T COPIED 
IS OUR NICKEL-RICH TIMKEN’ STEEL 


Most tapered roller bearings look alike. 
(Fact is, they’re mostly made according 
to Timken® bearing design.) But when 
it comes to trouble-free mileage, there’s a 
colossal difference. One reason for this 
difference is Timken nickel-rich steel! 
Nickel-rich steel responds best to heat- 
treating, to give you the right combina- 
tion of hardness and toughness you need 
if you want your bearings to stand up. 
And you'll find only nickel-rich steel in 
Timken bearings. What’s more we make 
our own steel so we can control quality at 
every step. No other American bearing 


manufacturer makes its own steel. 

Your engineers know all about this. 
Their tests or service experience show 
that Timken tapered roller bearings stand 
up better, give your customers worry- 
free driving, contribute to smooth opera- 
tion in related parts. So if you’re looking 
for ways to cut warranty costs in cars, 
trucks and busses, ask your engineers 
about Timken bearings. 

The extra quality of Timken bearings 
costs you nothing extra. With the most 
advanced bearing plant in the world at 
Bucyrus, Ohio, we’ve led the way in 





keeping bearing quality high—costs low 
as shown on the chart. What’s more, you 
get engineering service you can’t get any- 
where else. You’ll save when you specify 
**Timken” instead of a part number. The 
Timken Roller Bearing Company, Can- 
ton 6, Ohio. Cable address: ‘“Trmrosco”’. 
Makers of Tapered Roller Bearings, Fine 
Alloy Steels and Removable Rock Bits. 


While many costs have 
gone up. the cost of 
Timken bearings has 
stayed low. 
TIMKEN COMPANY 
LABOR COSTS 
PASSENGER CAR 
PRICES* 
TIMKEN BEARING 
PRICES 
Index base, 1951=100 
*BLS wholesale prices 


FIRST IN BEARING VALUE FOR 60 YEARS 


ete 


TAPERED ROLLER BEARINGS 








aan 
sections—except that it’s expecteg 
that the section leaders Wil] he 
better informed on how tc serye 
their members and operationg 
changes may result. 

* * * 


_— how the new organiza. 
tion would affect the Technica} 
Board, he said, “The operation of 
this Board will be unchanged, Oy 
work on standards and recom. 
mended practices is our service to 
the industry. It’s made in response 
to industry needs and desires, Ang 
this function is financially sup. 
ported by industry contributions” 

(Industrial firms contribute some 
$200,000 a year for this service, or 
about a fifth of SAE’s total in. 
come.) 


Since being elected SAE presi- 
dent, Raymond has spent about 
half of his time visiting 20 re. 
gional SAE meetings, with his 
employer paying his expenses. He 
is chief automotive engineer. 
research for Socony Mobil Oil Co, 


“Despite some signs of austerity 
in the auto industry,” he said, “T’ve 
found the sections tremendously 
dynamic and optimistic, There are 
tremendous new areas of interest 
—light metals, new concepts of 
control and new transportation 
systems.” 


An important innovation next 
year for the SAE will be the stag- 
ing of the summer meeting, which 
has been held in Atlantic City for 
several years, at the Edgewater 
Beach Hotel in Chicago, In ensuing 
years it will be held in other cities, 

so * a“ 

AYMOND said this move was 

taken to stimulate interest in 
other areas of the country in SAE, 
to give members from other geo- 
graphical areas an opportunity to 
attend and to avoid the resort 
atmosphere. 

After the SAE’s West Coast meet- 
ing in Vancouver, B. C., on Aug. 
10-13, Raymond will visit Society 
sections along the Coast and then 
go to Europe in September where 
he will speak to eight technical 
groups in six countries. 

His theme: Cooperation in re- 
search between the auto and oil 
industries. 


Dealer Doubles 
His Facilities 
On Strong Sales 


VANCOUVER, B. C.— MacLean 
Motors, B. C., Ltd., has doubled its 
| sales and service facilities. 

Representing an investment of 
over $200,000, the new premises 
consist of a 13,000-square-foot of- 
fice building, with service depart- 
|ment below. Adjoining is a newly 
hard-surfaced lot capable of dis- 
playing 75 cars. 
| For night buyers, says Sales 
Manager Jack Bond, “the lightest 
and brightest lighting system has 
been installed, while one of Van- 
couver’s larger and more attractive 
neon signs give quick identification 
| to the new premises.” 

President Earl MacLean started 
| the business 27 years ago. He at- 
tributes the increase in large meas- 
ure to “growing public awareness 
| of the advantages of the smaller 
|}and imported-cars,” into which 
| field he expanded in 1956 from & 
| purely used-car operation. 
| In that year, MacLean Motors 
| became distributor in British Col- 
|umbia for the complete line of 
| German Borgwards—sports coupes, 
| station wagons, coaches. 
| With immediate success in this 
|line, MacLean Motors in 1957 be- 
| came dealers for American Motors’ 
| Metropolitan and Rambler. 
| In March this year, the firm be 
| came Vancouver’s sole dealer for 
| the Volvo. 

“Sales of Volvo have exceeded 
our expectations,” says MacLean. 
“This, to us, is clear indication that 
'the small, imported car is here to 
stay. And this fine car, with our 
other three compact-car lines will, 
we’re sure, satisfy the growing 
public demand for reasonably 
priced, economical automobiles.” 


Clevite Ups MacDonald 


Robert J. MacDonald has been 
appointed head of the Bearing & 
Friction Materials section, Mechan- 
ical Research division, Clevite Re- 
search Center. He joined the 
Research Center as a senior mctal- 
lurgist in 1956. 
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then . . . . 
ae Source: Profile of the Millions—2nd Edition... 
a comprehensive and authoritative study of the 
i ol New York City and suburban markets. Call any 
all New York News office for a presentation. 
Neither Sherlock Holmes nor an electronic 
computer is required to deduce that the home 
} gardener’s home can hardly be an apartment. 
a. Nor are most home gardeners likely to work on a 
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- garden owned by somebody else. 
0 : 
— The high ratio of home gardeners among News 
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ded medium offers so much sell for the money. 
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Ses-Matic Introduces 
Double Air Feed 


Special Engineering Service, Inc., 8161 
Livernois Ave., Detroit 4, Mich., has an- 
nounced the Ses-Matic double air feed. 
This unit is said to be designed to meet 
the demands for a compact air feed to 
handle wide materials and to accurately 
and automatically feed material into 
presses or shears. 

These models have been built in sizes 
fo handle materials up to 36, 48 and 60 
inches wide, without sacrificing any of 
the versatility of smaller models. The Ses- 
Matic can be used for feeding stock to 
almost any press or shear, it is said. 





Aeroquip Introduces 


Hydraulic Couplings 


A push-pull hydraulic coupling — in 
three varied configurations—and a swivel 
breakaway frame has been announced by 
Aeroquip Corp., Jackson, Mich., and Aero- 
quip (Canada), Ltd., Toronto, Ont. 

The coupling was designed for connec- 
tion and disconnection on hydraulic sys- 
tems with working pressures to 3000 p.s.i. 
It is said to seal positively when either 
connected or disconnected, and allows full 
fivid flow with only negligible pressure 
drop. The swivel frame for use with push- 
pull couplings simplifies mounting and 
alignment problems. Installed in the 
frame, couplings can swing 30 degrees in 
any direction. - 


Binaural Sound Detector 


A deluxe model binaural engineer's 
sound detector makes it possible to lo- 
cate the smallest internal defects in mov- 
ing machinery without shutting down or 
taking equipment out of service, accord- 


ing to Burke & Co., Worton, Md. 
rca, a 


* 


Gauging, Sorting, Counting 


A machine which automatically gauges, 
sorts and counts gears and non-gear parts 


into eight size categories at the rate of 
1,200 parts per hour has been developed 
by Garrison Machine Works, Inc., 515-525 
Bannock, Dayton 4, oO. 

* * 


Construction Kit Builds 
Models of Machinery 


A machine construction kit from which 
working models of machines, drives or 
mechanisms can be made, is available 
from FAC Division, 9551 Grand River 
Ave., Detroit 4, Mich. 

The kit comes in two sizes, with 2,700 
parts or 4,700 parts. Included are rods 
and beams ond mechanicet components. 


Permacel Pipe Dope 


Permacel Ribbon Dope for pipe-joint 
sealing has been introduced by Permacel, 
New Brunswick, N. J. It is packaged in 
roll form in lengths of 260 and 520 inches. 


GE Thinline Motors 


An eight-page bulletin describes Gen- 
eral Electric's Thinline motor, rated from 
one to five-horsepower in dripproof, and 
totally enclosed constructions for limited 
space applications such as machine tools, 
fans and blowers. Illustrated publication 
includes description of product features, 
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Engineering and Production 
New Products 


0940., 


Nylon Retainer Developed 
For Needle Thrust Bearing 


Torrington Co., 59 Field St., Torrington, 
Conn., has announced the development of 
a fiber glass filled nylon retainer for needle 
thrust bearings. The plastic retainers are 
available in addition to the steel retain- 
ers now used in needle thrust bearings. 


Offered only in non-standard sizes, thrust 
bearings with plastic retainers are made to 
customers’ specifications. The plastic mate- 
rial is practical for bearings up to a 3-inch 
bore—the largest standard size made with 
steel retainers. The plastic retainers are 
said to permit lower tooling costs for new 
sizes. 

* 


* x 


chart of interchangeable flange dimen- 
sions, and data on both dripproof and 





Cutting Accidents, Injuries 


Called Ford’s 


DEARBORN.—Ford Motor Co.’s 
future efforts in traffic safety will 
be divided almost equally between 
accident prevention and the mini- 
mizing of accident injuries, accord- 
ing to George W. Walker, Ford 
styling director. 

He told the American Driver 

& Safety Education Assn. such 
an approach is a necessity “be- 
cause so much responsibility is 
in the hands of the driver.” 

Walker told the group, which is 
composed largely of high school 
and college driver-education in- 
structors, that the success of these 
efforts is dependent on cooperation 
between engineer, stylist and safety 
educator. 

The ADSEA, which held its third 
annual conference at Michigan 
State University, spent one after- 
noon and evening in Dearborn as 
guests of Ford. 

Fletcher N. Platt, manager of 
Ford’s traffic safety and highway 
improvement ‘department, outlined 
new and unusual traffic-research 
techniques and demonstrated three 
new items of safety-research equip- 


New Structures Opened 
In L-O-F Technical Center 


(Continued from Page 17) 


provides ample space for future 
expansion. 2 
The basement area of the 142 by 
82-foot engineering building houses 
mechanical equipment for air-con- 
ditioning and heating for the ex- 
tension, has a storage vault for 
engineering records, and some 
laboratories for mechanical and 
glass furnace design research. 


The ground floor houses offices 
on the south side, a large drafting 
area for furnace, general services 
and maintenance sections. Second 
floor has the drafting rooms for 
the mechanical and structural sec- 
tions, technical library, and their 
controlling offices. 

In addition to administrative 
offices and conference room the 
extended research and develop- 
ment wing is being used to ex- 
pand laboratories and other facil- 
ities. It will still house the cafe- 
teria. 

The rotunda entrance is 42 feet 
in diameter with ceiling height of 
13 feet, with travertine marble 
floors, and walls of clear plate glass 
thermopane in panels 9% by 4% 
feet in size. 

The rotunda houses the recep- 
tionist and the telephone operator 


and also serves as a waiting room 
for visitors. The rotunda is con- 
nected to the new and the old 
buildings by means of glass walled 
concourses so that personnel and 
visitors may be protected against 
the weather when going from 
building to building. 
* * x 


Safety Goal 


ment his department is consider- 
ing. 

The new techniques involve the 
use of tape recorders, 360-degree 
motion pictures and other spe- 
cialized photographic and elec- 
tronic equipment. 


The techniques, Platt said, are 
based on establishing a scientific 
method, whereby the existing prin- 
ciples of psychology, mathematics, 
statistics and operations analysis 
can be applied to the traffic-safety 
problem. 


“Rather than working backwards 
from accident records,” he told the 
group, “we can study the driver, 
vehicle and environment relation- 
ships simultaneously to establish 
the reasons for driver errors and 
consequently the reasons for acci- 
dent occurrence.” 

To accomplish this he added, 
Ford has worked out a method of 
combining and integrating a tape 
or dictaphone recording of the 
driver’s observations with a 360- 
degree motion picture of the traf- 
fic scene and a filmed record of 
the vehicle’s speed, distance, 
time, change of speed, change of 
direction and the number of 
speed and direction changes. 

The new safety research equip- 
ment which was demonstrated in- 
cluded: 

An electronic rear-approach 
warning system that would let 
drivers “see” a car approaching in 
a “blind-spot” from the rear. 

A rear-end “reference-lighting” 
system to help better gauge night- 
time distances when overtaking a 
vehicle. 

An interior lighting system to 
study the night-time driver’s vi- 
sion, 





L-O-F's New Engineering Building— 


This is the new engineering building at the technical center of Libbey-Owens-Ford 
Glass Co. in Toledo. Glass curtain wall construction was used for the two-story and 
basement structure. Thermopane insulating glass with Parallel-O-Grey plate outer 


pane provides glare reduction and solar 


heat control. At right is the Rotunda en- 


trance and farther in background the expanded research and development wing. 
The three major units are connected by glass-walled concourse. 
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Johns-Manville Develops 
Fiberglass Auto Headliner 


Johns-Mansville has developed a mold- 
ed fiberglass headliner for automobile 
interiors. It was displayed at the Design 
Engineering Show in Philadelphia's Con- 
vention Hall. 


The laminated headliner combines fiber- 
glass with vinyl film or cloth trim. 
.* ¢ 6 


Plastic Insulated Rivets 


Pylon Co., Inc., Attleboro, Mass. is now 
producing a series of plastic insulated 
metal rivets sold under the trade name 
Insulets. The Rivets are fasteners consist- 
ing of metal rivets where shank and 
under-the-head surfaces are covered with 
a uniformly thick plastic insulation. 


Agreement OK’d 
On Unitized Tools 


‘Building Block’ Idea 
Approved by Big 3 


SOLUTION for vital industrial 

problems— increasing the useful 
life of high-cost machine tools and 
reducing obsolescence cos ts—has 
been met at least partially by 
agreement on a new “building- 
block” or unitized-design concept 
for production machine tools. 

Henry C. Daum, manager of Ford 
Motor Co.’s machining process de- 
partment and chairman of an in- 
dustry study committee, reported 
that manufacturing firms and 
major production machine tool sup- 
pliers have reached accord on a 
limited series of standard specifi- 
cations. 

The agreement follows four 
years of study and negotiation 
among various user groups and 
tool suppliers to formulate stand- 
ards that do not restrict machine 
tool builders but will aid manu- 
facturing firms in reducing the 
obsolescence cost of expensive 
special-purpose equipment. 

Daum emphasized that only a 
limited number of standard specifi- 
cations have been included and 
there is no intention to dictate de- 
sign features to machine tool 
builders. 

The “building-block” concept, in 
practice, permits replacement of 
one or more sections of a produc- 
tion line with other standard sec- 
tions to adapt the basic line to 
production of newly designed parts. 

* * * 

E concept evolved from the 

joint efforts of General Motors, 
Chrysler Corp., International Har- 
vester and Ford, beginning in 1955. 
The program later was endorsed 
by other high and low volume com- 
panies. 


Co., 








Metal Parts Reproduced 


From Pencil Sketches 


Tens or thousands of intricate meta 
parts can be easily reproduced from 
simple pencil sketches on ordinary paper 
with a fully automated flame-cutting mo. 
chine introduced by Linde Co., division 
of Union Carbide Corp., 30 E. Forty. 
second St., New York 17, N, Y. 

Designated ihe Oxwell CM-60, the mo. 
chine is said to be the world’s first un- 
limited capacity shape-cutting machine 
that can automatically reproduce metg 
parts from exact size drawings. The unit 
can flame-cut intricate parts of any length, 
width, or thickness. Standard models may 
be equipped with 10 torches to cut widths 
of 10 feet. The cutting torches on the 
CM-60 follow electronic impulses from 
the Linde Photocell Tracer. Intricate parts 
are produced by simply feeding drawings 
of the part into this photoelectric tracing 
system, it is said. 





Compact Tensile Tester 
Conserves Bench Space 


Steel City Testing Machines, Inc., 8817 
Lyndon Ave., Detroit 38, Mich., has an- 
nounced a wall-mounted tensile tester. 
The hydraulic cylinder and jaw units, and 
the 82-inch gage can be mounted on the 
wall. The only bench space required is for 
the 3 by 8-inch pump and integral reser- 


| voir base, and the manual pumping han- 


die, which extends forward 8¥ inches. 
Tests can be made on flat or round 
specimens with sufficient accuracy for 
laboratory use and simply enough for 
production use. This tester can be checked 
easily with a compression-type proving 
ring. The top jaw-adjusting screw is sim- 
ply removed and the proving ring is 
placed between the moving jaw and the 
cylinder body. Breaking or yield point is 
indicated by a maximum-pointer hand 
that is carried along by the pressure hand 
on the gage. Models are available with 
capacities up to. 40,000 pounds. 





“The final approved package in- 
corporates specifications for pro- 
duction equipment that were 
carefully reviewed, individually 
and collectively, with nearly all 
major machine tool supplier com- 

- panies,” Daum explained. 

“Until recently, it appeared that 
automation with its enormous in- 
vestment in equipment might tend 
to freeze design in the automobile 
industry, The large transfer ma- 
chines in use, particularly those for 
machining large components, have 
been highly specialized and difficult 
to adapt to changes in model and 
part design. 

“The ‘building-block’ or ‘unitized 
automation’ should encourage in- 
corporation of technological ad- 
vancements and product design 
changes which benefit the buying 
public since the flexibility of equip- 
ment will make the changes less 
costly. 

“The ‘building-block’ concept also 
appears to be the answer to ex- 
tending the automatic production 
line into new areas of industrial 
use, since purchase of the new 
equipment will be more economic- 
ally practical for smaller-com- 
panies.” 








Drum Handler Designed 
To Lift, Tilt, Stack and Pour 


An inexpensive method for lifting, 
stacking, and pouring liquids from drums 
is said to be provided by the Drum Tilter, 
produced by Big Joe Mfg. Co., 902 W. 
Jackson Bivd., Chicago, Ill. 

The Drum Tilter lifts hydraulically to 4 
height of 130 inches. Pouring can be 
accurately controlled at all heights and 
at any degree from the ground level, it is 
said. Shown is the model 5074 with a 
lifting height of 84 inches. Other models 
are available in all lifting heights. 
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TWO PERFECT PRODUCTS from the 


MOST MODERN FACTORIES IN EUROPE 


Vespa “400’+The car all America has been waiting for. This 
sleek rear engine beauty gives you big car performance with 
small car economy. From its independent four wheel spring 
and shock suspension, to its reliable engine which delivers 60 
miles to the gallon, to its beautiful and spacious interior and 
roll down roof, you know that the Vespa “400” is a modern 
car styled for today’s living. You can profit from the tremendous 
success that the “400” is now enjoying throughout the world, 
for when you say Vespa, you say the finest. 

P.O.E. New York $1080. 


Vespa — the largest selling motor scooter in the world. Vespa’s 
advanced engineering design has won for it acclaim as one of 
the “Best 100 Designed Products” of the last half-century. This 
Italian beauty is economical and dependable—delivers you over 
100 miles to the gallon. Maneuverable?—why it parks on a 
dime, scoots in and out of traffic, gets you there without the 
fuss and bother of annoying tie-ups. Find out today why there 
are over 300 satisfied Vespa dealers from coast to coast, who 
are all part of the ever growing Vespa organization. 

P.O.E. New York From $359. 


FOR COMPLETE FRANCHISE INFORMATION WRITE: 


VESPA DISTRIBUTING CORPORATION 
MOTOMAC OVERSEAS CORPORATION 
3 EAST S4TH STREET, 


NEW YOR 22, WN. Y. 
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Supplier Sells to All Makers... 








_ As Industry Goes, So Goes Budd 


(Continued from Page 17) 
cilities. The largest is the Hunt- 
ing Park Plant in Philadelphia 
where Budd turns out Ford truck 
cab front-end assemblies, doors, 
cab backs, roofs, fenders, pickup 
bodies and tilt cabs; Studebaker 
taxicab panels, and Chevrolet car 
fenders, panel doors, chassis side 
rails and cross members. 

The Charlevoix plant in Detroit 
produces all Thunderbird bodies, 
Ford panel delivery doors and body 
stampings, heavy-duty truck hoods 
and all Budd truck wheels. More 
than $36 million worth of truck 
wheels, hubs and drums will be 
manufactured this year, Budd also 
will make 50 percent of the wheels, 
hubs and drums for the ’60 Ram- 
bler. 

At the Red Lion Plant in Phila- 
delphia, Budd produces frames for 
Chevrolet, Plymouth, Dodge, DeSoto 
and Chrysler. 

Products of the Chase Plant in 
Gary, Ind., are Army cabs for In- 
ternational Harvester and Curtiss- 
Wright, as well as cabs for Mack, 
Diamond T and others. 

a * + 
Factors in Success 


a Budd’s only remaining 
competition comes from its cus- | 
tomers, a logical question is “How 
does this company hang on to this 
business year after year, outbidding 
such successful manufacturers as 
GM’s own Fisher Body division, 
Ford Motor Co. and others?” 

The superficial reason is that} 
Budd can deliver the goods cheaper 
than the auto makers can, Some- 
times its because Budd’s plant is 
closer to the final assembly plants 
as in the case with many of the 
stampings being shipped to Chevro- 
let and Ford Eastern plants. 

Budd is largely an overload 
supplier, producing stampings, as- 
semblies or complete bodies 
which the auto makers are finan- 
cially unable or unwilling to tool 
up for. 

Other major factors in Budd’s 
success have been its long reputa- 
tion for good, competitively priced 
work, its progressiveness in ever 
seeking out improved metals and 
methods and its willingness to tell 
its customers anything Budd 
learned about making their prod- 
ucts. 

Another factor in Budd’s success 
.is that its huge tool shop permits 
it to tool up rapidly and relatively 
cheaply. Most of the company’s 
workers have long been organized 
by the United Auto Workers, how- 


ever. 
* = * 


UDD’S generosity with its know- 
how and its willingness to take 
the relatively low-volume job has| 
been successful, although this} 
policy is a little precarious, partic-| 
ularly if the customer’s car or truck | 
turns out to be a big seller and 
the customer finds it more econom- 
ical to produce his own bodies. 
Asked how Budd has thrived with 
these policies in the highly competi- 
tive auto industry, Alexander R. 
Lindsey, the company’s engineering 
vice-president, said, “We have to be 
fast on our feet. We’re constantly 
developing new automated meth- 
ods.” 

When this question was put to 
Ernest R. Schmidt, the company’s 
executive Vice-president, he said: 
“We've stayed competitive by 
good brain work and by continu- 
ally trying to do better work, by 
continually researching our daily 





problems and by the work of our 
people who know how to design 
and try out dies. 

“Anyone can build a die, but we 


ADVERTISEMENT 


SAMPLE COLUMNS 


available for the 
asking. Your ads 
look like all other 
dealer ads? Here 
are DIFFERENT 
low cost, produc- 
tive ads, rated 
“Best ever used” 
by clients. Sole 
rights may be 
yours. Write ED FISKE 
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feel that few can do it as accurately 
as we can, We have bred into our 
people how a die should be used 
without distorting it. One of our 
principal strong points is the em- 
phasis we put on die tryout that 
permits us to build the highest 
quality dies from the accuracy and 
strength standpoints.” 

Schmidt, who joined Edward G. 
Budd sr. five years after he founded 





New Process Said to Cut 
Die-Making Costs 70 Pct. 


SPRINGFIELD, O—Albert E. 
Payne, president, Payne Tool & 
Engineering Co., said his company 
has developed a process that cuts 
die-making costs by 70 percent. 

He said the dies can be used in 
making most sheet-metal products 
and added that he already has 
large contracts with Ford Motor 
Co., Essex Wire Corp. and Philco 
Corp. 


































the company in 1912, said the com- 


pany’s whole philosophy hag been ; 


to make things lighter and cheaper. 
* + e 


2 Major Contribitions 


+ striving for an improved 

weight-strength ratio by Budd 
Co. has resulted in two major con- 
tributions to the auto industry—the 
all-steel body and the unitized body. 
It seems strange now to recall that 
at least one of the surviving auto 
makers was espousing the wood 
and steel body for more than 20 
years after Budd began recom- 
mending the all-steel unit to the 
industry. 

This is another case in which 
progress in the auto industry was 
held up because the manufacturers 
were married to their equipment 


and their raw materials (vast tim- Structural Testing at Budd— 


ber preserves, in this case). 


There are signs that the auto 
body with a chassis frame may 


(Continued on Page 23, Col. 1) 


































Henry Weisheit, right, assistant chief testing engineer of Budd Co., explains a 
structural test being made on a Ford Thunderbird body at Budd's Hunting Park 
plant in Philadelphia to Joseph M. Callahan, engineering editor of Automotive News. 
Background: A Rambler body being tested. 


Shown delivering a new Gar Wood- 
St.Paul equipped White Truck to Troup 
Bros., nationally known contractor firm, 
are: (left) Paul Turner, Sr., General Mgr., 
Tom Wood Truck Equipment Co. and 
Jack Annis, Truck Sales Specialist, Hunt 
Truck Sales, White Truck Dealer in 
Miami. and Tampa, Florida. 
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Supplicr Sells to All Makers ... 


Big Year for Autos 


Is Big Year for Budd 


(Continued from Page 22) 


eventually become as obsolete as 
the wooden body. 

For instance, the GM Corvair, 
Ford Falcon and Chrysler Valiant 
all will be of unitized construc- 
tion. A major step also is being 
taken in this direction by Chrys- 
ler Corp. which will eliminate 
about two-thirds of the frame on 
the 60 Plymouth, Dodge, Dart, 
DeSoto and Chrysler. 

Recalling the birth of the first 
production unitized car in the U. S., 
Lindsay said, “We started off with 
the first unitized Nash in about 
1939. We did the basic engineering 
and the first production of the 
underbody, which was the difficult 


“The uhitized frame was Budd’s 
idea; I worked on it myself. We 
were competing with Briggs for 





the job, and we got it because we 
saved the most weight. We’ve been 
promoters of unitized construction 
for 25 years and we think it’s still 
the way to build a car.” 

* * * 

OWEVER, he added that recent 

styling innovations—the wrap- 

around windshield and the larger 
glass areas—makes unitized con- 
struction more difficult because 
more metal and support must be 
put into the underbody. Lindsay 
said Budd prefers the unitized body 
because “the metal is put in the 
most useful places.” 

Lindsay, who came to Budd Co. 
from General Motors in 1937, re- 
turned to GM in 1945 as assistant 
chief engineer of the Chevrolet 
light-car division. This car, the 
Cadet, was abandoned because it 
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was too costly, although it was 
later scaled down to become the 
British Vauxhall. Lindsay re- 
called that the Australian Holden 
was also designed in Detroit. 
After the Cadet died, Lindsay left 
GM and his boss, Earle S. Mac- 
Pherson (who later became en- 
gineering vice-president of Ford 
Motor Co.), and returned to Budd. 


Since each Budd division man- 
ager now is responsible for the en- 
gineering in his division, Lindsay’s 
work consists of policy-making for 
the company’s engineering force, 
which now numbers about 500 men, 
down somewhat from previous 


levels, 
aa * ca 


Dividing the Work 
ans 25 percent of the en- 
gineers are concerned with 
automotive product work, largely 
concentrating on new products 
(such as a new disk brake the com- 
pany has developed), estimating, 
military programs and, sometimes, 
detail work for the auto and truck 
firms who do all their own design- 
ing. However, Budd has taken and 
can take some overflow engineering 

from the auto makers. 
Another 25 percent of the en- 
gineers are devoted to improving 








200 U. S. ‘Luxury’ Cars 
Turned Down by Cuba 


HAVANA.—Two hundred “lux- 
ury cars” now on the Havana 
docks will be returned to their 
American manufacturers in line 
with Cuba’s policy of “useful” 
expenditure of foreign exchange. 

The Government said importers 
who already have paid duty on 
the big cars will receive credit 
certificates which can be used for 
the purchase of lower-priced cars, 
General Motors and Chrysler 
Corp, are the manufacturers af- 
fected by the new “austerity 
measure.” 





the company’s tools and production 
methods. Their most recent victory 
was the modernization of the Chev- 
rolet fender line, stepping up its 
output from 2,350 to 3,400 pieces a 
day, while reducing the required 
manpower. 

Budd officials say this is the 
world’s fastest fender line, begin- 
ning with a flat piece of steel and 
ending with a fender packed in a 
boxcar. 

This new-product and proces- 
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In his letter to Tom Wood, Gar Wood -St. Paul 
distributor in Miami, Fla., Mr. E. V. Faircloth, 
President of Faircloth Truck and Tractor Co., 
voices the opinion of his fellow Floridians 
and hundreds of successful truck dealers 
throughout the country. These dealers count 
on their Gar Wood-St. Paul distributor 
to help them get the full profit of fully- 
equipped truck sales. 


You, too, can count on top caliber sales 
and service help from your Gar Wood- 
St.Paul distributor. You will find him an 
invaluable sales partner for honest equip- 
ment recommendations, sound technical 
advice, convincing sales presentations, fully 
stocked. parts inventories and complete 
service cooperation. 


It’s just plain good business to do business 


* “Gar Wood - St. Paul 


.. more pleasurable!” 








with the Gar Wood-St. Paul distributor in 
your area. He is headquarters for the most 


advanced line of truck equipment in the 
market. Call him soon. 












Wayne, Michigan « 

























GAR WOOD INDUSTRIES, INC. 


Richmond, California 
Plants in Wayne and Ypsilanti, Mich. + Findlay, Ohio + Mattoon, Ill. + Richmond, Calif. + Exeter, Penna. 


Tom Wood, continuously associated 
with the truck equipment industry and 
with Gar Wood for 26 years, heads the 
oldest truck equipment distributorship 
in South Florida. 
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ses-research de partment does 
some automotive work, but at 
present it’s mainly concerned 
with ordnance and nonautomotive 
projects. 

Many contributions have been 
made by this department to Budd 
customers. One official commented 
that traditionally patents have been 
freely exchanged in the auto in- 
dustry, but that it’s quite different 
in other industries. 

A major interest of Budd Co. has 
always been metals and how to 
fasten them together. This interest 
is now perpetuated by the metallur- 
gical and welding research depart- 
ment. 

In years gone by, Budd has been 
almost a crusader for improved 
and wider steel plate and better 
welding methods. At one time it 
was the nation’s largest user of 
stainless steels. All the stainless 
steel trains in the country today 
have been built by Budd. 


* * * 


A BUDD experimental engineer, 
Col. E. J. W. Ragsdale, was the 
first person to successfully weld 
stainless steel with Budd’s patented 
shot-weld process, in which a large 
amount of heat is applied for a 
brief instant. Previously, welding 
had destroyed the corrosion-resis- 
tance of stainless. Its current re- 
liance on steel is manifested by the 
huge quantity of steel plate stacked 
around its plants as a hedge 
against a steel strike this summer. 

During World War I, Budd de- 
veloped the first all-steel wheel in 
the U. S, and since then steel 
wheels, especially truck wheels, 
have been a mainstay of the com- 
pany’s output, A subsidiary, Budd 
Wheel Co., was founded in 1921 and 
dissolved in 1946. 

While Budd always has con- 
ducted structural testing of its 
own products, it recently has ex- 
panded its structural testing fa- 
cilities and now is performing a 
wide range of static and dynamic 
tests for outside firms. 

In another recent move, the first 
station in the U. S. for the testing 
of refrigerated trailers has been 
established at Budd’s Hunting Park 
Plant by the Truck and Trailer 
Manufacturers Assn. and other in- 
terested groups. 

Also giving an insight into the 
company’s diversification is the 
fact that it now is the nation’s 
largest supplier of radioisotopes for 
nondestructive testing. 

Asked if this diversifying indi- 
cated an eventual withdrawal from 
the auto industry, Executive Vice- 
President Schmidt said, “Absolutely 
not. First, last and always, our 
primary interest is the auto in- 
dustry, But we do hope to build up 
these other activities.” 


—JosePH M. CALLAHAN 


AMC’s Molnar Appointed 
Assistant Body Engineer 
James L. Molnar has been named 
assistant body engineer-production 
of American Motors Corp. 
Molnar, formerly an AMC project 
engineer in Detroit, now makes his 
headquarters in the company’s 
main body plant in Milwaukee. He 
has been with AMC since 1952. 
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I’M BOB CHILDERS. I want you 
to make two long-distance tele- 
phone calls at my expense! You 
can learn how other ers have 
increased their car sales. See Page 
31 for complete details. 


FORD FAMILY OF FINE CARS CLEARINGHOUSE «+ NO. 145 OF A SERIES 
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FROM RAW 
MATERIAL TO ROAD 
—A FORMULA | . 
FOR QUALITY 


At Ford Motor Company we make more 
of our own parts than anyone else in the 
industry; we do our own research in 
metal alloys, plastics—practically every 
other material of which our cars are made. 
Glass is made at a plant in Nashville, 
Tenn.; steel is poured at the Rouge plant 
in Dearborn; paint is manufactured at 
Highland Park. 


It is this intimate concern for every detail, 
however small—the Total Car idea—that 
spurs us toward our goal: the highest 
possible quality in every car we build. 


Here a critical eye is 
kept on textiles in the 
industry’s only labora- 
tory devoted exclu- 
sively to that purpose. 


r ses 


It’s new—the indus- 
try’s largest wind 
tunnel, typical of the 
exhaustive test facili- 
ties that enable us 
to build better cars. 


F 


In Ford Motor Com- 
pany’s unique Quality 
Control Center, parts 
are subjected to critical 
inspection with special 
instruments. 





THE 
TOTAL CAR 


Ford Motor Company’s unique 
concept of car building 1s aimed 
toward quality never before believed 
possible in a mass-produced car. 


THE TOTAL CAR CONCEPT—WHAT IS IT? 


@ It’s a way of looking at a car, not as 17,000 separate parts, but a single 
unit—as integrated, complete and functional as the human body. 


@ It’s a formula for quality—from raw material to road. It’s why we’re 
the only car builder that makes steel. It’s why we make glass, paint, and 
other basic materials. It’s a way of setting “impossible” standards and 
then proving they can be met by doing the job ourselves. 


@ It’s an attitude toward quality that allows no neglect of details. There 
are no “unimportant” parts. There are no “little’’ things. There is only 
the total car. Either it is right—or it is wrong. 


@ It’s a means of total control over quality—in every car that comes off 
every assembly line in every Ford Motor Company plant. 


@ It’s the reason for such industry “firsts” as our Structures Committee, 
charged with coordinating design, engineering, manufacture—even shipping 
—from a model’s earliest stages to completion . . . for our Pilot Plants, 
where proving-out of parts and assembly-line techniques begins 20 months 
ahead of actual production . . . for our Quality Audit Program with its teams 
of quality control inspectors monitoring production at unannounced inter- 
vals in plants all over the country. 


@ Finally, it’s a never-ending quest for total quality—a search calcu- 
lated to keep the Ford Family of Fine Cars permanently ahead on the 
American Road. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY Cor 
FORD + THUNDERBIRD + EDSEL MERCURY * LINCOLN * 
CONTINENTAL MARK IV * ENGLISH FORD LINE * TAUNUS * 
FARM ANB INDUSTRIAL TRACTORS AND IMPLEMENTS ¢ 
FORD TRUCKS + INDUSTRIAL ENGINES * 
AERONUTRONIC—PRODUCTS FOR THE SPACE AGE 


MOTOR COMPANY 


THE AMERICAN ROAD 
’ DEARBORN, MICHIGAN 
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Auto Men Ready to Act... 


New Oil-Drain Tips 
May Fire Up Old Feud 


(Continued from Page 17) 


mendations follow: Chevrolet, 
4,000 miles—more often under ad- 
verse driving conditions; Ford, 
4,000 miles; Pontiac, 3,000 to 4,000 
miles—more frequently for stop- 
and-go driving in cold weather; 
Oldsmobile, 500, 1,000, 2,000 or 
3,000 miles, depending on weather 
and driving conditions. 

Plymouth, 5,000 miles or three 
months (normal conditions); Ram- 
bler, 2,000 miles—twice as often in 
cold weather —700-1,000 miles for 
stop-and-go service in winter; 
Buick, 2,000 to 3,000 miles depend- 
ing on weather and driving condi- 
tions; Cadillac, 2,000 miles or two 
months; 500 to 1,000 miles for stop- 
and-go operation; Mercury, Edsel 
and Lincoln-Continental, 4,000 miles 
or three months—more frequently 
under abnormal driving conditions. 

Studebaker, 2,500 to 3,000 miles— 


New steels are 


aime 


Vane 





more often under unusual condi- 
tions; Dodge, 5,000 miles, or every 
three months; Chrysler, 5,000 miles, 
|or three months—more frequently 
under abnormal conditions, and 
| DeSoto, 5,000 miles—more frequent- 
ly under unusual driving condi- 
tions. 

The GM division recommenda- 
tions will be more standardized for 
the ’60 cars, 


* * 


Makers Cite Filters 


oe auto makers say they can 
realistically recommend longer 
oil-change intervals because their 
full-flow filters “filter all the oil 
each time it passes through the 
engine.” 

In contrast, the partial] filters 
(which are also called bypass or 
shunt filters) filter only 10 to 50 
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percent of the oil each time it | Corp. cars have both types of 


makes the circuit, although even- 
tually all the oil passes through 
the filter. 

The partial-flow filter has an ad- 
vantage in that its filtering mate- 
rial can be denser, since the full- 
flow -filter’s resistance has to be 
kept low so that sufficient oil pres- 
sure can be maintained. 

Nevertheless, the trend in the 
auto industry has been toward full- 
flow filters. At least two makers 
will make the switch on their ’60 
cars. 

At present, full-flow filters are 
standard on all Ford Motor Co. 
cars, Chevrolet eights, Pontiac, 
Oldsmobile, Rambler Rebel and 
Ambassador, Buick, Dodge Royal, 
Chrysler, DeSoto and Imperial. 

Partial-flow filters are standard 
on Chevrolet sixes, Plymouth, the 
other Ramblers, Cadillac, the other 
Dodges and Studebaker. 

* 


* * 


Oilmen Dispute Claims 


5 ype oil officials, however, say the 
type of filters used is far from 
the complete answer because filters 
don’t catch the water and the 
diluted contaminants—often the 
biggest troublemakers in oil. Also 
worthy of note is that Chrysler 


+ 
1 to help you sell... | 


How mufflers of Armco ALUMINIZED STEEL 
cut cost and bother of early replacement 





Mufflers of Armco ALUMINIZED STEEL give more 
than double average service life. 
year road tests with both ALUMINIZED STEEL and 


carbon steel mufflers provide the 


On the average, this means about half as many 
replacements. As a result, cost and inconvenience 
of too frequent exhaust system replacement are 
held to a minimum—a special boon to owners of 


cars with dual exhaust systems. 


Actual seven-— 


evidence. 


This extra life is possible because Armco ALv- 
MINIZED STEEL, a special 2-in-1 metal originated 
by Armco Research, offers exceptional resistance 
to heat and corrosion—the destructive combina- 
tion that slashes muffler life. Ask your parts sup- 
plier about the availability of mufflers with vital 
parts made of this special steel. ALUMINIZED STEEL 
is produced by Armco Steel Corporation, 2839 


Curtis Street, Middletown, Ohio. 


ARMCO STEEL. 


coo 
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Armco Division + Sheffield Division ° The National Supply Campany + Armco Drainage & Metal Products, 
Inc. * The Armco International Corporation * Union Wire Rope Corporation * Southwest Steel Products 





filters, even though oil-change in- 
terval recommendations are sim- 
ilar. 

Meanwhile, the oil companies, 
represented by the American Pe- 
troleum Institute in this matter, 
have rephrased their age-old rec- 
ommendation that motor oil 
should be changed every 1,000 
miles by saying: 

“Motor oil should be changed 
every 30 days in winter and every 
60 days in summer—in no case 
should a car travel more than 2,000 
miles with the same oil.” 

‘This amounts to about nine oil 
changes a year, or one every 1,000 
miles since the average motorist 
drives about 9,500 miles a year. 

The API lube committee, which 
has been given $75,000 to try to re- 
verse the declining motor-oi] trend, 
has approached auto makers with 
this new proposal, but it hasn’t 
been accepted. 

One manufacturer said longer in- 
terval recommendations had been 
very successful from the market- 
ing standpoint, and the others said 
they would be compelled to go 
along with their competition. 

* * om 


Trend Worries Oilmen 


oo oil companies are concerned 
about the present trend because 
the average motorist is not being 
sold on the idea of a 1,000-mile 
change—he actually changed his oil 
50 percent less often in 1958 than 
he did in 1952. This has resulted 


in an oil change every 3,100 miles|= 


for the typical car in 1958, com- 
pared with 1,900 miles in 1952. 

While U. S. car population has 
increased 10 percent between 
1955 and 1958, and while gas con- 

sumption hit a record peak of 

59.2 billion gallons in 1958, total 
sales of motor oil dropped 4.7 
percent in the last four years. 
Cars use 70 percent of all motor 
oil, 

Conversations with some 25 auto 
company fuel experts, oil company 
researchers and engineers, oil ad- 
ditive officials, fleet operators and 
dealership service managers pro- 
duced no simple answer as to how 
often oil should be changed, but 
the conversations did shed enough 
light on the situation to permit the 
drawing of several important con- 
clusions. 

The principal conclusion is that 
if Mr. Average Motorist continues 
to change his oil at the present 
rate of about every 3,000 miles, he 
will not be wasting too much 
money on engine oil and his en- 
gine-repair bills won’t be too high. 

*~ * a 


Marketing Is Sore Point 


A GOOD many engineers from 
both the auto and the oil com- 
panies feel there is relatively little 
real difference between them on 
this subject. The major dispute is 
between the marketing officials of 
both industries who have stretched 
the recommendations of their engi- 
neers to make them conform to the 
marketing facts of life. 

In a number of cases, automo- 
tive engineers, while completely 
cooperative in many ways, were 
unable or unwilling to defend 
their companies’ recommenda- 
tions on oil changes. Similarly, 
oil-company representatives pri- 
vately denounced the 1,000-mile 
change, although speaking ve- 
hemently against recent car- 
factory advice. 

A couple of auto engineers said 
their companies were driven into 
advertising longer oil-change inter- 
vals by the claims of their com- 
petitors. 

A check of six Detroit dealership 
service departments revealed that 
every one was ignoring their fac- 
tory recommendations of 4,000 
miles between drains, and urging 
a change every 2,000 or 2,500 miles. 
One service manager even declared 
that he’d been told to ignore this 
factory recommendation at a fac- 
tory service meeting. 

The service managers said they 
preferred the more frequent 
changes because they honestly feel 
that the oil gets too gummy and 
additive-depleted at 4,000 miles and 
because the profit, percentagewise, 
in selling a quart of oil is better 
than for selling a car, The profit 
often is 50 percent of the selling 
price. 

* * ok 


Drain Times Vary 


A MAJOR cause of the dispute as 
to when a car’s oil should be 
changed is the fact that the precise 











i, 


time varies with every car and with 
every owner, depending upon the 
conditions under which the car jg 
driven and upon the objectives o 
the owner. 

For instance a Cadillac engineg; 
said the oil companies assume that 
the average owner should be cop. 
cerned about what the condition of 
his car’s engine will be after it hag 
125,000 miles on it and it’s in the 
hands of the fourth owner. 

He said that at this point, the 
body and rest of the car may be 

in pretty sad condition, so why 
should the engine be maintained 
like a fine watch? 

An oil-company representative 
said he sometimes feels that the 
auto companies indicate by their 
recommendations that they ar 

only concerned about how the car 
functions in the first year or two 
for the first owner. He added this 
viewpoint is sure to show up jn 
the used-car values and will boom. 
erang on the manufacturers by 
making trading in too expensive. 

Somewhere between these two 
extremes lies a sound and practical 

(Continued on Page 32, Col. 1) 















AUTO-TURNTABLE 
Assembled in 30 Minutes — 
For indoor = outdoor display @ 


Send for 
free folder. 


AMER-STAGE 


805 East 134 St. 
Bronx 54, N. Y. 
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Sowite 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus 
tomers assures better serv- 
fice relations . . . builds 
repeat business .. . im 
creases sales volume. 
Typical sample, complete 
details on request. 


Morgen -Stemat.n. 


5434 So, Delaware, Littleton. Colo. 


MR. EXECUTIVE! 


For a memorable business or sales 
meeting, ST. CLAIR INN offers 
complete conference facilities in a 
delightful resort atmosphere. Only 
50 miles upriver from Detroit! 


Contact Creighton Holden or Mrs. 
Margaret Nelson. 


St. Clair Inn and Country Club 
OPEN ALL YEAR... ON THE SCENIC ST. CLAIR RIVER 
Owned and operated by the Holdens 
ST. CLAIR, MICHIGAN «¢ dial FA 9-2222 











ADVERTISEMENT 
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I’M BOB CHILDERS. I want you 
to make two long-distance tele- 
phone calls at my expense! You 
can learn how other dealers have 
increased their car sales. See Page 
31 for complete details. 
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USE THE POWER OF THE “NEWS” IN CHICAGO 


the 
greatest advertising record 


in CHICAGO DAILY NEWS history 


During the first 6 months of 1959 the Chicago Daily News published: 


™@ More total advertising than in any similar 
period in its 83-year history 


H More fotal display linage than ever before 
@ The largest Daily News retail volume ever 


@ The top financial linage volume for an all- 
time Daily News record 


HM More retail grocery advertising than has 
ever been carried by any paper in Chicago 


@ More full color, more spot color, more total 
color than the Daily News has ever carried 


And the second 6 months started off with a 
bang ... the July Ist issue was the largest the 
Chicago Daily News has ever published. 


Mens tadl Field 


















MUFFLER STAND—Designed to augment 
sales at the dealer and general repair 
trade levels, the MoPar Division, Chrysler 
Motors Corp., P. O. Box 1718, Detroit 31, 
Mich., has made available a multi-colored, 
wire base, muffler display stand. The 
metal display stand cradles a full size 
MoPar Sono 4-X muffler in complete view 
of the customer. Utilizing a minimum of 
floor space, the illustrated merchandiser 
directs a point-of-purchase message by 


enumerating the main sales features of 
the product. 





CAR COOLER—An evaporative car cooler 
which is said to fit all body styles, includ- 
ing convertibles and hardtop convertibles, 
has been announced by Thermodor Elec- 
trical Mfg. Co., 5119 District Bivd., Los 
Angeles 22, Calif. No drilling or special 
fools are required to mount the model 
TCC-9, The unit with its six-quart water 
capacity, filter and rotor is said to assure 
at least a 100-mile nonstop trip on even 
the hottest, driest day. The cooler also 
filters out dust and prevents insects from 
entering the car. Directional vanes in the 
cooler discharge may be adjusted easily 
to direct cool air into any part of the 
car, it is claimed. 





CRACK FINDER—Zyglo—iong used by 
manufacturers for inspecting critical parts 
during production in their plants—is now 
available in a portable kit that is de- 
signed for the overhaul shop. Zyglo is a 
sensitive fluorescent penetrant inspection 
method used to find cracks, leaks, pores 
and other defects open to the surface in 
any kind of solid material. The kit, de- 
veloped and sold by the Magnafiux Corp., 
7300 W. Lawrence Ave., Chicago 31, Iil., 
is known as the Zyglo ZA-43 Kit. It con- 
tains pressurized spray cans of Zyglo 
materials—cleaner, penetrant, and de- 
veloper; dry developer for use on rough 
surfaces; a 100-W. high-intensity ‘Black 
Light”; cleaning cloths; wire brush, and, 
complete instructions. All are in metal 
carrying case. 
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Stewart-Warner Offers 


Portable Balancer 


A precision portable balancer, 
designed for ease of operation, 
sensitivity and vibration analysis 
of all types of assembled machinery 
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to cut maintenance and increase| 
quality of production, has been an-| 
nounced by Stewart-Warner Corp.., | 
1826 Diversey Pkwy., Chicago 14, 
Til. 

The instrument is adjustable to} 
any job from below 10 millionths of | 
an inch to over 1/10” to %” ampli- | 
tude of vibration, the firm said. | 





* * * 


| LIGHTING FIXTURES—A line of outdoor 
| fluorescent lighting fixtures has been in- 
troduced by Metalcraft Products Co., Inc., 
Philadelphia 35, Pa. Called the ‘Broad- 
streeter,"" the aluminum, weatherproofed 
fixture is: said to be designed to provide 
more light per watt with less glare. It 
is available in four and six foot sizes. 
| The aluminum body is heliarch seam 
| welded to cast aluminum ends, and the 
| gasket-sealed acrylic diffuser creates a 
rustproof and bugproof fixture, it is 


claimed. The fixture is designed for the 
latest high wattage lamps and standard 
high output lamps. It is a 110-125 volt, 
60 cycle operation, and is available for 
operation on other voltages. 

* * 





WHEEL BALANCER—It takes two min- 
utes per wheel, and requires only three 
sizes of weights to balance a wheel with 
the “Micro-Precision" balancing system, 
according to the manufacturer, Bada Co., 
3452 Cahuenga Bivd., Los Angeles 28,/| 
Calif. The system is sold as a combina- 
tion of a balancer, plus a carton of 600 
ABC weights. The balancer is of close 
tolerance and is guaranteed for accuracy 
for two years. It has an on-off clutch, an 
extra large balance indicator, an accurate 
ball pivot and seat, and all steel con- 
struction, it is said. 





* 

CLEANER—BanZoil, a chemical that is 
said to remove grease and oil stains from 
driveways, garage floors, sidewalks, base- 
ments, and other concrete or brick sur- 
faces, has been announced by Banzoil Co., 
54 E. Delaware St., Chicago, Ill. One quick 
application of this non-caustic cleaner is 
said to penetrate into stained concrete or 
brick and float out grease, oil and pe- 
troleum products so that they can be 
wiped up with a cloth, thus restoring the 
natural color. The product is also said 
to be harmless to paint and may even 
be applied to woodwork. 
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SPARK TESTER — Visual-Voltage Spark 
Plug and Cable Tester has been an- 


NEW PRODUCTS 









nounced by Auto-Test, Inc., 600 S. Mich- 


igan Ave., Chicago 5, Ill. Called “Spark | 


Tester,” this unit has an overall length 
of 5¥-inch by -inch in diameter. The 
top has a %-inch black plastic cap. The 
business end of tester has a retractable 
steel contact needle which is connected 
to a built-in neon tube. The tester is 
used to locate high-tension ignition losses. 
By moving the tester along a high-tension 
cable and observing the intensity and 
flash frequency of the neon tube, the 
user can spot the leaks in his ignition 
cable. Similarly, he can locate cracked or 
faulty insulation in his ignition coil and 
distributor cap—all without disconnecting 
any wires, it is claimed. 
* * *¢& 








SHADE SCREENS — Sidles Mfg. Co., 


2005 West Ave. D, Temple, Tex., has 
announced custom made shade screens 
for station wagons as well as for pas- 
senger cars. These shades keep direct rays 
of the sun from entering the wagon with- 
out interfering with visibility or ventila- 
tion, it is said. The aluminum shade 
screens are installed and removed with 
patented friction clips. They are available 
for all 1955-59 models. 
— oe 


Longer Wear Reported 
For Dayton Truck Tire 


A long-wearing truck tire, the 
Dayton Thorobred Deep Skid XDL, 
“tS ee 





AIR CONDITIONERS—Clardy Automobile Air Conditioning Co., 1728 Layton St., 
Fort Worth, Tex., has announced production of its 1959 automobile air conditioning 
units. A special model known as the Clardy Clipper Twin has been designed specific- 
ally for 1959 cars with increased glass area. All of the 1959 units feature quiet op- 


eration. According to the manufacturer, this year's models: are even more efficient and 
quiet than previous models. Most units feature twin squirrel cage blowers that distrib- 
ute over 400 CFM, refrigerated and dehumidified air. Illustration shows placement of 


the two units for the Clardy Clipper Twin. 


has been introduced by Dayton 
Rubber Co., 10 Rubber St., Dayton 
1, O. 

“Fleet-operation tests indicate 
mileages up to and beyond 115,000 
before retreading,” said Harry T. 
Goodenberger, tire sales vice-presi- 
dent. An exclusive “retread dam” 


permits repeated top treading in- 
stead of the higher cost full treads, 
previously required for this type of 
tire, he said. 





WINDOW GUARD SCREEN—The Sta- 
Gon back window screen for 1959 Mercury 
station wagons is said to provide de- 
sirable back window protection plus ven- 
tilation, Announced by Cal Corp., 2945 
Coolidge Highway, Berkley, Mich., the 
unit features a mesh aluminum screen 
and frame backed up with an expanded 
metal reinforcement. When the back 
window is raised to meet the screen, the 
tailgate is automatically locked, according 
to Cal Corp. The screen slides in and out 
of window channel. 





NUT BUSTER—Borroughs Tool & Equip- 
ment Co., 2429 N. Burdick St., Kalamazoo, 
Mich., has introduced a tool kit for easy 
removal of rusted or frozen nuts. Called 
the “Nut Buster Kit," it includes two unit 
sizes, with interchangeable tool steel 
cutter. The tool is said to split nuts with- 
out damaging bolt or threads. It is said 
to cut up to 100 nuts without resharpen- 
ing. Pieces fit in snap-flap plastic carrying 
case. 





MIRROR—Standard Mirror Co., Inc., 151 
Milton St., Buffalo, N. Y., has announced 
an electric remote control rearview fender 
mirror which may be aimed to suit the 
individual driver's height, or to deflect 
headlight glare by a touch of a button 
on the instrument panel. Complete with 
wiring and switch, the mirror features 
streamlined design die cast head and 
base which are copper, nickel and chrome 
plated, it is said. The unit is hooded for 
protection against road splash. 

ie 





SCREENS—Custom-made shade screens 
for all station wagons has been an- 


nounced by Mitchell Mfg. Co., Fort Smith, 




































MULTICOLOR LIGHT—Leader 
designed to attract the car buyer's ai. 
tention. Five-inch suction cup of non. 
staining rubber fastens the light to the 
roof. Plugs into nearest light socket. Water 
and weatherproof for inside or outside. 
Gold enamel finish, striking and beautiful, 
Comes supplied with hanging bracket for 
post mounting if desired. Trippe Mfg. Co, 
133 N. Jefferson St., Chicago 6, Ill, 
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FRAM THERMOMETER—A large filter 
merchandising thermometer is being of- 
fered dealers and wholesalers by Fram 
Corp., Providence 16, R. I. The 38%-inch 
high thermometer attaches to the outside 


of station walls and is unconditionally 
guaranteed for five years. The thermom- 


eter reads “Fram Filter Service’ in large 
letters. Thermometers can be obtained 
from Fram wholesalers. . 





* ® * 





tape 
called Tape-Seal, made from DuPont's 
Tefion, is available for sealing threaded 
pipe joints. Advantages are said to in- 
clude: Fast application (just wrap once 
around thread and tear off), eliminates 
dripping or splattering, unaffected by tem- 
peratures from minus 250 degrees Fahren- 
heit to plus 500 degrees Fahrenheit (ad- 
vantageous for steam or other high-tem- 
perature service, also. high pressure hy- 
draulic systems), completely inert, will 
not leach out or contaminate, is vf 
affected by acids, alkalies or solvents, can 
be used with equal effectiveness on any 
type of metal or non-metal. Tape-Seal is 
available in widths of %, % or one inch, 
in self-dispenser rolls of 250, 500 and 


PIPE JOINT SEALER—A plastic 


Ark. Custom fitted, the screens are sent| 1,000 inches; also in 70-inch do-it-yourself 


out the same day the order is received. 





kits. Friesland Plastics Co., Friesland, Wis 





fy -inch 
utside 
onally 
rmom- 

large 
ained 








DKW AMERICAN, INC. 


ANNOUTICES 


the appointment of 


MERCEDES-BENZ SALES, INC. 


as the national distributor 


of DKW automobiles 


Linking two of the greatest names in European automotive 
manufacturing, this new affiliation has been formed to 
expand the distribution, sales and service of DKW passenger 
cars and commercial vehicles in the United States. Fully 
experienced in all phases of imported car marketing, 


Mercedes-Benz Sales, Inc. (subsidiary of Studebaker-Packard 


DKW AMERICAN, INC. / 630 Fifth Avenue / New York 20, New York 


Corporation) has an outstanding record of success in the dis- 
tribution of Mercedes-Benz cars in the United States. The aim 
of Mercedes-Benz Sales, Inc. will be to utilize this compre- 
hensive working knowledge, of the imported car field, to 
further strengthen and accelerate the increasing interest and 


acceptance of DKW by the American motoring public. 
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Final Solution Not in Si 


NOW- 
The Dallas 
Morning News 
has both the 
largest 


(Continued from Page 17) 


for 1960 and will equip them with 
five wheels and tires. 
* * ok 


Es a great deal of pro- 
gress has been made in making 
tires safer and more trouble-free, 
there is little doubt but that the 
spare tire is still needed. To illus- 
trate, last year the American Auto- 
mobile Assn, made approximately 
12 million road service calls because 
of tire trouble. 

This represented 21.1 percent .of 
all service calls and was exceeded 
only slightly by battery and electri- 


Buick's All Ears 
Devices Can Even Hear 
Flower Petal Fall 


FLINT.—Electronic instruments 
so sensitive they can hear a flower 
petal’s fall are used by Buick 
acoustical engineers in their battle 
against irritating 
noises, 

These instru- 
ments are selec- 
tive enough to 
ignore the sound 
of a nearby dy- 
namite blast 
while listening to 
the petal falling, 
according to Ol- 
iver K. Kelley, 
chief engineer. 

“They can, for 
example, pick out only the soun: 
of a fan belt from all the nois- 
of a running engine,” he said. 

These instruments are nothing 
more than man’s attempt to match 
the human ear, Kelley said. 


GS HULW ELS Manufacturing Company 


HOUSTON 8, TEXAS 


daily and Sunday 
circulation 
in Texas! 





SUNDAY . . 222,962 


March 31, 1959 Publishers Statements 


DAILY . . 213,110 


Represented nationally by Cresmer & Woodward, Inc. 











ADVERTISEMENT 


Are You A Top Salesman Now Earning $10,000? 


We have a sales opportunity that will pay you $15,000 the first year. 
No investment required. You will act as an independent sales agent 
with an exclusive territory, handling the sale of Childers Carports to 
car dealers. (Read about revolutionary new Childers Carports, see our 
ad opposite this page). If you are interested in immediate earnings 
of $1,200 monthly, write today giving brief outline of your sales 
experience. Agents will be appointed in key territories immediately. 


Bob Childers 
Childers Manufacturing Company* 
3620 W. 11th Street, Houston 8, Texas 


* America's largest manufacturer of prefabricated metal carports. 








O. K. Kelley 











UNderwood 9-3441 °* 3620 W. lith St. ° P. O. Box 7467 «¢ 


July 27, 1959 
To the following National Used Car Managers: 


Mr. F. M. Arnold, Chrysler 

Mr. H. E. Cardoze, Jr., American Motors 

Mr. Ed Cowan, Chevrolet 
Mr. Ed Faub, Ford 
Mr. R. E. Gifford, Oldsmobile 
Mr. John Mahony, Pontiac 

Mr. R. M. Newkirk, Buick 
Mr. E. B. Ribhan, Mercury-Edsel-Lincoln 
Mr. C. J. Staufenbeil, Cadillac 


Gentlemen: 





I am in Detroit this week to ask your advice. I want your 
Suggestions on how we can more effectively inform your dealers 
-of the increased sales and lower costs of other dealers who have 
protected their car lots. 


I look forward to seeing you. 








Sincerely, 
-_—u~———_ 

RAChilders/sc President 
P. S. Before I visit you, will you select two of your dealers 





from those listed on the next page. Please call these dealers 
and ask them how Childers Carports have increased their sales 
and cut their overhead. I'll give you my personal check for 
the calls when I see you. Thanks. 
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Drive to Banish Spare Mounts 


cal trouble as the major source of 
|motorists’ problems. 

In computing the economics of 
the situation, a factor that must 
be remembered is that today the 
spare tire is not only an emerg- 
ency feature but it is also used in 
the rotation of the other four 
tires. 

‘The tire company engineers gen- 
|erally agree that the following 
requirements will have to be met 
before the spare can be eliminated: 

1. The solution would involve no 
| tire change, no need to raise the 
vehicle and should be easily ac- 


_| complished. 


* * * 


Obvious Reliability 


2 THE reliability mechanism 
* should be obvious to provide 
psychological reassurance. 

3. The operator should be made 
aware of his tire damage, otherwise 
further damage and danger would 
result. The tire companies have 
learned that the average driver is 
quite insensitive to his tire pres- 
sure. 

4. The mechanism should pro- 
vide 50-200 miles of service before 
necessitating tire repair. There 
were rather divergent views on 
this subject. 

5. The system should have no 
drawbacks in vehicle ride, stability 
or handling. 

6. It should be easy to mount on 
the assembly line or in the service 
garage, require little service and 
be easy to repair. 

7. It should be reusable. 

* * * 





FAVORED solution of U, S. 

Rubber is the “reserve cham- 
ber” tire which consists of a tire 
with a self-contained, nylon-rein- 
forced diaphragm which normally 
is stored in the wheel well. When 
the tire fails, the reserve chamber 
is inflated through the wheel valve 
from bottled gas or a similar port- 
able source so that the motorist 
may continue for many miles be- 
fore tire repair is necessary. 


In normal service, the tire is 
inflated through a sidewall valve 
above the point where the dia- 
phragm is attached inside the 
tire. To avoid accidentally inflat- 
ing the diaphragm, the wheel 
valve is of special diameter and 
the normal service station air 
hose cannot be used. 


However, the cylinder of com- 
pressed gas would fit the wheel 





et 
Phoenix Concern 
7 
Tests Electronic 
* om 
Ignition System 

PHOENIX, Ariz.—This area has 
become the first region in the na- 
tion selected for quiet testing of 
a new electronic device which, its 
backers claim, will revolutionize 
automotive ignition systems. 

The compact arrangement of 
transistors, tubes and diodes is 
claimed to be a major advance in 
gasoline engine ignition. 

Manufactured by Aviation Elec- 
tronics, Inc., Wichita, Kan., the 


unit has been installed on more 
than 50 automobiles in the area 


by Arizona Ignition Co., 4120 E.|: 


Washington. 


“The system has been installed 
in heavy and light trucks and new 
and used family cars,” Rex Weide, 
general manager of Arizonic and 
general sales manager of Elec- 
tronic Ignition Co.’s western divi- 
sion. “It’s also been tested in race 
track conditions under the super- 
vision of NASCAR. 


“It results in more engine power 
and considerably greater gasoline 
economy, and almost eliminates the 
need for regular engine tuneups.” 

The electronic setup is installed 
as a supplement to the regular ig- 
nition system, which remains avail- 
able for optional operation by way 
of switch, Weide said. 

After installation of the elec- 
tronic system, the distributor is 
used only for timing purposes. The 
spark is supplied electronically at 
a steady strength regardless of en- 
gine speed, said Weide. 

The present price is $140 in- 
stalled. 











valve, A simple adapter is used » 
that any air source could be ugeg 

Among the advantages of the m 
serve chamber is that there is littl. 
likelihood that an abnormaily 
nail would puncture the diaph 
and that the tire would not deflat. 
because of failures between the rin 
and the diaphragm because this 
area would be sealed off by the 
diaphragm. 

* * 


No Weight Problem 


H B. HINDIN, director of re. 

* search for U, S. Rubber, said 
“Though there is a slight increag 
in tire weight, it has not bee 
manifested in ride and handling 
characteristics. 

“The presence of the _ reserve 
chamber has served to improve tire 
stability. This has been carefully 
evaluated by first testing tires with 
the reserve chamber in the well and 
later removing the diaphragm and 
retesting. 

“We believe that we have 
proved the superiority of the re- 
serve chamber design as a means 
of eliminating the spare tire and 
affording the necessary reassur- 
ance to the vehicle owner. We are 
currently conducting the many 
thousands of miles of testing 
necessary to prove the tire com- 
pletely satisfactory with respect 
to normal performance.” 

Hindin said his company is also 
conducting other programs, involv- 
ing an easily stored fabric tube and 
a special inflating cylinder, as well 
as a split rim. 

* 
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* * 


OODYEAR feels that its dual 

compartment “Captive Air” tire 
has the best chance of eliminating 
the spare. The outer tire is of 
standard dimensions, with an in- 
ner tire consisting of two plies of 
nylon fabric reinforced through the 
riding area with two plies of wire 
for puncture protection. The outer 
tire is inflated through a needle 
valve in the sidewall, while the 
inner tire is inflated through the 
regular rim valve. 

If one compartment is punc- 
tured or cut, the other compart- 
ment takes over the load and 
keeps the car going without de- 
lay for well over 100 miles at 30 
miles an hour with a nylon tire, 
or 40 miles at 40 miles an hour 
with a Tyrex tire. If the punctur- 
ing object is large enough to 
slash through both compart- 
ments, the tire fails completely. 
Walter Lee, of the Goodyear re- 
search department, said the success 
of this concept depends on the 
incidence of failure and that it 

won't be considered acceptable until 
the average tire only ruptures once 
in about 200,000 miles. 

“One thing we are sure of,” he 
said, “it will never be perfect. We 
cannot design a pneumatic tire 
against every possible road hazard 
—not even a solid rubber tire would 
be that good.” 

* ok * 


900,000 Now in Use 


| Fe said that Goodyear has about 4 
900,000 Captive Air tires in com- 
mercial use today. Many of the , 
owners of these tires already had 
spare tires, although more and 
(Continued on Page 31, Col. 
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Portable Air Pump— 

A seven-inch tire inflation cartridge that’ 
can be used if the U. S. Rubber reservé 
chamber tire is punctured. Right: The side 
wall valve adapter for normal tire inflation. © 






of re. 
or, Said 
NCTeage 
yt been 


andling 


reserve 
Ve tire 
arefully 
es with 
yell and 
sm and 


have 
he re- 
means 
re and 
assur- 
Ve are 
many 
esting 
/ com- 
espect 


is also 
involv- 
be and 
aS Well 


s dual 
ir’ tire 
inating 
is of 
an in- 
lies of 
gh the 
f wire 
outer 
needle 
le the 
th the 


punc- 
ipart- 
and 
't de- 
at 50 
tire, 
hour 
ctur- 
h to 
part- 
tely. 
ar re- 
uccess 
n the 
nat it 
> until 
; once 


f,” he 
t. We 
c tire 
azard 
would 


about 
com- 
f the 
y had 
p and 
L) 


: 











e that’ 
eserve 
| side 
ation. © 











One Way fo Eliminate the Spare— 


One solution to the spare-tire problem is the use of this U. S. Rubber Co. reserve 


chamber tire. Left: A cross-section of the tire in good condition with the safety dia- 
phragm stored in the wheel well. Right: After the tire fails, air is introduced through 
the lower emergency valve, forcing the diaphragm to cover the top half of the tire. 


* * x 


* * * 





Final Solution Not in Sight... 


Spare on Way Out? 


(Continued from Page 30) 


more of them are being removed 
to make way for additional lug- 
gage. 

In regard to when the spare 
tire will disappear, he said, “I 
don’t believe anybody can answer 
that question to your complete 
satisfaction. It won’t happen in 
1960 and probably not in 1961, In 
1962? Possibly to a limited extent 
and then probably on an optional 
basis, at least at the start.” 
Commenting on the dual or mul- 

tiple chamber tire, U. S, Rubber’s 
Hindin said that the differential in 
circumference between inner and 
outer chambers causes excessive 
slip, abrasion and heat buildup 
when they touch each other under 
deflection or tire bouncing. 
oo * * 


E. DAVIES of Goodrich, said 

* that he felt that the three 
most promising methods of elimi- 
nating the spare tire were: 

1. Simply, the use of four con- 
ventional tubeless tires, plus a con- 
tainer of compressed air to inflate 
tires that were losing air slowly. 
He conceded that this plan would 


Save YOUR 
CUSTOMERS 80% With 
Ts sel aes 


aa 
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The FIRST aud ONLY battery with re- 
placeable cells. Product of % million dol- 


lars research, 25 years’ experience. Pro- 
tected by many U. S. Patents. 


© SELENIUM PLATED GRIDS 
charge fast, hold longer at peak power 
© “VENTAIR” AIR-COOLED DESIGN 
dissipates heat, prolongs life 
®@ OPEN GATE ELEMENT RESTS 
Promotes more power 
© KOPPERS DYLENE POLYSTYRENE CELLS 
resist heat, cold, vibrations 
© KOPPERS DYLAN POLYETHYLENE 
FRAMES 
cushion impact, fit all standard trays 
Should a CELLOMATIC battery cell ever fail, your 
Customer pays only the low, pro-rated cost of a 
single cell, based on a liberal 
48 months guarantee . . . and 
enjoys new battery perform- 
Gnce at a fraction of the cost 
of replacing an entire “old 
type” battery. 
CELLOMATIC and 
STANDARD line batteries for 
every need . . . every budget 


+++ Gutomotive, industrial and 
marine. 








Pre-Sold with 
National Advertising 
SPECIAL DEALER } your customers see! 
SALES PACKAGE: 

“magic formula” 
2+ 4= a battery for 
Gny ca? or light truck! 
Only 2 batteries, 4 frames, 
Serve every customer! Ask 
Your jobber for this pack- 
Gge, including accessories, 


literat nd ce 
— and display ma 





DLT 


V1: a en a) 
REE t.“‘Test 


RANTON CELLOMAT 





DEPT. 21, ARCHBALD, PA. 








be the most difficult to sell to the 
average motorist. 


2. Four puncture-sealing tube- 
less tires. These tires have a layer 
of specially compounded material 
under the tread which adheres to 
an object that punctures the tire. 
When the object is removed, the 
sealing material is drawn into the 
puncture in the tire carcass to 
prevent further loss of air. 


3. Four dual chamber tires. 


Lee also discussed foldable spare 
tires, mounted collapsible spare 
tires (a tire mounted on a wheel 
and inflated when necessary), tube- 
less tires with auxiliary inner tubes 
and tires with a rubber diaphragm. 

* * + 


Firestone Suggestions 


Azar the possible solutions 
suggested by R, P. Powers of 
Firestone was its Perma Spare (a 
thin steel disk with a rubber-cov- 
ered outer edge which is attached 
over the flat tire), the pneumatic 
Perma Spare (which is similar but 
has a small high-pressure outer 
tire on the steel disk), and a col- 
lapsing device which is an inflat- 
able band that is placed around 
the flat tire to make it load sup- 
porting. 

Powers said, “I have attempted 
to describe some of the spare tire 
substitutes which have been in- 
vestigated. There is not a one 
which is equal to a spare tire, but 
there are several which could be 
used if we are willing to accept 
a few conditions. 


“In any event, I assure you we 
are continuing to work on the 
problem and I am certain that 
something good will come of the 
activity.” 


Budd Appoints 
Engineering Aide 


PHILADELPHIA. — Delmar D. 
Robertson has been appointed au- 
tomotive engineering vice-president 
of Budd Co. 

Robertson comes to his new post 
from the Dana 
Corp., Toledo, 
where he was 
sales vic e-presi- 
dent. He will 
make his head- 
quarters at 
Budd’s plant in 
Detroit. 

Robertson start- 
ed with Dana 22 
years ago as a 
sales engineer 
and rose through 
positions of increasing responsibil- 
ity to the vice-presidency. He was 
closely associated with that corpo- 
ration’s activities in the automotive 
industry. 


D. D. Robertson 


Northern Plastics Expansion 


To Increase Capacity 35 Pct. 


LA CROSSE, Wis.—An automatic 
materials-handling system that de- 
livers plastic resins from under- 
ground storage tanks to coating 
machines hag been installed as part 
of a $150,000 plant and equipment 
expansion program being completed 
by Northern Plastics Corp. 

The new equipment will boost 
the company’s production capabili- 
ties an estimated 35 percent, accord- 
ing to Otto P, Labus, manufactur- 
ing vice-president. 
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ADVERTISEMENT 





For only a few cents per car per day, Childers Carports protect your cars from sun, rain, 


snow and hail. These Childers Continental Carports turn “just another lot” into an attrac- 
tive and profitable outdoor showroom 365 days a year. 


Read Why These 5 Dealers Say: “Childers Carports 
Are The Magic Way To Extra Sales, Extra Profit!” 


Read, too, how you can phone 2 of your dealer friends 
long distance -- and Bob Childers pays the cost! 





Little more than one month ago, the 
Childers Carport story was presented 
in this magazine. The response to this 
story has been phenomenal. 

During the past few weeks, hundreds 
and hundreds of dealers across our 
nation have asked for more information 
on how Childers Carports protect and 
glamorize outdoor displays to increase 
sales and cut clean-up and lighting 
costs 50% and more! 

Because of this unprecedented in- 
terest, dealers who have installed 
Childers Carports were asked to tell, 
in their own words, just what Childers 
Carports have done for them. Here’s 
what they say: : 
“Our Childers Thinline Carport will 
pay for itself in a very short time. It’s 
great to do business on our lot in all 
kinds of weather. Our stock looks better 
and we have a lot more traffic.” 
—Manchester Mtrs., Manchester, Ky. 


GA PRET  ghe? 
#. 






Childers Thinline is the revolutionary new 
carport that gives you America’s lowest 
cost protection for your outdoor display. 


Call any 2 of your dealer friends listed below. Let them 
tell you about Childers Carports. Bill me. I'll send my 


UP TO 36 MONTHS TO PAY 
Install Childers Carports now 
under low-cost Childers 36 
Month Finance Plan. Let your 


Childers Carports pay for them- 
selves in savings on clean-up and 
lighting cost plus extra profit 
through increased sales! 





“We think our Childers Thinline is a 
beautiful carport and so does everyone 
else. Dealers from all over the state 
say they are going to place an order. 
As you know, three other dealers here 
in Rensselaer—Felder Chevrolet, Clark 


Motors and Ken Ford’s Auto Supply— | 


have already ordered and installed 
their Childers Carports.” 

—Hoover Mirs., Rensselaer, Ind. 

“A wise investment and a great aid in 
attracting customers.” 

—Scrutchfield Mtrs., Guthrie, Okla. 
“We have our Childers Carport all 
assembled and like it very much. We 
want you to have this picture of it for 
your advertising.” 

—Johnson Bros. Garage, Sparta, Mich. 
“Our Childers Carport has taken 70 


y. mile-an-hour wind without damage.” 


—dJ. L. Tunnel, Kinsville, Texas. 

You, too, can earn extra profits im- 
mediately with Childers Carports. They 
arrive completely packaged. No special 
tools or skills are needed for their easy 
erection. Complete step-by-step instruc- 
tions are included. 

Childers Carports are made in two 
styles: The Continental with its archi- 


tecturally-styled fascia is shown in the | 


personal check for the calls. No obligation! 


Bol Childers 


large photo above. The revolutionary 
new Thinline is designed for maximum 
beauty and long life at lowest cost. 

You can buy the Continental or the 
new Thinline direct from the factory— 
and Childers pays the freight! 

For complete information on how 
Childers Carports can earn extra profits 
for you, please fill out and mail the 
coupon below. 


WE PAY FREIGHT 
TO ANY DEALER IN U. S. 


fp malt THIS COUPON vosare1 
| Childers Manufacturing Co., Dept. AN-3 | 





3620 West 11th Street | 
| Houston 8, Texas | 
| Please rush me complete details on | 
| Childers Carports, along with a list of | 
| 200 dealers in 30 states who have 4 
| installed them, and pictures of actual | 
i dealer installations. i 

(0 Check here for independent engineer's 
: —. 3 oy per sq. ft. snow load 

test o i s Carports. 

1 Company | 
! INGMO  ...........-2.-ccceccccccecenccsecerscrsesesscocsonors | 

Name & 1 
UNIS rsicichshtabssinntieaiaaieneaied ancients 
| Address -...:...--.--snessesnessnsensenesenesetneenees ft 
GOP ccm DRUDD..nccccernniniies 
| (1 Check here if you would like to pay | 

for your carports while they earn profits 
| for you. We finance up to months. | 
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ALABAMA 

Albertville: Clinton Smith Mtrs. 

Alexander City: Dixie Mtrs. 

Calera: Bowden Pontiac 

Cullman: Culpepper Mtr. 

Decatur: Alabama Auto Parts 

Demopolis: Skinner Mtrs. 

Enterprise: Parsse Mtrs. 

Eutaw: Darby Chevrolet 

Yarbrough Service 

Fort Payne: West Buick 

Lenett: Bartlett Auto Sales 

Montgomery: C. E. Pitts Mtr. 
Fairview Buick 

Russeliville: Grissom Mtr. 
Tinsley Mtr. 

Winfield: Pate Chevrolet 


ARIZONA 

Safford: Gila Motors 

ARKANSAS 

Fayetteville: Hatfield Pont.-Cad. 
Phillips Mtr. 

Fort Smith: Medrick Mtr. 

Hot Springs: Meredith Mtr. 

Marvell: Erwin Mtr. 

Russellville: Rye GMC-Pont. 

Siloam Springs: Cari Chev.-Olds. 

Walnut Ridge: Toison Mtr. 


Sales 


CALIFORNIA 

Merced: McCauley Edsel Sales 
DELAWARE 

Dover: C. F. Schwartz Mtr. 
FLORIDA 

Deland: Inland Buick Co. 

Fort Pierce: Perri Oldsmobile 


Green Cove Sprgs.: Roberts Chev. 
Jacksonville: Reynolds Auto 

New S$ a Beach: Watkins Ford 
Pensacola: Green Mtr. 

Quincy: Fryer Smith Mtr. 

GEORGIA 

Calhoun: Davis Bros. Mtr. 
Cedartown: Pickett Chev. 
Cornelia: Stovall Tractor 
Covington: Ginn Mtr. 

Edison: Duke Mtrs. 

Rome: Rome Linc.-Merc. 

Union Point: Morgan Mtr. 

Vidalia: Russell Mtrs. 

West Point: Valley Chev. 

ILLINOIS 

Beecher: R. L. Reising Sales 
Chenoa: Tinges Sales & Service 
Robinson: Dog & Sods 

Rock Island: Buck Buick 
INDIANA 

Bloomington: Barnard Mtrs. 
Bourbon: Berkeypile Chev. 





Fort Wayne: Bob Berry Ford 
Monticelle: Kollol Auto 
Rensselaer: Clark Mtr. Sales 

Felder Chev. 

Hoover Mtrs. 

Ken Ford’s Auto 
Silver Lake: Kerlin Mtr. 
Wabash: Geyer Mtr. Sales 

Gus Dorais Chev. 

IOWA 


Keokuk: Tigue Mtrs. 
KANSAS 
Caney: Toner Mtr. 
Sharon Springs: Heyl Mtr. 
KENTUCKY 
Ashland: Troy E. Fairchild Buick 
Berea: Hymer Ford Sales 
Elizabethtown: Pate Mtr. 
Georgetown: Bevins Mtr. 
Horse Cave: Dee & Jay Mtr. 
Liberty: Griffin-Wesley Mtrs. 
London: Reynolds Mtr. 
Madisonvilie: Universal Mtr. 
Manchester: Manchester Sales. 
Paintsville: Brown Auto Sales 
Scottsville: Hobdy, Dye & Read 
Vanceburg: J. F. Bertram Co. 
LOUISIANA 
Amite: Hood Mtr. Co. 
Ferriday: Weber Ford 
Jonesville: Babin Mtrs. 
Lafayette: Lafayette Mtr. 
Monroe: McCain-Roberts 
Oakdale: Scott Cain Mtr. 
Wheeler Chev. 
Ponchatoula: Sellers Mtr. 
Sandersville: Sid’s Auto Exch. 
Thibodaux: Autohome Buick 
MARYLAND 
Cumberland: Gurley’s, inc. 
MICHIGAN 
Belding: Breimeyer Chev. 
Clarkston: Clarkston Mtr. 
Grand Rapids: Bravata Marine 
Otterbein's 
Linden: Close Chev. Sales 
Sparta: Johnson Bros. 
Sparta Mtrs. 
MISSISSIPPI 
Cleveland: Wilson Mtr. 
Indianola: Deita Mtr. Service 
McComb: Lewis-Day Mtrs. 
Robinson's 
Moss Point: Grafe Auto 
Port Gibson: Allen Mtr. 
Senatobia: Brown Gulledge 
Taylorsville: Hankins Chev. 
Tupelo: Thompson Mtrs. 


missouri 

Aurora: Charles White Mtr. 

Camdenton: Laughlin Mtr. 
Phillips Mtr. 

Carthage: Howard Buick 

Clinton: Ray Crouch Mtrs. 


Sadler Mtr. 
Columbia: Nathe Chev. 
DeSoto: Meyers & Datilio Mtr. 
Eildon: Tompkins Chev. 
Houston: Ferguson Buick-Pont. 

Romines Mtr. 
Jefferson City: Central Mo. Mtrs. 
Kansas City: Art’s Sports 
Memphis: Memphis Imp. 
Moberly: Henry A. Taylor 

Sanders Mtr. Sales 
Wheaton: Wheaton Tractor 
NEW MEXICO 
Albuquerque: A. Ray Barker Mtr. 

Motorsport Corp. 

Deming: Kenedy Mtr. 
Farmington: Basin Mtr. 
Fort Sumner: Withers Mtr. 
Las Cruces: Mesilla Mtr. 

Stephen Auto Exch. 
Portales: Deans Auto Service 
Santa Fe: Santa Fe Mtr. 
Taos: Bill Miller Chev. 
NEW YORK 
Watertown: Kemp’s Garage 
NORTH CAROLINA 
Concord: Ed Stallings 
Greenvilie: Brown & Wood 
Murfreesbore: Fisher Mtr. 
New Bern: F & L Used Cars 
OHIO 
Bryan: Donaldson Mtr. Sales 
Waverly: Clarence Vallery 
OKLAHOMA 
Chickasha: Randolph's Auto Sales 
Fairview: Cornelsen Mtr. 
Guthrie: Scrutchfield Mtr. 
Woodward: Ferguson Mtr. 
OREGON 
Grants Pass: Kelt Chev. 
Medford: Lea Motors 
PENNSYLVANIA 
Beaver Springs: Kline Mtrs. 
Johnstown: Cambria Mtrs. 
New Castle: Morrison Buick 
SOUTH CAROLINA 
Greenville# Greenville Auto 
TENNESSEE 
Dayton: Arnold Mtr. 

Arnold Tractor 

Gurley Mtr. 

Duniap: Wagner Mtr. & Equip. 





Fayetteville: Roy Warren Buick 
Greenville: Harrison Mtr. 
Madison: Jones Pontiac 
McKenzie: Vaughn's Auto Sales 
Waverly: Eveready Mtr. 
TEXAS 
Amherst: Crow Chev. 
Angleton: Martin Mtrs. 
Aransas Pass: Justin Snyder 
Beeville: Hunt Auto 
Bowie: Bob White Mtr. 

Bowie Mtr. 
Burnet: Fry Mtrs. 
Burton: Zuehike Chev. 


_ Clarksville: Marchbank’s Pont-Cad 


W. A. Dob: 
Clifton: Stewart Mtr. 
Corsicana: Norris-Hamilton 
Dallas: Earl Hayes Chev. 
El Campo: Wilson Mtr. 
Galveston: Kyle Gilespie Mtrs. 
Houston: Bland-Willis Cad. 
Houston Cont. Mtrs. 
Huntsville: Earl Morris Mtrs. 
Mallery & Smither 
LaGrange: LaGrange Mtrs. 
Liane: Ratliff Chev. 
Lufkin: Angelina Chev.-Cad. 
Madisonville: P. M. Standley 
Malakoff: Bankston Mtrs. 
McKinney: Cox Chev. 
Mission: Ludwig Mtr. 
Sharyland Impl. 
Muenster: Endres Mtr. Co. 
Muleshoe: C&H Chev. 
Nacogdoches: N. W. Smith Mtr. 
Orange: Bob Moses Mtr. 
Gasgow Mtr. 
San Saba: Golding Mtrs. 
Shaw Mtrs. 
Seymour: Morris-Wirz Chev. 
Sherman: Chase Chev. 
Stephenville: Jones Chev. 
Teague: L. R. Boyd Mtr. 
Weslace: Pearre Mtr. 
West: Kozelski Mtrs. 
West Columbia: Clyde V. Lee 
VIRGINIA 
Emporia: Capito! Service Station 
WEST VIRGINIA 
Bluefield: W. R. Keesee & Co. 
Parkersburg: Dils Edsel Sales 
WISCONSIN 
Kenosha: Anderson Mtrs. 


son 
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New Recommendations by Auto Men Due in Fall... 





Oil-Drain Feud May Get Hotter 


(Continued from Page 26) 


policy that each owner should fol- 


low for his car. 
+ ca om 


Important Considerations 


N EVEN more important con- 

sideration affecting the oil- 
change interval is the conditions 
under which a particular vehicle 
is driven. What are the weather 
conditions? Is the car driven on 
short or long trips? Are the roads 
dusty? How much power does the 
engine have and what condition is 
it in? 

The answers to these questions 
will determine to a large extent 
what contaminants are in an en- 
gine’s oil, as well as the degree 
to which they are expelled from 
a crankcase. 

Among the contaminants of en- 
gine oil are water, gas particles, 
dust, dirt, soot or unburned carbon, 
oxides of nitrogen, carbonic, sul- 
furic and sulfurous acids, lead sul- 
fate, chlorine, bromine and several 
other chemicals, These materials 








then form rust, sludge, varnish and 
other byproducts that damage an 
engine, 

An important fact is that these 
contaminants do almost all the 
harm to an engine, since the oil 
itself hardly ever wears out. Clean 
oil, however, does lose some of its 
effectiveness through additive de- 
pletion. 

* * ok 


How Engine Is Protected 


HILE engines can be protected 

from these noxious materials 
in a number of ways, by far the 
best way is to heat the oil so that 
the contaminants pass out through 
the crankcase breathing vent in 
the form of vapor or steam. 

Thus, an engine is always 
either increasing or decreasing 





Besly-Welles Opens in L. A. 


LOS ANGELES.—A branch office 
and warehouse at 3224 Union Pa-| 
cific Ave. has been opened by 
Besly-Welles Corp. South Beloit, Ill. | 





these contaminants—the colder 
the engine is, the more contami- 
nants that are being introduced. 
An important fact is that an en- 
gine warms up much more slowly 
than its water warms up. 

Oil and auto industry officials are 
in agreement that a modern engine 
doesn’t really get warm until it’s 
been driven about 15 miles. And 70 
percent of U. S. driving is of a 
stop-and-go variety. 

Repeatedly, the fuel experts as- 
serted that the suburban house- 
wife, who makes several short trips 
a day, is much harder on her car’s 
engine oil than the salesman who 
drives 500 miles a week, because 
he purges much of the contami- 
nants from his engine. 

Running an engine cold, which 
naturally occurs more in the win- 


tertime, also is rough on an engine} 


because more condensation devel- 
ops, combustion is poorer (result- 
ing in more noxious gases) and 


The GTR Company 





Nixon Agrees to Visit 
Akron Soap Box Derby 


AKRON.—Vice-President Rich- 
ard M. Nixon will be the guest 
of honor when the 22nd running 
of the All-American Soap Box 
Derby is held here Aug. 16, The 
derby is sponsored by Chevrolet 
and about 150 newspapers and 
civic organizations, 

Nixon accepted the invitation 
of John S. Knight, president of 

‘the Akron Beacon Journal, local 
newspaper host. Nixon plans to 
Ieave on a visit to the Soviet 
Union this week. 





the action of corrosive acids is 
more severe. 
* * ok 
AY and oil-company engineers 
agree that modern engines are 
harder on oil, largely because their 
greater horsepower results in lower 
“load factors” (the percent of an 
engine’s potential horsepower that 
is actually in use). The more pow- 
erful an engine is, the more time 
it will be “loafing,” or running cold 
|in city traffic, 
However, modern engines par- 
tially counteract this with im- 








buys a packaged plan for the future 


-.. with the help of the tna Life’s Business Planning Department 


The King Bearing Company is a close corporation manufacturing for the automotive 
field. The stock of the company is held by President Herbert F. King 

and members of his family. They operate the business. 
Recently a member of the local Atna Life Business Planning Department explained 


how death of a principal stockholder can create major problems. His heirs may be 


forced to unload a substantial block of stock to pay death taxes, thus watering down 
their control of the corporation. With the help of their A2tna Life representative, 
attorney and accountant, a plan was developed to avoid this danger by taking 
advantage of certain favorable tax legislation designed for just such a situation. 
If you own or operate any kind of business, it will pay you to investigate the vital need 
for a business continuation plan — and no one is better equipped to serve your in- 
terests than the Business Planning Department of your local Aitna Life General Agency. 





4E'TNA LIFE 


INSURANCE COMPANY 
Affiliates: Atna Casualty & Surety Co. + Standard Fire Insurance Co. « Hartford; Conn. 











ae 
proved filters, block and 
metals, bearing design and mate. 
rials, wear-resistant coatings ang 
crankcase ventilation. 


Furthermore, the auto and gj 
engineers agree that oils have 
improved. The first oil additives 
were developed 25 years ago ang 
now almost every motor oil ha 
from four to eight additives {o, 
reducing wear and acidity, prevent. 
ing corrosion, oxidation or sludge, 

Many of these additives are de 
tergents or dispersants which don’ 
eliminate the contaminants, by 
they break them into smaller mole. 
cules which flow easily through the 
engine (and the filter) withoy 
causing _ damage. Paradoxically, 
these detergents cause a gray dis. 
coloration of the oil when they're 
effective, but when they lose their 
effectiveness, the oil often clear; 
up. 











* * * 


Dipstick Poor Guide 


oo is one reason why exam. 
ination of an engine’s dipstick 
is not a worthwhile way to analyz 
engine oil, although often an up- 
healthy gumminess or grittiness 
can be observed. 

While the auto people admit 
the oils have improved, they still 
maintain that many of them are 
not good enough and should be 
improved. Several years ago, a 
step in this direction was taken 
with the establishment of the 
“MS,” “MM” and “ML” designa- 
tions to identify oils suitable for 
severe, medium and light service. 
But the auto makers then decid- 
ed to recommend only MS oils 
and this system was rendered 
useless. 

Now the auto companies, and 
particularly Ford Motor Co., are 
urging the adoption by the auto 
and oil industries of an MS Pro- 
cedures Test that would define pre- 
cisely what a high-grade oil should 
do. 

Developed by the American So 
ciety of Testing Materials, this pro- 
cedure consists of five sequences of 
tests, amounting to about 600 hours 
of testing in Oldsmobile, DeSoto 
and Lincoln engines. 

However, the oil companies are 
reluctant to go along with this 
plan because they don’t want to 
be dictated to and because they 
don’t all want to be selling the 
same product, according to one 


oil official. 
* * * 


Industry Ultimatum 


ICTOR G. RAVIOLO, executive 

director of Ford’s engineering 
staff, recently told the API that if 
agreement can’t be reached on the 
definition of various types of oils, 
the auto industry will be forced 
to issue lists of approved oils or 
purchase approved oils and dis- 
tribute them to the public. 

In regard to the oil-change in- 
terval, there is a definite trend 
to the use of time, rather than 
mileage, as an indication of oil 
contamination. 

All sides agree that this is 4 
much more valid criterion, since 


the housewife’s. stop-and-go engine 
is then given just as much protec- 
tion as the 500-mile-a-week sales- 
man’s engine. 










No Expense 
Spared to Catch 
Auto Absconder 


VANCOUVER, B. C.—Money 
doesn’t count when Lloyd Campbell, 
Campbell Motors, sets out to collect 
an account. 

He sold a $3,500 station wagon to 
@ man.on an $800 down payment. 
No further payments were made. 

Campbell learned the man had 
driven the car to New York and 
shipped it to Sweden. 

His long-distance efforts to re 
cover the car failed so he persuaded 
his father, retired dealer Jock 
Campbell, to fly to Sweden. 

The senior Campbell advertised 
in Swedish papers and soon trac 
the man. 

“The guy was so surprised he 
handed the car over without any 
trouble,” said Lloyd, “But I'm 
afraid I haven’t gained very much 
except the satisfaction of .catching 
him.” 

The air trip cost $1,250, return 
shipment of the car, $475, In addi- 
tion there were hotel expenses and 
additional depreciation to be taken 
into account. 
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WHAT IT MEANS TO YOU. ... 


The Big Three s 


One look at the uniformed figure guarding this gate 
tells you this is as close as you'll get to the important 
automotive project he’s protecting. Throughout the 
industry, it’s the same story of tight security. 


What’s the well-kept secret? This year, it’s even more 
than the competitive features of next year’s cars; this 
year, it’s that big topic that has turned automotive 
small-talk to small car talk everywhere! 


With small cars from the Big Three will come a need 
for new engine parts and running gear components; 
new configurations in glass, plastics and rubber; new 
castings, forgings and sheet metal stampings. 


It may be a smaller car, but it’s still a manufacturer's 
nightmare—that is, until he finds suppliers who have 


what he needs in material, quality, quantity, price 
and service. 


How do you let the industry know about your prod- 
uct? By advertising regularly in the weekly News- 
paper of the Industry -- AUTOMOTIVE NEWS. 
Whether they are responsible for the small car proj- 
ect, full-size cars, or trucks or buses, AUTOMOTIVE 
NEWS readers are important to you. They are fac- 


tory management and production decision-makers; 
engineering, styling and sales executives; car and 
truck dealers, and their service and parts managers. 
They subscribe* to AUTOMOTIVE NEWS for all 
the news they need to keep abreast of their fast- 
moving industry. 


If you have important news for them, let them know 
about it soon, in the one news source they'll be cer- 
tain to read next Monday, and every Monday 


_ morning! 


*44,000 paid subscribers, 85 percent of whom an- 


The most influential publication in the automotive industry. 
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little secret! 


nually renew at the regular $9 rate without offers 
of premiums, cut rates or other inducements. 


NEW YORK: Edward Kruspak, Howard E. Bradley, 
Murray Hill 7-6871 


CHICAGO: J. Goldstein, Bill Gallagher, State 
2-6273 

DETROIT: R. L. Webber, William R. Maas, Roy 
Holihan, Woodward 3-9520 

SAN FRANCISCO: Jules E. Thompson, Douglas 
2-8547 


LOS ANGELES: Robert E. Clark, Hollywood 3-4111 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of ’58s added and '50s dropped in December, 1957. Prices of '59s added and ’51s dropped in December, 1958. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are 
for sale of July 14. 

BUICK—’59 Electra 4-dr. Riviera, $2,910* 
(ps); LeSabre 2-dr. hardtop, $2,525* 


(ps). 
58 Super 4-dr. Riviera, $1,920* (ps). 
°57 Century Estate wagon, $2,060* (ps); 
4-dr. Riviera, $1,690* (ps). 

"56 Century 2-dr. Riviera, $1,200* (ps), 
$925*; Special 4-dr. Riviera, $940*. 
°55 Century 4-dr. Riviera, $990* (ps); 
Special 2-dr. Riviera, $970* (ps), 
$725*, $620; — 2-dr, Riviera, $875* 

(ps), $840° (ps 
"54 Super 2-dr. Riviera, $700*; Century 
2-dr. Riviera, $595* (ps); Special 2- 


$3,850* 


dr., $375. 
OCADILLAC—’58 Eldorado conv., 





COLORADO 


Denver Auto Auction 


5% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 

Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 














CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our I2th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 














FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 


* 








INDIANA 











Veal: 


DYER 
SALE EVERY FRIDAY 


CARS AT 12:30 P.M. 
TRUCKS, JULY 31st, 11 A. M. 


Checks and Titles Guaranteed 


12 Years—same location—Rte. 30, 
2 miles west of Rte. 4! 


UMion 5-2361 Chicago line: REgent 1-6181 





INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 


MARYLAND 
BEL AIR—Bel Air Auto Auction. Ti- 


checks guaranteed. Cars p- 
re, 12 noon. Established 1947. 


ee eee eee 





(ps); (62) Coupe de Ville, $3,850* 
(ps), $3,765* (ps); conv., $3,595* (ps), 
$3,450* (ps); 4-dr. hardtop, $3,590* 
(ps). 

’57 (60) Special 4-dr., $3,250* (ps), $3,- 
100* (ps); Eldorado Seville, $3,100* 
(ps); (62) Coupe de Ville, $3,000* 
(ps), $2,700* (ps); Sedan de Ville, $2,- 
950* (ps); 4-dr., $2,675* (ps); 2-dr., 
$2,585* (ps). 

"56 (60) Special 4-dr., $2,250* (ps); 
(62) conv., $1,955* (ps). 

55 Eldorado conv., $1,695* aie (62) 
Coupe de Ville, $1, 390* (ps 

*54 (62) Coupe de Ville, $1, tase (ps), 
$1,390* (ps). 


CHEV ROLET—’59 Impala (8) sport coupe, 
$2,600* (ps), $2,575* (ps); 4-dr., $2,- 
350* (ps); Bel Air (8) 4-dr., $2,400* 
(ps); Biscayne (6) 2-dr., $2,000*. 

"58 Corvette (8) conv., $2,650; Impala 
(8) sport coupe, $2,250* (ps), 
(ps); Bel Air (8) 4-dr., $1,795*; 4-dr., 
hardtop, $1,685; Biscayne (8) 2-dr., 
$1,670* (ps); 4-dr., $1,665*, $1,590. 

’57 Corvette (8) conv., $2,525*, $2,200, 
$2,150; Two-ten (8) station wagon, 
$1,670*, $1,640*; sport sedan, $1,525*; 
Delray, $1,355; 4-dr., 2 at $1,285*; 


MICHIGAN 





Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


“DUAL RING" 2 lines running simultane- 
ously. 


Conveniently located in the heart of the 
automobile world. 


@ Ten acres of completely fenced parking 
area, 

® Always a fine selection of sharp cars. 

@ Friendly relations prevail at all times. 

® Congenial auctioneers. 

® Fair management, 


MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Mana 
3711 Western Road Phone CEdar ?. 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just ' mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and insure Titles 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
Twin Ring Selling 








$2,200° | 


Two-ten (6) 4-dr., $1,185; Bel Air (8) 
sport coupe, $1,600* (ps), $1,595*; 4- 
dr., $1,530* (ps); conv., $1,480*. 
"56 Corvette (8) conv., $1,850*; Bel Air 
(8) conv., $1,350*; sport sedan, $1,- 
325* (ps), $1,125; sport coupe, $1,- 
290°; 4-dr., $1,075*; Two-ten (8) sta- 


tion wagon, $1,250; One-fifty (8) util- 
ity sedan, $935. 
’55 Nomad (8) 2-dr., 
(8) conv., $1,050*; sport coupe, $685*; 
Bel Air (6) 2-dr., $835*; Two-ten (8) 
station wagon, $975* (ps). 
*54 Two-ten 2-dr., $475; One-fifty utility 
sedan, $275. 
| CHRYSLER—’57 NY 2-dr. Hardtop, §$2,- 
145* (ps); 4-dr., $1,835* (ps); Wind- 
sor Town & Country, $2,100* (ps); 2- 
dr. hardtop, $1,840* (ps), $1,710* 
(ps); Saratoga 4-dr., $1,845* (ps). 
DeSOTO—’'57 Firedome 4-dr., $1,575* (ps); 
2-dr. hardtop, $1,390*; Firesweep 4- 
dr. hardtop, $1,275*. 
’55 Fireflite 2-dr. hardtop, $765*. 
’53 Firedome 4-dr., $330*. 
DODGE—’59 Coronet (8) 2-dr., $2,285*. 
‘57 Sierra (8) 4-dr. (pass.), $2,000* 
(ps). 
"56 Royal (8) 2-dr. hardtop, $770*; 


$1,320; Bel Air 


MISSISSIPPI 


JACKSON — Greater Jackson Auto 
Auction, Wilmington St., Box 8468. 
Wed., 12:30. Check, Title Guarantee. 


NEW JERSEY 





Minutes from New York City 





AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 


Dual Lane Sale—4 Auctioneers 
EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 
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NATIONAL AUTO 
DEALERS EXCHANGE 


Cor- ! 


(Copyright, 1959, by Automotive News) 





onet (8) 2-dr. hardtop, $620*. 





EDSEL—’58 Corsair 2-dr. hardtop, $1,635*. 

FORD—’59 Thunderbird (8), $4,400* (ps), 
$4,250* (ps), $4,200* (ps), $4,000*, 
$3,850* (ps), $3,845* (ps), $3,825* 
(ps), $3,800* (ps), $3,790* (ps), $3,- 
700* (ps); Fairlane 500 (8) 2-dr., $2,- 
235* (ps). 

’58 Thunderbird (8), $3,175* (ps), $3,- 
065* (ps); Fairlane 500 (8) conv., 
$1,940* (ps); 2-dr. Victoria, 2 at $1,- 
860* (ps); 4-dr. Victoria, $1,815* (ps); 
4-dr., $1,750*; Fairlane (8) 4-dr., $1,- 
505, $1,450*; Custom (8) 4-dr., $1,- 
485*; Custom 300 (8) 4-dr., $1,325*. 

’57 Fairlane 500 (8) skyliner, $1,910* 
(ps); 2-dr. Victoria, $1,705* (ps), $1,- 
625* (ps), $1,505* (ps), $1,425* (ps); 
4-dr. Victoria, $1,540* (ps); Country 
sedan (8) 4-dr., $1,735* (ps), $1,470* 
(ps); DelRio (8) 2-dr., $1,610*; Ranch 
Wagon (8) 2-dr., $1,485*; Fairlane 
(8) 4-dr., $1,085* (ps). 

*56 Thunderbird (8), $2,130*; Country 
Squire (8) 4-dr., $1,225*; Parklane 
(8) 2-dr., $1,100; Fairlane (8) 4-dr., 
$850*, $795. 

55 Thunderbird (8), $1,960, $1,675* 
(ps); Country sedan (8) 4-dr. (9 


NEW YORK 
EA IS LETTS OLAS SERRE 
GREATER NEW YORK 
AUTO AUCTION, INC. 

(Exit 31—Merrit Parkway) 
Bedford-Banksville Road, Banksville, N.Y. 
Sale Every Tuesday—12 Noon 
Auctioneer—CARL MARKER 


Guaranteed Checks and Titles. 
Phone—BEdford Village 4-3100 


























LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 


Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


PENNSYLVANIA 


Now! 3 Lanes 


AT THE WORLD'S BIGGEST 
AUTO AUCTION 


Manheim 
Auto Auction, Inc. 


Manheim, Pa. on Route 72 
Phone Manheim MOhawk 5-2401 
5 miles So. of Pa. Turnpike 


700-900 Clean Cars Auctioned Every Friday 
Auction Checks Issued; Guaranteed Titles 


















for Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Leok in LUCAD. 


mem 
pass.), $1,110*; (6 pass.), $5, $6ap¢ 
(ps); Ranch wagon (8) 2-d: , $amoe. 
Fairlane (8) 2-dr., $770; 4-d , $640¢: 
Victoria, $600*; conv. » $600* Custom 
(8) 2-dr., $610*; 4-dr., $550; ain (g) 
business sedan, $400. 

IMPERIAL — ’'57 Crown 4-dr.. $2,259 
(ps); Imperial 4-dr., $2,245* (ps), 

LINCOLN—’58 Continental Mari. Ir7 ‘ 
dr. hardtop, $3,780* (ps); Pr+ miere 4. 
dr. hardtop, $3,100* (ps); ‘apri 4 
dr. hardtop, $2,935* (ps). 

57 Premiere 2-dr., $2,095* (Ds) $1,859» 
(ps). 

’56 Capri 4-dr., $1,395* (ps). 

’53 Capri 2-dr., $310* (ps). 

MERCURY—’57 Montclair 4-dr., $1,675 
(ps); Monterey 2-dr., $1,475*, $1,299 

’56 Monterey 2-dr., $935*. : 

’55 Monterey 2-dr., $670*. 

’54 Monterey 4-dr., $510*; 2-dr. lardtop 
$425". ’ 

52 Monterey 2-dr., $355*, $245*. 

NASH—’52 Ambassador Custom 4-dr, 
$120. 

OLDSMOBILE—’59 (88) Super Holiday 
$3,200* (ps). ; 

"58 (98) 4-dr. Holiday, $2,370* (ps); 
(88) Super 4-dr., $2,300* (ps), 

"57 (88) 2-dr. Holiday, $1,510"; 4-dr, 
$1,485* (ps). 

*56 (88) 4-dr. Holiday, $1,295* (pg), 
(98) 2-dr. Holiday, $1,205* (ps). 

’55 (88) Super conv., $1,115* (ps); 4 
dr. Holiday, $1,070* (ps); (95) 2-dr, 
Holiday, $1,070* (ps). 

’54 (98) 2-dr. Holiday, $800, $715* (ps), 
$690*; conv., $635* (ps); (88) Super 
2-dr. Holiday, $650* (ps); (88) 2c-dr, 
Holiday, $550. 


PLYMOUTH—’59 Savoy (6) 4-dr., $1,750, 

’58 Suburban (8) Custom, $2,300* (ps), 

$1,910*, $1,870*; Savoy (8) 4-dr., $1,. 
600°. 

’57 Suburban (8) Custom 4-dr., $1,665*; 
2-dr., $1,330*%; Belvedere (8) 2-dr, 
hardtop, $1,435*; 4-dr., $1,355* (ps), 
$1,095*; Plaza (6) 2-dr., $850*, $740*, 

’56 Belvedere (8) 4-dr., $735*; Plaza (8) 
2-dr., $690°*. 

’55 Belvedere (8) 2-dr. Hardtop, $825*, 

’54 Savoy 2-dr., $355. 

PONTIAC—’56 Star Chief 2-dr. 
$1,145* (ps), $950*; 
Chieftain 2-dr. Catalina, 
$745". 


Catalina, 
4-dr., $995* (ps); 
$985*; 2-dr., 


’55 Star Chief conv., $875* (ps); 2-dr, 
Catalina, $685*; Chieftain 4-dr., $565*, 
’54 Star Chief 2-dr. Catalina, $550* (ps), 
$440* (ps). 
RAMBLER—’57 Super (8) 4-dr., $1,130, 
’54 Custom Cross Country, $685". 


STUDEBAKER—’56 Golden Hawk (8) 2 
dr. hardtop, $1,110*. 

’*55 Commander (8) 4-dr., $660*. 
WILLYS—’54 Aero Ace 2-dr., $375. 

"52 Aero Eagle 2-dr. hardtop, $215. 
’51 station wagon, $400. 
MISCELLANEOUS—’59 Ford (8) Ranch- 
“ero, $1,900* (ps). 

’*5S Ford (8) Ranchero, $1,480* (ps); 


(Continued on Page 36, Col, 1) 


PENNSYLVANIA 
CORRY AUTO AUCTION 


Route 6, Corry, Pa. 

EVERY FRIDAY—1:00 P.M. 
Guaranteed Checks— 
Guaranteed Titles 
“The friendliest auction with the most ac 
For reserved numbers calli 
Auctioneers: 
Cummings, 

Hartley. 








TENNESSEE 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








TEXAS 








AMARILLO AUTO 
AUCTION, INC. 
10TH Phone: DR 2-9503 
WE PICK UP AND SELL 


FOR LEASING COMPANIES ANYWHERE 
12 Years Fair Dealing 


Auction Checks Issued—— 
SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 


3202 E. 
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WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 
10644 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
HIGH MARKET AREA 


Write for free accurate market reports 
Bill Johnson Beb McConkey 
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Roundup from State Capitals... 


By Bethune Jones 


Legislative Correspondent 
ONTINUATION of the trend toward further liberalization 
of unemployment-compensation laws, with its accom- 
ying pressures on employer contribution rates, was 
among the significant features of current state legislative 


sessions. 

Bills liberalizing such laws 
through maximum benefit in- 
ereases, benefit period exten- 


sions or in other major respects 
have been enacted thus far this 
year in Arkansas, California, Colo- 
rado, Connecticut, Florida, Hawaii, 
Idaho, Illinois, Indiana, Iowa, 
Kansas, New Mexico, North Caro- 
lina, New Hampshire, Utah, Ver- 
mont, Washington and Wisconsin. 


| similar legislation was vetoed in 


Montana. 

Bills broadening the application 
of such laws to small employers 
heretofore exempt were enacted in 
New York and 
Oregon. 

California, Indi- 
ana and Ohio en- 
acted laws legal- 
izing the payment 
of employer- 
financed supple- 
mental benefits in 
conjunction with 
state unemploy- 
ment compensa- 





: tion. 
Sesiane Sones Gov. William 
Egan vetoed an Alaska bill which 
would have removed a $4,200 ceiling 
on wages subject to employment- 
security taxes, and provided for 
inclusion of an experience-rating 
system in jobless-insurance levies. 


An Arkansas law raised maxi- 
mum benefits from $26 to $30 a 
week and extended the payment 

from 18 to 26 weeks. Mini- 
mum benefits were boosted from 
$7 to $10 a week. Another new 

Arkansas law prevents strikers 
from receiving the benefits. 

California Gov. Edmund Brown 
won legislative approval of his rec- 
ommendations to increase maxi- 
mum benefits from $40 to $55 a 
week and to boost the amount a re- 
cipient could earn and still remain 
eligible for benefits from $3 to $12 
a week. 

The legislation, which will be 
financed through higher employer 
contributions, also extended the 
payment period from 26 to 39 
weeks whenever unemployment in 
the state exceeds 6 percent of its 
labor force. 


Colorado raised the ceiling on 
weekly benefits from $35 to an au- 
tomatic formula that will be com- 
puted twice a year. The formula 
lifts the maximum to 60 percent of 
the individual’s weekly pay, up to 
a maximum of 50 percent of the 
average weekly wage in industries 
covered by unemployment compen- 
sation. \ 

The average weekly wage in Colo- 
tado at the time of the legislation’s 
enactment was $84, thus lifting the 
benefit ceiling to $42. 

* * * 
BILL enacted in Connecticut 
increased its maximum from 
$40 to $45 a week and provided 
for extension of the 26 weeks’ dura- 
tion of benefits during periods of 
high unemployment. 

Florida raised its maximum 
from $30 to $33 and extended 
the payment period from 16 to 26 
weeks, 


A new Hawaii law brings agri- 
cultural workers under its act and 
Taises benefits to $45 a week and 
Payment period to 26 weeks. 

Gov. Robert E. Smylie signed an 
Idaho bill which provides that 
under certain conditions the State 
Employment Security Agency may 
increase by 50 percent the entitle- 
Ment of claimants who have ex- 
hausted their regular benefits. Only 
One three-month extension could 
be granted a claimant in one bene- 
fit year, extending from July 
through June. 

Illinois enacted a bill to extend 
Payments in times of recession. 
Payments will be made for a maxi- 
mum of 39 weeks when 4.375 pey- 
cent of the covered employes in the 
State are out of work. Below that 


point, the maximum will be the 


old level of 26 weeks. 
+ * * 
LLINOIS also increased benefits. 
Under these measures, agreed 
to by employer and labor organiza- 
tions, the minimum paid to a single 
unemployed worker without de- 
pendents will be raised from $30 
to $32 a week. Other changes will 
included: 
An increase from $33 to $37 for 
@ person with a dependent non- 
working spouse; from $36 to $40 
for a person with one dependent 
child; from $39 to $44 for a per- 
son with two dependent children; 
from $42 to $47 for a person 








Every car owner is a prospect for this 
amazing new undercoating. Cork, one 
of nature’s most efficient insulating 
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increase in the number of weeks/ to 24 weeks and an increase in the 





Legislation Affecting Auto Industry 


with three dependent children; 
and from $45 to $50 for one with 
four or more dependent children. 


Indiana increased maximum ben- 
efits from $33 to $36 and extended 
the payment period from 20 to 26 
weeks. 

A bill incorporating a “family” 
status concept in benefits was en- 
acted in Iowa, The maximum pay- 
ment to an unemployed man with 
a nonworking wife and four chil- 
dren will be $44 a week, Maximum 
payment to a married man with a 
nonworking wife and no children 
will be $32 a week. The eligibility 
period was increased from 24 to 
26 weeks. Iowa law heretofore set 
the top benefit at $30 a week, with 
the benefit the same for a single 
man as one with dependents, 

Kansas passed a bill increasing 
the maximum from $34 to $40 a 
week and establishing an adjusta- 
ble ceiling on the benefits for the 
first time. It also provides for an 





from 20 to 26 weeks and in mini- 
mum benefits from $5 to $10 a 
week. 
+ + * 

i ANOTHER Kansas develop- 

ment, a five-member special 
committee on unemployment in- 
surance was formed by the State 
Legislative Council to study details 
and make recommendations to the 
1961 Legislature. 

A new Maine law substitutes 
the discretion of the State Em- 
ployment Security Commission 
for a mandatory emergency in- 
crease in the unemployment-fund 
contribution rate. Heretofore 
Maine required the tax rate of 
every employer to go to 2.7 per- 
cent of payrolls whenever benefit 
payments in the first half of any 
calendar year reach 4% percent 
of payrolls on which contribu- 
tions are based. The new act will 
permit the commission to decide 
whether such an increase is nec- 
essary. Rates now vary from .5 
to 2.7 percent. 

On the ground it “only further 
aggravates a critical situation,” 
Gov. J. Hugo Aronson vetoed a 
Montana bill calling for an exten- 
sion of benefit eligibility from 22 


35 


weekly maximum from $32 to $34. 
The bill also would have raised the 
average of employer taxes from 1.2 
to 1.7 percent of taxable payrolls. 

Another change would have low- 
ered from $28 million to $25 million 
the unemployment fund level at 
which all employers must be taxed 
at the maximum of 2.7 percent. 
Aronson had earlier pointed out 
that the fund dropped about $7.5 
million in 1958 and contended it 
would be “extremely unwise” to in- 
crease benefits this year. 

Gov. Ralph G. Brooks signed a 
Nebraska bill to allow workers in- 
eligible for vacation pay to draw 
unemployment compensation while 
on vacation during plant shut- 
downs. A veto had been urged by 
the Associated Industries of Neb- 
raska, 

+ * * 


'W MEXICO enacted a bill in- 
creasing maximum benefits 
from $30 to $36 a week, 

New Hampshire increased bene- 
fits by $360,000 a year. Among 
other provisions, it will boost the 
maximum from $32 to $38, 

New York extended coverage to 
all employes, effective next Jan. 1, 
instead of those working for em- 
ployers of two or more persons. 





YOUR MARK-UP IS 
100% OR MORE ON 
LION 


Nokorode 
G > FR 8 


UNDERCOATING 





the new, improved undercoat that insulates as it protects 


road noises. 


materials, is a primary ingredient, 
bringing increased efficiency to both 


car heaters and air conditioners. Just 
one-eighth inch dry film thickness ap- 


plied to the underside of a car will 


decrease heat loss or gain by 40%! 


In addition to its superior insulating 
qualities, Lion Nokorode protects 


N OIL COMPANY 


A DIVISION OF MONSANTO CHEMICAL COMPANY 
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LION OIL COMPANY 

A Division of Monsanto Chemical Company 
Dept. AN-G, El Dorado, Arkansas 

Please send complete information about Lion Nokorode Cork Under- 
coating and how it can increase my market and profits. No obligation, 


of course. 
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against rust, prevents squeaks and 
rattles, stops dust leaks and deadens 


WRITE TODAY FOR FULL DETAILS 
ABOUT LION NOKORODE CORK 
UNDERCOATING AND HOW IT 
CAN OPEN A BIG, NEW PROFIT- 
ABLE MARKET FOR YOU... 
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Used-Car Auction Prices 
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F-100 (6) %-ton panel, $775, 

'57 Ford (8) F-100 %-ton pickup, §$1,- 
165; $1,125*; Chevrolet (6) %-ton 
stake, $1,995; Dodge (6) %-ton panel, 
$735. 

’55 Chevrolet (6) Cameo, $875; Ford (8) 
F-100 %-ton pickup ,$545*. 

‘54 Chevrolet 1%-ton stake, $825; GMC 
%-ton pickup, $580*. 

’53 Chevrolet %-ton pickup, $590, $435; 
GMC %-ton pickup, $400. 


FLINT 


Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of July 15, Sold 
181 cars out of 254 consignments. 
BUICK—’58 Special 4-dr., $1,915*. 

’57 Special Estate wagon, $1,600*; conv., 
$1,520*; 2-dr. Riviera, $1,410* (ps); 
4-dr., $1,305*, $1,240*; Super Riviera 
2-dr., $1,435* (ps), $1,410* (ps), 

’56 Special Estate Wagon, $1,320*; 4-dr. 
Riviera, $1,000*; RM conv., $1,305* 
(ps); Super 2-dr. Riviera, $1,010* 
(ps); 4-dr. Riviera, $950* (ps); Cen- 
tury 2-dr, Riviera, $970*. 

655 Century 4-dr. Riviera, $800*; 2-dr. 
Riviera, $640* (ps), $600*; Special 2- 
dr. Riviera, $750*, $595*, $525; 4-dr., 
$560*; 2-dr., $570; RM 4-dr., $540*; 
Super 2-dr. Riviera, $515* (ps). 

"54 Special 4-dr., $275; 2-dr. Riviera, 
$245". 

CADILLAC—’57 (62) 2-dr., 

'5S (62) 4-dr., $1,385* (ps). 


$2,300* (ps). 


’54 (62) 4-dr., $1,135*. 
CHEVROLET—’59 Impala (8) conv., $2,- 
600; sport coupe, $2,330*; Parkwood 
(8), $2,510*. 


58 Impala (8) sport coupe, $2,330*; $1,- 
725*; conv., $2,175* (ps); Bel Air (8) 
4-dr., $1,800* (ps); 2-dr., $1,725", $1,- 
610*; Biscayne (8) 4-dr., $1,675*; Bis- 
cayne (6) 4-dr., $1,500, $1,450; Delray 
(6) 2-dr., $1,275. 


'57 Two-ten (8) conv., $1,480*; 2-dr., 
$1,280*; 4-dr., $1,250%; Two-ten (6) 
club coupe, $1,410*; Bel Air (8) club 
coupe, $1,400; 2-dr., $1,325*; Bel Air 
(8) club coupe, $1,400; 2-dr., $1,325*; 
Bel Air (6) 4-dr., $1,200*; One-fifty 
(6) 2-dr., $970. 

"56 Two-ten .(8) 4-dr., $835*; 2-dr., 
$655*; Delray (8) 4-dr., $575. 

’55 Two-ten (8) station wagon, $805*, 
$775*; Two-ten (6) 4-dr., $545; 2-dr., 
$505, $500, $485*; Bel Air (8) 2-dr., 
$605*, $560*; Delray (8) club coupe, 
$565. 

CHRYSLER—’56 Windsor club coupe, 
$910* (ps). 

*50 4-dr., $105. 

DeSOTO—’58 Fireflite 2-dr., $2,070*, $2,- 


050". 
’56 Firedome 4-dr., $845* (ps). 
DODGE—’ 57 Coronet (8) 4-dr., $1,170*. 
’56 Royal 4-dr., $920* (ps); 2-dr., $735*. 
55 Coronet (8) 2-dr., $510; Royal 2- 


dr., $485. 
EDSEL—’58 Pacer conv., $1,700*; 4-dr., 
$1,355* (ps); Citation 4-dr., $1,630* 
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Model Breakdown 
Of Auction Averages 











July, 1959 June, May, 
Model To Date 1959 1959 
5 $2,613 $2,625 $2,572 
1958. 1,809 1,888 1,890 
1957. 1,297 1,333 1,343 
a 909 949 966 
Bes dosisenscess 683 711 7138 
ee 432 447 468 
aD eicveseiscied 288 298 298 
ee 194 198 218 
Overall —_—-  ——— 
Average $1,028 $1,056 $1,062 
(ps); Ranger 4-dr., $1,325*. 
FORD—’59 Custom (8) 4-dr., $2,040*, 


’58 Fairlane (8) conv., $2,125*, $1,715* 
(ps); 4-dr., $1,385; Fairlane 500 (8) 
4-dr., $1,610; Country sedan (8), $1,- 
815*; Custom 300 (6) 4-dr., $1,380* 
(ps); 2-dr., $1,300. 

’57 Thunderbird 2-dr., $2,535* (ps); 
Fairlane (8) conv., $1,380; Fairlane 
500 (8) 4-dr., $1,360* (ps); 2-dr., $1,- 
285*; Country sedan (8), $1,370*; Cus- 
tom 300 (8) 4-dr., $1,235*, $1,070*, 
$1,070; 2-dr., $1,055*, $915*, $750, 
$700; Ranch wagon (6), $1,225. 

56 Country sedan (8), $955; Fairlane 
(8) club coupe, $925; 2-dr., $855*, 
$810*; 4-dr., $690*, $585; Custom (8) 
2-dr., $790*; Main (8) 2-dr., $660; 
4-dr., $600. 

’55 Fairlane (8) club coupe, $840; Cus- 
tom (6) 4-dr., $650*; Custom (8) 2- 
dr., $525, $405; Main (6) 2-dr., $215. 

’54 Country sedan (6) 2-dr., $405; Cus- 


DO THE JOB RIGHT! 


TO COVER THE WHOLE DELAWARE VALLEY YOU NEED 
THE TRENTON TIMES and THE CAMDEN COURIER-POST 


Ay, cut the suit to suit the man, 
But leave the cutting to those who can. 


You wouldn't ask the clothing salesman to do his own 
tailoring, would you? He is—or he should be—a special- 


ist in his own area. 


And that, very simply, is what we are, specialists in our 
own area. We will make no extravagant claims beyond 
the following, {and you'll note we've been careful to 
the prosperous 
we offer un- 


document 


ourselves): 
eastern side of Delaware Valley USA ", 
matched newspaper coverage of a large audience with a 


Anon. 


In our market, 


proven propensity toward spending '. 


Proof 
1. Income per 
average 


person almost 


$200 higher than 


2. Retail sales -for both cities now run better than 12% 
of the national average 


Rates for these power-packed dailies are so low (they can 


the national 


ahead 





tom (8) 4-dr., $400*, $295*, $285*; 
Custom 300 (8) 2-dr., $225*, 
LINCOLN—’56 Capri club coupe, $350. 
MERCURY—’56 Custom 2-dr., $650*. 
’55 Montclair 4-dr., $650*; Monterey 2- 
dr., $470*. 
’54 Custom 2-dr., $310. 
OLDSMOBILE—’56 (88) $1,090*, 
$1,000*; 2-dr., $965. 
"55 (98) 2-dr., $825* (ps); (88) 2-dr., 
$490* 


’54 (88) 4-dr., $425*. 
PLYMOUTH— 57 Savoy (6) 2-dr., $785. 
PONTIAC—’58 Chieftain 4-dr., $1,730*. 
'57 Super Chief station wagon 4-dr., 





4-dr., 


$1,620*. 

’55 Chieftain club coupe, $730*; 2-dr., 
$525*, $480; 4-dr., $495; Star Chief 
2-dr., $640*. 


*54 Chieftain 2-dr., $185*. 
"53 4-dr., $165* (ps). 
RAMBLER—’59 Super (8) 4-dr., $1,830. 


'58 Cross Country (8) 4-dr., $1,775*, 
$1,755; Super (8) 2-dr., $1,625. 
56 Super 4-dr., $715. 
STUDEBAKER—’56 President (8) 4-dr., 


$300* (ps). 

’55 Champion (6) station wagon, $450. 

MISCELLANEOUS—’57 GMC %-ton pick- 

up, $1,090. 

’56 Ford %-ton panel, $190*. 

’55 Chevrolet %-ton pickup, $590. 

53 Ford %-ton pickup, $120*, 

’52 Ford 1%-ton stake, $235. 


ALBANY, N. Y. 


Tim Anspach Dealer’s Auto Auction, Sale 
every Monday. Prices are for sale of July 
13. Sold 170 cars from 206 consignments. 
BUICK—’58 Special 4-dr. Riviera, $1,920. 


57 RM 2-dr. Riviera, $1,450*; Special 
4-dr, Riviera, $890*. 

’56 Special 2-dr., $940*. 

"55 Special conv., $870*; 2-dr, Riviera, 


$750*, $700*, $660*, $525*%; Century 
2-dr. Riviera, $850, $750* (ps); Super 


IT PAYS TO CROSS THE DELAWARE 


be bought separately, or as a package for just 63c a 
line) that you'll find it easy to tailor your media picture 


for best coverage on both sides of the Delaware Valley. 


Talk to the Man from McDevitt! 





CAMDEN COURIER -POST 


Established 1875 


TRENTON TIMES 


Established 1883 


Represented natienolly by GEORGE A. McDEVITT CO., INC. @ NEW YORK @ CHICAGO @ PHILADELPHIA @ DETROIT @ LOS ANGELES 






2-dr, Riviera, $650* (ps). 

*54 Special 4-dr., $390*; Century 2-dr 
Riviera, $385*. 

CADILLAC—’58 (62) 2-dr., $3,550* (Da) 
55 (62) conv., $1,325*; 4-dr., $1,269" 
’53 Limousine, $590* (ps). . 

CHEVROLET — ’59 Nomad (8), $2,709. 

Impala (8) 2-dr, hardtop, $2,439* ' 
’58 Brookwood (8) 4-dr., $1,740*; Bel 
Air (8) 2-dr, hardtop, $1,740*; 4.d, 
$1,660* (ps); Biscayne (6) 4-dr., g)” 
600*; Two-ten (6) 4-dr., $1,400, 
350; 2-dr., $1,300. 
(Continued on Page 37, Col. 1) 


Used Imported 
Cars 


Albany 


Ford (English)—’58 Anglia 2-dr., $700, 

Hillman—’56 4-dr., $510. 

Lloyd—’ 57 station wagon, $435. 

Renault—’58 4-dr., $810. 

Vauxhall—’58 Super 4-dr., $1,185. 

Volkswagen—’59 Karmann-Ghia 2-c<r., §2,. 
150; Sunroof 2-dr., $1,500. 


Bordentown, N. J. 


Ford (English)—’58 2-dr., $1,000. 
Jaguar—’58 4-dr., $2,785. 
Liloyd—’58 2-dr., $950; 
dr., $525. 
MG—’58 MGA conv., $1,800. 
Sunbeam—’52 station wagon 2-dr., $220, 
Vauxhall—’58 4-dr., $1,100. 
Volkswagen—’59 2-dr., $1,600 


"58, $1,120. 
Buffalo 


Fiat—’57 (600), $660. 
Volkswagen—’57 2-dr., $1,035. 


$1. 
$1. 


station Wagon 2 


Chicago 
Jaguar—’54 XK-120 roadster, $1,020. 
Metropolitan—’55 hardtop, $680. 
Opel—’58 2-dr., $1,315. 
Volkswagen—’59, $1,765. 
’58 2-dr., $1,325. 


Detroit 


Ford—(English)—’59 Prefect 4-dr., $1,325, 
MG—’59 2-dr., $2,010. 

Metropolitan—’58 2-dr., $1,165. 
Renault—’58 4-dr., $800. 

Thames—’58 2-dr., $1,075. 


Dyer, Ind. 


Ford (English)—’50 Consul, $1,020. 
Triumph—’59 TR3 conv., $2,360. 


Los Angeles 


Austin—’55 Healey roadster, $1,180. 
Borgward—’57 Isabella 2-dr., $1,040. 
Goliath—’57 station wagon 2-dr., $275. 
Hillman—’57 Husky, $600. 
Jaguar—'53 120 M conv., $900; Mark VII 
4-dr., $490. 

MG—’56 MGA roadster, $1,295. 
Renault—’59 Dauphine 4-dr., $1,250. 

’58 Dauphine 4-dr., $1,210; 4-dr., $1,150. 

’57 Dauphine 4-dr., $955, $800. 
Triumph—’59 TR-3, $2,200. 

58 4-dr., $900. 
Volkswagen—’59 2-dr., $1,780, $1,700, $1,- 

625. 

’58 2-dr., $1,500. 

’57 2-dr., $1,185. 

’56 sunroof 2-dr., $1,025. 

’55 conv., $975; 2-dr., $700. 

*54 2-dr., $700. 

’53 2-dr., $600. 
Volvo—’58 2-dr., $1,375. 


Portland, Ore. 


Borgward—’57 station wagon 2-dr., $1,120. 
Fiat—’58 roadster, $2,000. 
Ford (English)—’59 Consul 4-dr., $1,470. 
Hillman—’58 4-dr., $1,195. 
Volkswagen—’58 2-dr., $1,285. 

’57 Karmann-Ghia 2-dr., $1,800, 


Sacramento 


Triumph—’55 roadster, $990. 
Volkswagen—’57 Karmann-Ghia, $1,675; 2- 
dr., $1,210, $1,160. 
"56 2-dr., $1,075. 


Salt Lake City, Utah 


Ford (English)—’58 Anglia 2-dr., $850. 
Hillman—’58 Husky, $775. 

MG—’52, $505. 

Volkswagen—'55 2-dr., $950. 


Seattle 


Ford (English)—’59 Consul 4-dr., $1,565. 
Hillman—’57 station wagon, $705. 
Jaguar—’58 4-dr., $2,780. 
Morris—’56 4-dr., $645. 
Simca—’59 station wagon, $1,395. 
Volkswagen—’58 2-dr., $1,475, $1,460. 
’57 2-dr., $1,085, $1,000. 
’56 Karmann-Ghia, $1,400; 2-dr., $1,175. 
’53 2-dr., $525. 


Syracuse 
MG—’57 MGA conv., $1,330. 


West Palm Beach, Fla. 


Ford (English)—’58 Zephyr conv., $1,400. 
Hillman—’57 Husky 2-dr., $585. 
Isetta—’'55, $225. 
Renault—’58 Dauphine 4-dr., $955*. 
Vauxhalli—’58 4-dr., $1,150. 
Volkswagen—’ 56 conv., $650. 

> * - 


Used Trucks 


DIXIE TRUCK AUCTION 
duly 6 
Chevrolet—’57 %-ton pickup,. $860. 
'56 Delivery, $495. 
’54 %-ton pickup, $325. 
’52 %-ton pickup, $450. 
"51 %-ton pickup, $285, $255; carry-all, 


$255. 
’50 %-ton pickup, $345. 
’46 school bus, $320. 
Ford—’58 %-ton pickup, $1,210, $1,075. 
’56 %4-ton pickup, $810, $695; 2-tom 
$785. 
» 55 2-ton, $895; %-ton pickup, $435. 
International—’51 pickup, $250. 
’49 van, $215. 
Willys—’57 Jeep dispatcher, $525. 
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57 Bel Air (8) conv., $1,750* (ps); 4- 
ar. hardtop, $1,600; Two-ten (8) sta- 
tion wagon, $1,350*; 4-dr., $1,210*; 
Two-ten (6) 4-dr., $1,200*, $1,180*, 
$1,109", $1,065. 

96 Bel Air (8) conv., $1,285; 2-dr. hard- | 
top, $1,110*, $1,050*, $80$*; Bel Air 
(6) 2-dr., $900; Nomad (8), $1,135*; 


Two-ten 4-dr., $890, $750; 2-dr., $810; 


One-lifty (8) station wagon, $850*. 
55 Be! Air (8) conv., $1,150*; 2-dr., 
$730* (ps); 4-dr., $680 (ps), $550*; 
Two-ten (8) 4-dr., $775*; 2-dr., $670, 
$545; One-fifty (6) 2-dr., $525. 

)—’57 Firesweep 2-dr. hardtop, $1,- 
350°. 


56 Firedome 4-dr, hardtop, $960*, 
55 Fireflite 4-dr., $660* (ps). 
popGE—'55 Royal (8) 4-dr., 
Sierra (8), $850* (9 pass), 
53 Coronet (8) 4-dr., $160. 
FORD—'59 Thunderbird (8) 2-dr., $3,475*. 
58 Country sedan (8), $1,810*; Fairlane 


$570*; 


500 4-dr., $1,670*; Custom 300 (8) 4- 
dr., $1,200*. 

57 Fairlane 500 (8) 2-dr, Victoria, $1,- 
400*; 2-dr., $1,300*; Fairlane (8) 2- 
dr, Victoria, $1,050*; Ranch wagon 
(6), $1,120. 

56 Country sedan (8), $1,200* (ps); 


Ranch wagon (8), $1,060*, $825, $820; 


Fairlane (8) conv., $1,050*; 4-dr., 
$950*; Fairlane (6) 4-dr., $910; Cus- 
tom (6) 2-dr., $640; Main (6) 4-dr., 
$430; Crest (8) 4-dr., $425. 
55 Fairlane (8) 2-dr. Victoria, $800; 
2-dr., $700*, $680; 4-dr., $600*;. Cus- 


tom (8) 2-dr., $700; 4-dr., $680*; Cus- 
tom (6) 4-dr., $450; Ranch wagon (8) 
$620; Ranch wagon (6), $450; Main 
(6) 2-dr., $500; Main (8) 4-dr., $385. 
LINCOLN—’55 Custom 4-dr., $500*. 
URY—’58 Monterey 4-dr., $1,750*. 
‘57 Turnpike Cruiser sedan, $1,419* (ps); 
Monterey 2-dr., $1,240*. 
56 Custom 2-dr., $1,125*; 
OLDSMOBILE — ’56 (98) 4-dr. 
$1,100°. 
"55 (88) 4-dr., $750* (ps). 
"54 (88) 4-dr., $470*. 
PACKARD—’52 Clipper 4-dr., $100. 
PLYMOUTH—’58 Suburban (6) 2-dr., $1,- 


2-dr., $580°*. 
Holiday, 


300. 
57 Plaza (8) 2-dr., $695. 
66 Belvedere (8) conv., $1,125; 4-dr., 
$725; Plaza (6) station wagon, $825. 
‘65 Savoy (6) 4-dr., $560*%; 2-dr., $460. 
PONTIAC—’'56 Chieftain 4-dr., $820*. 
‘65 Star Chief conv., $850*; 2-dr. Cata- 
lina, $750*, $700*; 2-dr., $490; 4-dr., 
$650*; Chieftain 4-dr., $650*, $620*; 
2-dr., $500. 
‘64 Star Chief 4-dr., $390*; Catalina, 


$390. 
MISCELLANEOUS—’56 GMC 2-dr., $800. 
'55 Chevrolet %-ton pickup, $450. 


DETROIT 


Aptco Auto Auction, Sale every Wed- 
nesday. Prices are for sale of July 15. 
BUICK—’5S8 Special 4-dr. Riviera, $1,725*. 

’57 Estate wagon, $1,730* (ps); Special 

Riviera, $1,080. 


"66 Special 2-dr. Riviera, $960*; 2-dr., 
$760*; RM conv., $875*. 

’55 Special 2-dr. Riviera, $615*; Super 
2-dr, Riviera, $600* (ps). 

CADILLAC — ’58 (62) hardtop, $3,450* 
(ps); (60) Special hardtop, $2,900* 


(ps). 

‘57 Coupe de Ville hardtop, $2,550*; 2- 
dr. hardtop, $2,500*; (62) 2-dr, hard- 
top, $2,335* (ps). 

55 (60) hardtop, $1,260* (ps). 
CHEVROLET—’59 Bel Air (8) 4-dr., $2,- 
135*; Biscayne (6) 2-dr., $1,775. 

‘58 Impala (8) conv., $1,975, $1,950* 
(ps), $1,760* (ps), $1,750* (ps); Im- 
pala (6) conv., $1,835* (ps); Brook- 
wood (6), $1,830; Delray (6) 2-dr., 
$1,345. 

"57 Two-ten (8) station wagon, $1,570*; 
2-dr., $970; Two-ten (6) 2-dr., $1,050; 
Bel Air 4-dr., $1,460*; 2-dr., $1,325*; 
Bel Air (6) 2-dr., $1,290. 

"55 Two-ten (6) 2-dr., $700, $640; 4-dr., 
$590*, $545*. 

CHRYSLER—’57 NY hardtop, $1,700* (ps); 


Windsor 2-dr, hardtop, $1,500* (ps). 
*56 Windsor 4-dr., $1,180* (ps). 
‘55 Windsor 2-dr., $750* (ps); conv., 
$580* (ps). 
‘0 —’57 Fireflite hardtop, $1,570* 
(ps). 
56 Firedome hardtop, $890*, $850*. 


DODGE—’58 Coronet 2-dr. hardtop, $1,- 
600" 


"57 Royal hardtop, $1,310*. 

56 Royal 4-dr., $1,025* (ps). 

EDSEL—’58 Pacer 4-dr. hardtop, $1,550* 
(ps); 2-dr., $1,490*. 

FORD—'58 Thunderbird (8) 2-dr. 
top, $3,080* (ps), $2,940* (ps), $2,- 
860* (ps); Country sedan (8) 4-dr., 
$1,975; Fairlane (8) 2-dr. Victoria, 
— (ps); 2-dr., $1,495; 4-dr., $1,- 


hard- 


’ST Fairlane 500 (8) conv., $1,650* (ps); 


2-dr. Victoria, $1,550* (ps), $1,490* 
(ps); 2-dr., $1,320*; Fairlane (8) 2- 
dr., $1,050*; Ranch Wagon (8), $1,- 


300* (ps), $1,300*%; Custom 300 (8) 4- 
dr., $1,120, $935; 2-dr., $1,100. 

"56 Fairlane (8) 4-dr., $1,070*%, $1,045* 
(ps), $1,025; conv., $1,020* (ps); 2- 
dr. Victoria, $1,010*; 2-dr., $675*; 
Ranch wagon (8), $900; Custom (8) 
2-dr., $785*, $665*, $660*. 

55 Fairlane (8) Victoria, $750*; 4-dr., 
$725*; Country sedan (8), $710* (ps); 
Custom (8) 2-dr., $575; Main (6) 2- 
dr., $415; Main (8) 2-dr., $325. 

N—’57 Hornet Super (6) station 
Wagon, $1,230. 

"56 Hornet (8) 4-dr., $570* (ps). 

IAL—’58 Crown Imperial 4-dr., $3,- 
350* (ps). 

"57 Crown Imperial 4-dr, hardtop, $1,- 

15380" (Ps). 

56 Imperial 4-dr. hardtop, $1,375* (ps). 

LINCOLN—'58 Premiere 2-dr., $2,705*. 

57 Premiere hardtop, $2,110* (ps), $2,- 
100* (ps). 

URY—’57 Monterey 2-dr. hardtop, 
oe (ps); .Montclair 4-dr., $1,440* 
Ps). 

"56 Montclair 4-dr., $930*; Custom 2-dr., 
$570". 


*55 Montclair hardtop, $645*; Monterey 
4-dr., $600*. 
ASH—’'57 Ambassador Super (6) station 


Wagon, $1,395. 

MOBILE — ’57 2-dr. Holiday, 
$1,600*; 4-dr. Holiday, $1,400*; (98) 
4-dr., $1,460* (ps), $1,440* (ps) . 
(88) Super conv., $1,240* (ps), $1,- 
240* (ps); 4-dr, Holiday, $925* (ps); 


(88) 







Used-Car Auction Prices 





| 


| PLYMOUTH—’58 Belvedere (8) 2-dr. hard- 





BUICK—’58 Special 4-dr., $1,970*. 
*57 Century 4-dr. Riviera, $1,665* (ps); 
Estate Wagon 4-dr., $1,595* (ps); 
Special 2-dr. Riviera, $1,550* (ps); 
4-dr., $1,025; Super 2-dr. Riviera, 
$1,440* (ps); 4-dr. Riviera, $1,375* 
(ps); 4-dr., $1,370*. 
"56 RM conv., $1,165* 
dr, Riviera, $1,125* 
’55 Century 4-dr. 
$870* (ps); conv., $880* (ps); 2-dr. 
Riviera, $875* (ps); Special 2-dr, Ri- 
viera, $700*; 4-dr. Riviera, $530* (ps), 

$470*; Super 4-dr., $500*. 
°54 Special 2-dr. Riviera, $565*, 
Century 2-dr. Riviera, $535*; 


(ps); Special 4- 

(ps). 

Riviera, $890* (ps), 
(98) Holiday, 
$1,000*. 

PACKARD — ’'55 Clipper 
$500* (ps). 


$1,220*; (88), $1,037*, 


2-dr. hardtop, $345° 


conv., 


top, $1,550*; Plaza (8) 4-dr., $1,355*; 


2-dr., $1,285. $425*; RM 2-dr. Riviera, $405*. 


’57 Belvedere (8) conv., $1,305* (ps); | CADILLAO —’59 DeVille 4-dr. hardtop, 
hardtop, $1,190*; 2-dr., $1,135*, $1,- $5,550* (ps); (62) 4-dr., $4,460* (ps); 
150* (ps); Savoy (8) 2-dr, hardtop, 2-dr., $4,375* (ps). 
$1,055; 4-dr., $740*. *58 (62) conv., $3,605* (ps), $3,545* 

’56 Belvedere (8) 4-dr., $800*; hardtop, (ps); 2-dr., $3,300* (ps), $3,050* (ps); 
$750*; Suburban (8) 2-dr. station 4-dr., $3,000* (ps). 
wagon, $640. ’57 Eldorado Seville, $3,075* (ps); (62) 

’55 Belvedere (8) 4-dr., $325. conv., $2,310* (ps); Sedan de Ville, 

PONTIAC—’59 Catalina 4-dr., $2,360*. $2,150* (ps). 
‘58 Super Chief hardtop ,$1,800*. "55 (62) Coupe de Ville, $1,525* (ps); 
’57 Star Chief 4-dr, hardtop, $1,675* 4-dr., $1,250* (ps). 
(ps). *54 (62) conv., $900* (ps). 

56 Star Chief 4-dr., $975*. CHEVROLET—’59 Impala (8) conv., $2,- 

’55 Chieftain hardtop, $650*; 4-dr., 670* (ps); 2-dr., $2,415* (ps), §$2,- 
$500*. 385* (ps), $2,360* (ps), $2,350* (ps). 

’54 Chieftain 4-dr., $325*; 2-dr., $280. "58 Impala (8) conv., $2,040* (ps), $2,- 


RAMBLER—’58 Rebel (8) station wagon, | 000* (ps); 2-dr., $2,010* (ps); Brook- 





$1,830. wood (8) 4-dr., $1,695* (ps); Bel Air 

"57 Deluxe (6) 2-dr., $1,060; Super 2- (8) sport sedan, $1,690*; sport coupe, 

dr., $1,050. | $1,680*, $1,600* (ps); Biscayne (6) 

’56 Super (6) 2-dr., $550. 4-dr., $1,680*, $1,550*; 2-dr., $1,625*; 

STUDEBAKER—’59 Silver Hawk (6) 2- Biscayne (8) 4-dr., $1,625* (ps), $1,- 

dr., $1,800. 610* (ps), $1,575*, $1,500*; Delray 
55 Commander (8) 2-dr., $350. (6) 4-dr., $1,160. 

’57 Bel Air (8) conv., $1,585* (ps), $1,- 

CHICAGO 555, $1,550* (ps), $1,535; sport coupe, 

$1,560* (ps), $1,085*; sport coupe, $1,- 

Greater Chicago Auto Auction, Sale every 475* (ps), $1,455, $1,400; 4-dr., $1,- 

Thursday. Prices are for sale of July 16. 305*, $1,100*; 2-dr., $1,110*; Two-ten 

Sold 363 cars from 548 consignments. (8) station wagon, $1,365*, $1,275*; 


$325* (ps); Super 2-dr, Riviera, $485*, | 
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One-fifty (6) 4-dr., $1,060. 


"56 Bel Air (8) sport sedan, $1,075*; 
Two-ten (6) station wagon, $825*; 
4-dr., $650. 

"55 Bel Air (8) conv., $875*; sport 
coupe, $845*, $570*; 2-dr., $775*, 


$685*; 4-dr., $720*; Bel Air (6) 4-dr., 
$735*; sport coupe, $510; Two-ten (6) 


Delray, $795*; station wagon, $700*; 
Two-ten (6) station wagon, $690*; 2- 
dr., $470. 

’54 Two-ten 2-dr., $575; station wagon, 
$405; Bel Air 4-dr., $550*; 2-dr., 
$285*. 

CHRYSLER—’57 NY 2-dr. hardtop, $1,- 
750* (ps). 

’55 Windsor 2-dr, hardtop, $590* (ps); 
$500*. 

’54 Windsor 4-dr., $470*. 

DeSOTO — ’57 Firesweep 4-dr., $1,335*, 
$1,015*. 

’56 Firedome 4-dr., $700*. 

’55 Firedome 4-dr., $780*, $540*; 2-dr. 
hardtop, $650* (ps). 

DODGE—’57 Coronet (8) conv., $1,375* 


(ps); 4-dr., $1,220*. 
’55 Royal (8) 2-dr, hardtop, 2 at $650*. 
FORD—’59 Thunderbird (8), $4,000* (ps); 
Galaxie (8) 2-dr., $2,300*. 

’58 Thunderbird (8), $3,300* (ps), $2,- 
910* (ps); Fairlane 500 (8) skyliner, 
$2,250* (ps); conv., $1,910* (ps); 2- 
dr. Victoria, $1,700*, $1,675* (ps); 
4-dr., $1,650*, $1,435* (ps); Country 
Sedan (8) 4-dr., $1,765; Fairlane (8) 
4-dr., $1,500; Custom 300 (8) 4-dr., 
$1,425* (ps), $1,415*, $1,400*; Cus- 
tom (8) 4-dr., $1,000*. 

"57 Fairlane 500 (8) skyliner, 
(ps); 2-dr, Victoria, $1,535*; 
$1,330* (ps), $1,290*; conv., $1,240* 
(ps); Country Sedan (8) 4-dr., $1,- 
465*, $1,300* (ps); Ranch Wagon (8) 
2-dr., $1,200*, $1,070* (ps); Ranch 
Wagon (6) 2-dr., $1,120; Custom 300 
(6) 4-dr., $1,150*, $1,040*; Fairlane 
(8) 4-dr., $1,145* (ps), $1,035*; Fair- 
lane (6) 2-dr, Victoria, $1,100; Cus- 


$1,605* 
4-dr., 
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tom (6) 2-dr., $890*. 

’56 Fairlane (8) 2-dr. Victoria, $1,140*, 
$845*, $775*, $745, $725; 4-dr., $730, 
$720* (ps); Custom (8) 4-dr., $690, 
$650*; 2-dr., $515, $450. 

’55 Fairlane (8) conv., $825* (ps); Vic- 
toria, $795*; Crown Victoria, $675; 
4-dr., $595, $540, $490*, $450*, $330*; 
Custom (6) 2-dr., $530, $470, $425; 
4-dr., $300; Custom (8) 4-dr., $450*. 

’54 Country Squire (8) 4-dr., $590*; 
Crest (8) 2-dr, Victoria, $475*; Ranch 


Wagon (6) 2-dr., $425; Custom (8) 
2-dr., $375*, $290; 4-dr., $325*. 
HUDSON — ’'55 Wasp (6) 2-dr., $345*; 


Hornet (6) 4-dr., $265*. 
IMPERIAL—’57 Crown 4-dr. hardtop, $2,- 


370* (ps); Imperial 2-dr, hardtop, 
$2,100* (ps). 

LINCOLN — ’58 Premiere conv., $3,500* 
(ps). 


’57 Premiere 4-dr, hardtop, $3,150* (ps). 

’56 Premiere 4-dr., $1,265* (ps). 

’55 Capri 2-dr., $700* (ps), $625* (ps). 

MERCURY—’58 Monterey 2-dr., $1,570*. 

’57 Monterey 4-dr., $1,400*; 2-dr., $925*; 
Turnpike Cruiser 2-dr., $1,290* (ps). 

*56 Monterey 4-dr., $900*; Custom 2-dr., 
$650". 

"55 Montclair 2-dr., $550*, $540* (ps). 


*54 Monterey 4-dr., $520*, $395*; 2-dr., 
$490*, $480*, $455*, $325*. 
NASH—’57 Ambassador (8) 4-dr., $1,110*. 
OLDSMOBILE—’59 (88) 4-dr., $2,100. 
’58 (88) 4-dr. Holiday ,$2,425* (ps); 
(88) Super conv., $2,20$* (ps). 
"57 (88) Super 2-dr. Holiday, $1,715* 


(ps); (88) 4-dr. Holiday, $1,570* (ps); 
2-dr. Holiday, $1,320* (ps). 

°56 (98) conv., $1,490* (ps); (88) Super 
conv., $1,350* (ps); (88) 4-dr., $1,095* 
(ps); 2-dr., $970*. 

’55 (98) 2-dr. Holiday, $960* (ps), $900* 
(ps), $850* (ps); (88) 4-dr., $850*, 
$710* (ps); 2-dr., $740*; 2-dr., Holi- 
day, $610* (ps). 


(Continued on Page 38, Col, 1) 


For New Car “Get Ready” or 
Used Car “Re-Conditioning” 





Provide Much More 


Lustre and Protection 


Liquid Glaze can be applied to new cars in five 
minutes—wiped off in ten—with no hard rubbing, 
polishing or buffing required. 

Liquid Glazed used cars look better, longer—bring 
higher prices and sell much faster. They need never 
be reglazed while on the lot. 

Material costs for longer-lasting Liquid Glaze 
reconditioning treatments are extremely low. One 
man can do up to five cars a day at less than one 
dollar per unit material cost. 


OTL Me 





FOS SUERIDAM STEBET, LAMSEWS, MISCRIO AU Qiccocesmiecisccudsnationdnebarenindbannidibenla 


Liquid Glaze Treatments Take 








(C) Please send me a copy of your “Dollars and Sense” booklet on the 


(C) Please invite us to your nearest clinic on the care of Acrylic Paints 
and Super Enamels. 


ee 


| LIQUID GLAZE, INC. 

704 Sheridan St., Lansing, Mich. 

| operation of a car appearance department. 

| (_] Please send me 8 oz. samples of new Liquid Glaze and Cleaners. 
| 

Make of Car Sold 

| Dealer Name 

: Street Address 

| City or Town 
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K—’'5 cial 2-dr. Riviera, $1,330* '52 Custom (8) 4-dr., $305; conv., $180*. "57 (62) Coupe de Ville, $2,650* . 
a ; LINCOLN—'59 Continental Mark IV conv., | conv... $2,600 (pa). (re); 
’56 Super 4-dr. Riviera, $880* (ps). $4,960* (ps). % -dr., , Ps). 
. . "55 Century 2-dr, Riviera, $810* (ps). ’55 Capri 2-dr., $925* (ps). CHEVROLET—’59 Impala (8) 2-dr, harg. 
se = or uc ion rices CADILLAC—’59 (62) conv., $4,700* (ps), | MERCURY—'54 Monterey 4-dr., $455°. : top, $2,395*. 

$4,570° (ps). OLDSMOBILE—’58 (98) conv., $2,360. 58 Impala (8) conv., $2,125* (ps), g. 
"58 (62) 4-dr. hardtop, $3,600* (ps). ’57 (88) Super conv., $1,615* (ps); (88) 010* (ps); 2-dr, hardtop, $1,900+ (Ds), 

’57 (62) Coupe de Ville, $2,685* (ps), 4-dr., $1,425* (ps). $1,890* (ps); Nomad (6) 4-dr., 
$2,875* (ps). 56 (98) 4-dr. Holiday, $1,175* (ps); 585; Biscayne (8) 4-dr., $1 190°, hi. 
(Cc. ntinued from Page 37) ’55 (62) Coupe de Ville, $1,550* (ps); conv., $1,100* (ps). 475°; 2-dr., $1,450°; Delray (8) oy 
2-dr. hardtop, $1,310* (ps), $1,300* ’55 (98) conv., $850*; (88) 2-dr, Holi- gi. 425; Bel Air (8) 2-dr., $1,400, ti. 

'54 (98) 2-dr. Holiday, $655* (ps); (88) , from 47 consignments. (ps). day, $800* (ps); 4-dr., $700*. 

2-dr. Holiday, $525* (ps). BUICK—’57 Special 4-dr., $1,225; 2-dr.,| CHEVROLET—’58 Impala (6) 2-dr. hard- | PACKARD—’53 2-dr. hardtop, $280* (ps). ‘eT Sel Air (8) conv., $1,475*; 2-dr. 

PLYMOUTH — '58 Suburban (8), $1,850* Ot an — 8 a — awe a’. ———. = a ae Savoy (8) 2-dr. hardtop, ’ ; Two-ten (8) 2-dr. hardtop, 

. -dr., ; , $1,090. | CHE’ —? ‘o-ten (8) 4-dr. - ardtop, $1, Pps); r ‘ 

+57 Buburban ‘3) ‘spent +2. 1. 665* top, $1,440°. 4-dr. hardtop, $1,650* (ps). '56 Belvedere (8) 4-dr., $800*; Plaza (8) 56 Bel Air (8) 2-dr, hardtop $1,059°. 

(ps); Belvedere (6) 4-dr., $1,150*; Bel- ’56 Two-ten (6) 2-dr., $800. ’57 Bel Air (8) 4-dr., $1,450°%; 2-dr. 4-dr., $580. Bel Air (6) 2-dr., $925; Two-ten (6) 
vedere (8) 4-dr., $1,025*; ‘Savoy (8) ’55 Bel Air (6) hardtop, $750, $675; hardtop, $950; Two-ten (6) station PONTIAC—’55 Star Chief 2-dr. Catalina, ‘ 2-dr., $800*; station wagon 2-dr., 

2-dr., $920*, $850*; Savoy (6) 4-dr., Two-ten (6) 2-dr., $630, $540. wagon 2-dr., $1,225. $575* (ps); conv., $560* (ps). 55 Bel Air (8) conv., $800*, $730° (ps): 
$805*, $750*. CHRYSLER — ’'54 Windsor 4-dr., $500* ’55 Bel Air (8) 2-dr. hardtop ,$750; Bel ’53 Chieftain conv., $120°. 2-dr. ereo*. $750*, or mel 

’56 Belvedere (8) conv., $590*. (ps). ee a saa = (6) aa See) Some ne aoa Goes Super (6) 4-dr., $995. am ’ ieee. $670, $635 Bel Air 6) 

’ . *, | DODGE — ’55 al ( -dr, ardtop, on wagon, : ‘o-ten - : -dr., ° 

ty ye ar S500": Se. $650. 2 : . ray, $425. $320. STUDEBAKER—’57 Golden Hawk (8) 2- CHRYSLER—'57 Saratoga 4-dr. hardtep 

(8) 2-dr., $290. FORD—’57 Fairlane 500 (8) 2-dr. Vic- | CHRYSLER—’55 NY 2-dr. hardtop, $890* dr., $1,100* (ps). ; $1,550* (ps). °; 
PONTIAC — '59 Catalina conv., $2,725* toria, $1,175*. (ps). =e SCE Willys Jeep, $1,- 7 —— 4-dr., $765 2-dr., $67 
: 2- y 4 > "56 Fairlane (8 4-dr., 850*; 2-dr., | DeSOTO—’59 Fireflite conv., $3,150* (ps); b 
en Ecanavitte bar” 98 cane on. $2,- $850*. , . 4-dr., $2,750* (ps). ’53 International, $375. DesoTO—’ 57 Fireflite —- $1,400* (pg), 
250* (ps); conv., $2,380* (ps). 55 Custom (8) 4-dr., $570; Fairlane (8) ’57 Firesweep station wagon 4-dr., $1,- ’56 Firedome 4-dr., $780 : 
57 Star Chief Safari, $1,740* (ps); conv., $510*. 340*. DETROIT 53 Firedome conv., $465*. 
conv., $1,650* (ps); Chieftain 2-dr.| MERCURY—’58 Monterey hardtop, $1,800* | DO D G E—’56 Coronet (6) 2-dr., $735, DODGE— 57 Royal (8) 2-dr. hardtop, $1. 
Catalina, $1,450*. (ps). $600*. Motor City Auto Auction Sale every 325°; Custom Royal (8) 2-dr, hang 
’55 Chieftain 4-dr., $705*, $235*; 4-dr. "55 Monterey hardtop, $600*. EDSEL—’58 Ranger 2-dr. hardtop, $1,075. | Monday. Prices are for sale of July 13. 4 top, $1,300*. Y 
Catalina, $650*. ’53 Monterey 4-dr., $350*. FORD —'58 Fairlane (8) 4-dr., $1,650* | BUICK—’59 Invicta 4-dr, hardtop, $2,450* 56 Custom Royal (8) 2-dr., $850*; 

'54 Star Chief conv., $525*. NASH—’53 Super 4-dr., $130*. (ps). (ps). (8) 2-dr. hardtop, $795 ; Coronet @) 

’53 Chieftain 4-dr., $220* (ps). PLYMOUTH—’56 Savoy (6) 4-dr., $710*. ’57 Country sedan (8) 4-dr., $1,350* ’58 Super 2-dr., $1,850*. : 4-dr, hardtop, $750*. 
RAMBLER — ’'56 Custom 4-dr., $1,100* | PONTIAC—’S4 Chieftain 2-dr., $180. (ps), $1,275*; Fairlane 500 (8) 2-dr. 57 Super 4-dr. Riviera, $1,495 (ps); 55 Coronet (8) 2-dr., $507. 

(ps). STUDEBAKER—’56 Golden Hawk (8) 2- Victoria, $1,275; conv., $1,110* (ps); conv., $1,490* (ps), $1,400*; RM 2-dr. FORD— 58 Country Squire (8) 4-dr., $1. 

55 Custom 4-dr., $610*. dr, hardtop, $970°. Custom (8) 4-dr., $930*. Riviere, $1,400*; Century 4-dr., $1,- cae (ps); Fairlane 500 (8) 4-dr., $1. 

® uper 4-dr., $295*. MISCELLANEOUS—’50 Ford (6) pickup, 56 Country sedan (6) 4-dr., $995* (ps); ° . . 

STUDEBAKER ’53 Champion (6) 4-dr., $120. Country sedan (8) 4-dr., $915*; Fair- 56 Super conv., $1,050* (ps); Special 57 Fairlane 500 (8) 2-dr. Victoria, $1. 
$1,355; Commander (8) 4-dr., $1,355*. lane (8) conv., $985*, a fu) a $1000 Oe tet’ $750*; 2- pd “ese $1,315" (Be, Sha 

R - ° 850*; 4-dr., $745; Fairlane ( -dr., - viera, '* : “* ’ ; 

Mee WEST PALM BEACH, FLA. $700: Ranch po (6) ae. $710; ’55 Century conv., $755*; 4-dr. Riviera. dr., $1,325*; Custom 300 (8) 2d, 
SYRACUSE West Palm Beach Auto Auction. Saie Custom (8) 2-dr., $700; Main (6) 2- $730; 2-dr., $700* (ps); Special 2-dr $1,200* (ps), $900*; Custom 300 @ 
every Thursday. Prices are for sale of dr., $630. Riviera, $675*, $560* (ps), $360*; 4- ; 2-dr., $800*, $790. 

Syracuse Auto Auction. Sale every Wed-| July 16. Competition was keen and bidding ’55 Fairlane (8) 2-dr., $680°; 4-dr., dr., $475*. 56 Fairlane (8) 4-dr. Victoria, $1,050"; 
nesday. Prices are for sale of July 15.| was terrific as dealers scrambled for clean $655* (ps). CADILLAC—’58 (62) 4-dr. hardtop, $3,- 4-dr., $950° (ps), $890 ‘ (ps), $850: 
Very strong on clean cars! Sold 31 cars| merchandise. ’54 Crest (8) conv., $485*. 350* (ps). conv., $825*; 2-dr., $815* (ps), = 
enemies a TTS 





$795*, $755*; Parklane (8) 
$930*; Country Sedan (8) 4-dr., $90) 
Custom (8) 2-dr., $765, $670, $63), 


* . 
$615. 
“i mn Oo "55 Country Sedan (8) 4-dr., $750 
Country Sedan (6) 4-dr., $400*; Rang 
Wagon (6) 2-dr., $730*, $690, $655, 
$490, $410; Fairlane (8) 4-dr., $700, 
$650*; Fairlane (6) 2-dr., $615, $505, 
$420; Custom (8) 4-dr., $675*; Custem 
(6) 4-dr., $450. 

LINCOLN—’58 Continental Mark III 4-é 
hardtop, $3,360* (ps); 4-dr., $3,359 
(ps). 

"57 Premiere 4-dr. hardtop, $2,100* (ps), 
$2,000* (ps). 
*53 Cosmopolitan 2-dr. hardtop, $190*, 

MERCURY — ’59 Montclair 2-dr. hardtop, 
$2,650* (ps). 

58 Montclair 4-dr., $1,685*. 

’57 Montclair 4-dr., $1,190*. 

’56 Montclair conv., $1,050* (ps); Mon 
terey 4-dr. hardtop, $900*. 

*55 Monterey 2-dr. hardtop, $625* (ps), 
$550*; 4-dr., $610*. 

’54 Custom 2-dr., $360. 

NASH—’55 Ambassador (8) 4-dr., $625*, 
$585; Statesman (6) 2-dr., $375. 
OLDSMOBILE—’58 (88) Super 4-dr. Holl 

day, $2,175* (ps). 
"57 (98) 4-dr., $1,730* (ps); (88) Super 
4-dr., 2 at $1,600* (ps), $1,590* (ps). 
*56 (98) conv., $1,250* (ps); 2-dr. Holl- 
day, $1,170* (ps); (88) 4-dr., $1,250° 
(ps), $1,050* (ps), $775*, $725*. 

iii] | li] "55 (98) 2-dr. Holiday, $875* (ps), $730° 

i} rit I I peradd (ps); (88) 4-dr., $685*, $675; 2-dr., 
$670°*. 

PLYMOUTH—’58 Savoy (8) 4-dr., $1,450*; 


s ao Plaza (8) 2-dr., $1,125. 
"57 Belvedere (8) 4-dr., $1,110* (ps); 
| 0 | n Belvedere (6) 2-dr. hardtop, $1,075*. 
mM "56 Plaza (8) 2-dr., $575*, $545, $520, 
$485; Savoy (6) 2-dr., $530, $510. 
’55 Belvedere (6) 2-dr. hardtop, $460* 
; ; ; , (ps), $375. 
| PONTIAC—’58 Star Chief 4-dr., $1,680*; 
Super 2-dr., $1,600. 
°56 Star Chief 2-dr. Catalina, $850*. 
’55 Star Chief 4-dr., $675*, $595*; Chief- 
tain 2-dr., $605*; '2-ar, Catalina, $550°, 
$475*. 
RAMBLER—’59 Super (8) 4-dr., $1,800. 
*58 Ambassador (8) 4-dr., $1,500*, $1,- 
495. 
"57 Super (8) 4-dr., $1,100. 
*56 Custom 4-dr., $800. 
ee station wagon 2-dr., 
70. 


BORDENTOWN, N. J. 


National Auto Dealer Exchange. Sale 
every Wednesday. Prices are for sale of 
July 15. Rain held down registrations but 
not sales. If they were here they sold. 
Later models hit stride as 1958-59 group 
and 1957 group were bringing in top dollar. 
Earlier models remain as strong as evef. 
Clean cars no matter what year or model 
are at a premium. 

— Electra 4-dr. hardtop, $3,080* 

Ps). 

"58 Special 2-dr. Riviera, $2,100* (ps). 

’57 Special 2-dr. Riviera, $1,585* (ps), 
$1,460*; 4-dr, Riviera, $1,075*; Super 
2-dr. Riviera, $1,550* (ps); RM 4-dr. 
Riviera, $1,510* (ps). 

’56 RM 2-dr. Riviera, $1,150* (ps); Cen- 
tury 2-dr. Riviera, $1,130* (ps); 4-dr. 
Riviera, $1,020*; Super 2-dr, Riviera, 


Proof ::: you can save with Diexi obi ene 


550° (ps); 2-dr. hardtop, $3,750* (ps). 
"57 (62) 4-dr., $2,725* (ps 

"56 (62) Coupe de Ville, $1, 935* (ps); 

(60) Special 4-dr., $1,475* (ps). 
' h h ds of doll 55 (62) 2-dr. hardtop, $1,575* (ps), $1, 

- ; eae ig s he Lee 

Everybody recognizes the economics of using a single incidentally, saved this company thousands of dollars. quaenenitcte tests cs 9-0. tal 
top, $2,510* (ps); Bel Air (6) 4-dr. 
e. ¥ \ 
Perhaps you can put Piexictas to work for your 215° toa)? at eo ee 
. . ‘ ‘ . ’58 Impala (8) conv., $2,070* (ps); 2 
, F ae company ...at a big saving. Write for information dr, hardtop, $1,950* (ps); Brookwood 
acrylic plastic, the saving is just one of many out- 3 (8) 4-dr., $1,850°; Bel Air (8) 2-df. 


and molding help. hardtop, $1,850*; '4-dr, hardtop, $1, 
; ; 735* (ps); 4-dr., $1,735* (ps), $1,735°: 
standing advantages you gain. Yeoman (8) 2-dr., $1,745¢;, Yeomal 


DETROIT REPRESENTATIVE: R. C. Oglesby, Nor-Way Building, (6) 2-dr., $1,600*; Biscayne (8) 2 


el dr., $1,550*, $1,520*; 4-dr., $1,510*. 
20211 Greenfield Road, BRoadway 3-0674 ‘57 Bel Air (8) conv.” $1.590° $1,480", 


. . $1,310°; 4-dr. hardtop, $1,510*; + 

In Canada: Rohm & Haas Co. of Canada, Lid., West Hill, Ontario. dr, $1:350°; 2-dr. hardtop, $1,500% 

Bel Air (6) conv., $1,530%, $1,250%; 

° - +. ‘on, 

are protected from harm on the underside of the Chantiale fer Badeery si fis iar. zwo-ten station wage 
. . . . ,150*. 

molding. The surface is mirror smooth and continuous. "56 "Two-ten (6) 4-dr., $1,220*; 2dr 

ROHM £ HAAS baron pe Ei in. 

Bel Air (6) 2- dr. . $1, 180°; 2-dr, hard- 


Color range, metallic effects and accurate reproductions on AF SS 2o. Bei ee. Oe 
“ * . gl ; a +. 
of trademarks are almost unlimited. And there’s built-in —— COMPANY ihe" - "ones, hgedeens aes 


. ; 55 Bel Air (8) 2-dr, hardtop, $1,015*, 
resistance to breakage and weathering. : WASHINGTON SQUARE, PHILADELPHIA 5, PA. $875"; Bel Air (6) 4-dr., $760, is 
N dr 810*; 2-dr. hardtop, $ , 

Two-ten (6) 2-dr., $750%; One-fifty 


i i ee = (8) 2-dr., $480. 
The above example is based on estimated costs. . . and Pn en -3) 






























































molded plastic part rather than a multi-part assembly. 
But when you mold the complete unit of PLexicLas® 


Obviously, assembly time is eliminated. There are no 
metals to corrode, tarnish or pit. All decorative effects 
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The 1959 Study of Household Coverage, a new national measurement 
sponsored by LOOK and conducted by Audits & Surveys, Inc., reveals that 
single average issues of LooK, Life and Post are read by one or more 
persons in 28,350,000 different households—55.3% of all households in 
the United States. And in achieving this reach, they make a total of 
49,050,000 household impressions. 


Massive in combination, the Big 3 offer deep penetration individually. 
Here is the average-issue household-coverage figure for each magazine, 
together with percentages of all U. S. homes reached: 





Net Households Reached % of All U. S. Households 
‘LOOK 16,850,000 32.9% 
Life 18,950,000 37.0% 
Post 13,250,000 25.8% 


The Big 3 also provide powerful two-magazine combinations. Note below 
that single issues of Look and Life reach nearly one out of every two 
households in America. 





Net Households Reached % of All U. S. Households 
LOOK-Life 25,450,000 49.6% 
Post-Life 24,200,000 47.2% 
LOOK-Post 22,000,000 43.0% 


Why a Household Study? Since households are the units in which 
other media customarily express their reach, the LooK Study of House- 
hold Coverage—based on 10,000 interviews in 4,800 homes—supplies im- 
portant new data for inter-media comparisons. When you equate the 
new findings with coverage figures furnished by these other media, how 
do the Big 3 magazines rate? Against television? Sunday supplements? 
Daily newspapers? 


NEW NATIONWIDE STUDY 
BY AUDITS & SURVEYS REVEALS 


WITH A SINGLE ISSUE 
THESE 3 GREAT 
MAGAZINES NOW 
REACH MORE THAN 
HALF THE HOUSEHOLDS 
IN AMERICA 














1. Of the 175 regularly-scheduled network television shows on the air 
March 8 to April 4, when the Look-Audits & Surveys study was in the 
field, only one show was seen in more households per broadcast than an 
average issue of Life. Only two reached more homes than LOOK. Only 
fourteen exceeded the reach of the Post. 


2. The combined circulation of newspapers carrying America’s biggest 
Sunday supplement is 610,000 less than the number of households 
reached by the Post . . . 4,210,000 less than those reached by Look 
. . - 6,310,000 less than Life. 


8. All of the daily morning newspapers in America combined have over 
5,000,000 less total circulation than the unduplicated household reach of 
Look, Life and Post. 


Impact, Authority, Believability While in sheer reach the Big 3 
magazines hold a substantial edge over other media, coverage is only 
part of the story. There is also the consumer impact of full-color ad 
reproduction in a full-size magazine—big, brilliant reproduction that 
gives your product showcase display in America’s showcase magazines. 


And there are the intangibles that are as much a part of the Big 3 as the 
paper on which they are printed. Authority. Importance. Prestige. Those 
unseen, but vital, factors that contribute to the one element essential ~ 
to all successful advertising: believability. 


With its up-to-date facts on markets and media, the new LooK Study 
of Household Coverage can help you plan your advertising for the coming 
year. Ask your LOOK representative to send you a copy. 


¢ y o | E kK. THE EXCITING STORY OF PEOPLE 









































Used-Car Auction Prices 





(Continued from Page 38) 


CHRYSLER—’58 
$2,025* (ps). 
’56 Windsor 2-dr, hardtop, $1,160* (ps); 
conv., $1,030* (ps). 
DeSOTO—’58 Firedome 2-dr. hardtop, $1,- 
775* (ps). 
’57 Firedome 4-dr., $850*. 
’56 Fireflite 4-dr. hardtop, 
$975* (ps); Firedome 
$1,050* (ps). 
DODGE— 57 Royal (8) 4-dr. hardtop, $1,- 


Saratoga 4-dr. hardtop, 


$1,260* (ps), 
2-dr, hardtop, 


460* (ps); Coronet (6) 2-dr., $990*. 
’55 Coronet (6) 2-dr., $600, $530*. 
’54 Coronet (8) 2-dr., $675. 


FORD—’59 Fairlane 500 (6) 2-dr., $1,770". 
’58 Thunderbird (8) 2-dr., $2,975* (ps); 
Fairlane 500 (8) 4-dr, Victoria, $1,790* 


(ps), $1,675*. 

’57 Country sedan (8) 4-dr., $1,475*; 
Fairlane 500 (8) 2-dr, Victoria, $1,- 
460*, $1,300* (ps), $1,300*, $1,275*; 


conv., $1,315* (ps); 4-dr. Victoria, $T,- 
360*, $1,200*; Fairlane (8) 2-dr., $1,- 
160; Custom 300 (8) 2-dr., $1,220, $1,- 
200*, $910. 

"56 Fairlane (8) 2-dr. Victoria, $1,190*; 
2-dr., 2 at $960*, $880*; Country sedan 


(8) 4-dr., $1,100*, $1,010*, $1,000*; 
Custom (8) conv., $1,060*, $970* (ps), 
$920*, $900*; 2-dr., $810* (ps), $780, 
$660*; Ranch wagon (8) 2-dr., $920*. 
"65 Custom (8) 4-dr., $600; Fairlane 
(8) 2-dr., $410*. 
°54 Country Squire (8) 4-dr., $450*; 


Ranch wagon (8) 2-dr., $420*; Custom 
(8) 2-dr., $385, $290. 
HUDSON—’54 Super Wasp 2-dr., $400. 
IMPERIAL—’58 Le Baron 2-dr. hardtop, 
$3,000* (ps). 
’57 Crown 2-dr,. hardtop, 
Imperial, $1,810* (ps). 
LINCOLN — '58 Premiere 
$2,680* (ps). 
*56 Premiere 2-dr. hardtop, $1,215* (ps). 


$2,150* (ps); 


2-dr. hardtop, 


’55 Capri 2-dr. hardtop, $780* (ps); 4- 
dr., $680* (ps). 
MERCURY—’57 Monterey 2-dr. hardtop, 


$1,485* (ps). 

56 Montclair 2-dr., $1,175* (ps); conv., 
$1,115* (ps); Monterey 2-dr. hardtop, 
$1,090*; 4-dr, hardtop, $890*; Custom 
4-dr, station wagon, $950*. 

*55 Monterey 4-dr., $590. 

"53 Monterey 2-dr, hardtop, $205*. 

"51 4-dr., $170. 

OLDSMOBILE—’58 (88) 2-dr. Holiday, 
$1,910* (ps); 4-dr., $1,810* (ps). 

"57 (88) Super 4-dr., $1,700* (ps); (88) 
2-dr. Holiday, $1,595* (ps), $1,325*. 

"56 (98) 2-dr. Holiday, $1,330* (ps); 4- 
dr. Holiday, $1,300* (ps); (88) 2-dr. 
Holiday, $1,160* (ps); 2-dr., $910*; 
conv., $1,070* (ps). 

"55 (88) 2-dr., $1,000* (ps); $875* (ps); 
(98) 2-dr. Holiday, $925* (ps). 

PAC KA R D—’55 Clipper 2-dr, hardtop, 
$530*. 
PLYMOUTH—’58 Savoy (6) 2-dr., $1,235. 

57 Suburban (8) 4-dr., $1,400* (ps); 
Belvedere (8) 4-dr. hardtop, $1,345*; 
Savoy (8) 4-dr., $1,160*, $1,045. 

*56 Suburban (8) 2-dr., $850; Savoy (6) 
2-dr., $710*; Plaza (6) 2-dr., $565. 
"55 Belvedere (8) 2-dr., $575; Savoy (6) 

2-dr., $485*. 
PONTIAC—'59 Catalina 4-dr., $2,430*. 

58 Star Chief 4-dr,. Catalina, $2,200* 
(ps); 2-dr. Catalina, $2,100* (ps); 
Chieftain conv., $2,000* (ps). 

"57 Chieftain 2-dr., $1,550* (ps); 
$1,525* (ps). 

56 Chieftain 2-dr. 
(ps); station wagon, $1,055*; Star 
Chief 2-dr., $1,055*. 

’55 Chieftain 4-dr., $795*, $730*; 2-dr. 
Catalina, $535*; Star Chief 2-dr. Cata- 
lina, $780* (ps). 

STUDEBAKER — '57 President (8) 4-dr., 
$1,090* (ps). 

*53 Champion (8) 2-dr., $340. 

WILLYS—’54 Deluxe 2-dr., $205. 


DYER, IND. 


Len Pollak’s Dyer Auto Auction, Sale 
every Friday. Prices are for sale of July 
17. Recent sales have been red hot with 
some of the highest percentages ever re- 
corded. Sold 230 cars from 318 consign- 
ments. 


conv., 


Catalina, $1,245* 


BUICK—’57 Century 4-dr., $1,365*; Spe- 
cial 4-dr., $1,300*. 
55 Special 4-dr., $800*, $700*; 2-dr., 


$685*; Super 2-dr., $730*; 4-dr., $340*. 


"54 Super 4-dr., $500*; 4-dr. Riviera, 
$375". 
53 Special conv., $195*; Super 4-dr., 
$185*, $130°. 
"37 2-dr., $450. 
CADILLAC—'5S8 (62) 2-dr., $3,700. 


"57 (62) Sedan de Ville, $2,450*. 
*52 4-dr., $175°*. 
CHEVROLET—'58 Yeoman (8) 4-dr., $1,- 
690° 


57 Bel Air (8) conv., $1,500*; 4-dr., 
$1,435*; 2-dr., $1,370; Two-ten (8) 
2-dr., $1,240, $1,175*. 

"56 Bel Air, (8) 4-dr., $1,050*, $1,000*; 
Two-ten (8) 2-dr., $690*. 

"55. Two-ten (6) 2-dr., $725*, $460°; 4- 
dr., 5850", $365; Bel Air (6) 2-dr., 


$300*. 

"54 Two-ten 2-dr., $385, $215. 

"53 Bel Air 4-dr., $325; Two-ten 2-dr., 
$310*; 4-dr., $135*. 

"48 2-dr., $175. 

DeSOTO—’'55 Firedome 4-dr., $670*, 
DODGE—’'56 Royal (8) 4-dr., $885*. 

"55 Royal (8) 2-dr., $660*; Coronet (6) 

2-dr., $345°*; Coronet. (8) 2-dr., $320*. 
FORD—’59 Country sedan (8) 4-dr., $2,- 
510°. 

"58 Thunderbird (8), $3,195*. 

"57 Country sedan (8) 4-dr., $1,550*, 
$1,435*, $1,350*; Custom 300 (8) 2-dr., 
$1,075*; Custom (8), $950*; Fairlane 
(8) 2-dr., $1,075*. 

56 Ranch wagon (8) 2-dr., $850*; Fair- 
lame (8) 4-dr., $790*, $750*; Custom 
(8) 2-dr., $655, $595*. 

’55 Fairlane (8) 2-dr., $900*, $875*; Cus- 
tom (8) 4-dr., $475*; 2-dr., $435; Crest 
(8) 2-dr., $425; 4-dr. ,$385*. 

"54 Crest (8) 4-dr., $320*, $150*; Main 
18) 4-dr., $115*. 

"53 Country sedan (8) 4-dr., $570*; Cus- 
tom (8) 2-dr., $425*, $400*; Main (8) 
2-dr., $130*. 

"52 Crest (8) 2-dr., $125*. 

"51 2-dr., $150. 

°24 Model T, $315. 

HUDSON—’'55 Hornet (8) 4-dr., $570. 
MERCURY—’'57 Colony Park 4-dr., 
675*; Monterey 4-dr., $1,115*. 

"56 Monterey 4-dr., $570*. 

"54 Monterey 2-dr., $455; 4-dr. ,$430*. 

"62 4-dr., $115*. 


$1,- 











OLDSMOBILE—’56 (88) Holiday, $1,335*; 
4-dr., $1,035*. 


’55 (88) 2-dr., $935*. 
"54 (98) 4-dr., $425*; 
"53 (98) 4-dr., $125*. 
"51 (88) 4-dr., $125*. 
’49 (88) 2-dr., $115*. 


PACKARD—’55 (400) 
’53 2-dr., $135*. 


PLYMOUTH—’'57 Savoy 
(8) 4-dr., $250 (taxi). 
’56 Suburban (8) 2-dr., $525; Plaza (8) 
2-dr., $285. 
’54 Plaza (8) 2-dr., $115. 
’53 Belvedere (8) 2-dr., $340*%; Suburban 
(8), $110*. 
’52 Suburban (8) 2-dr., $135. 
PONTIAC — '54 Star Chief 4-dr., 
$320*. 
’53 Chieftain 2-dr., $315. 
’52 4-dr., $100. 


RAMBLER — '57 Custom Cross Country, 


(88) 4-dr., $215*. 


2-dr., $500. 


(8) 4-dr., $830*; 


$450*, 


$1,340*. 

STUDEBAKER—’58 Scotsman (6) 2-dr., 
$750. 

’53 President (8) 4-dr., $190. 

MISCELLANEOUS—'48 Jeep (8), $400; 
truck (8) %-ton pickup, $270; truck 


¥%-ton pickup, $160. 


DANVILLE, VA. 


Danville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of July 15. 


BUICK—’59 Invicta 2-dr., $2,080*. 
’57 Special 4-dr., $1,305". 
’56 Special 2-dr., $1,202*. 
’55 Century 4-dr., $780* (ps). 


’54 Super 2-dr., $530; Century 2-dr., 
$515*. 
’53 Super 2-dr., $455*, $355*. 


CADILLAC—'59 (62) 2-dr., $4,380* (ps). 

"56 (62) 4-dr., $1,725* (ps). 

"54 (62) 4-dr., $1,165* (ps). 

CHEVROLET—’58 Impala (8S) 2-dr., $1,- 
805*; Bel Air (8) 4-dr., $1,645*; Bis- 
cayne (8) 2-dr., $1,420. 

’57 Bel Air (8) 2-dr., $1,550*%, $1,390; 
4-dr., $1,490* (ps); conv., $1,485* 
Two-ten (6) 2-dr., $1,100. 

"56 Two-ten (8) 4-dr., $905; Two-ten 


(6) 2-dr., $885. 


’55 Bel Air (8) station wagon, $1,020*, 
$995*; conv., $1,005; 4-dr., $805*; Bel 


Air (6) 2-dr., $885*; Two-ten (8) 2- 
dr., $875* (ps); Two-ten (6) 4-dr., 
$730. 


’54 Bel Air 4-dr., $555; $500* (ps). 


’53 Two-ten 2-dr., $380, $335; Bel Air 
2-dr., $280. 


’52 Deluxe 2-dr., $230. 


M-E-L’s Hupfer Heads 


Sales in New York Area 


NEW YORK.—Howard J. Hupfer 
has been appointed district sales) 
manager for M-E-L, succeeding 
Paul R, Davis, 
who has resigned. 
He had been Buf- 
falo district sales 
manager. 

Hupfer joined 
Ford Motor Co. in 
1949 in New York) 
with the Lincoln- 
Mercury sales 
office. Four years) 
i later he was) 
—-f transferred to) 
H. J. Hupfer Philadelphia as| 
Lincoln-Mercury assistant district) 
sales manager. In 1956 he was ad-| 
vanced to Philadelphia district sales 
manager. Early in 1958 he was) 
shifted to M-E-L’s Southeast re-| 
gion, where he was in charge of 
district offices at Atlanta and Jack- 
sonville. 





4-dr., $1,130*. 
’53 Coronet (8) 2-dr., $215. 


FORD—’'58 Fairlane 500 (8) 2-dr. Victoria, 


(8) 


2-dr., 


$1,265*; 
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DODGE—’57 Coronet 


(ps). 


*56 Super conv., 
$1,000* 


2-dr., 
$875". 


’54 Super coupe, $490*. 


$1,285* 
(ps); 


(ps); 


Riviera | 
Special 4-dr., 





$200 





; Custom 





(6) 





2-dr. 


(6) business coupe, $202. 
’53 Main (8) 2-dr., $295; 4-dr., $229, 
| °§2 hardtop, $325. 
| MERCURY — ‘57 Monterey 4-dr 





» $290; 











$1, 189° 


S: he ° f 
iY nee” $1,595; Fairlane (8) 4 '52 2-dr. Riviera, $220* (ps). ise). 
'57 Fairlane 500 (8) conv., $1,580; 2-| CADILLAC—'57 (62) sedan de Ville, $3,-| °56 Monterey 4-dr., $800°. 
dr., $1,370*, $1,325*; 4-dr., $1,345* 100* (ps), $3,000* (ps); coupe, $2,-/| 55 Monterey station wagon 4-cr., $799 
(ps), $1,330*; Custom (8) 4-dr., $1,- 800* (ps). ’54 Monterey 4-dr., $392. 
160°. ’56 (62) sedan de Ville, $2,100* (ps). ’53 Monterey 4-dr., $195*, $180 
'56 Fairlane (8) 4-dr., $1,090* (ps); 2-| CHEVROLET—'59 Brookwood (6) 4-dr., | O-DSMOBILE — '57 (88) 4-dr., $1,397, 
dr., $990*, $865. $2,335; Impala (6) sport coupe, $2,- , $1,290° (pe). ne 
’55 Fairlane (8) 4-dr., $905*, $700*, 325, *56 (88) 4-dr., $995*. » 4 
$685; 2-dr. Victoria, $805*; 2-dr., 58 Impala (8) sport coupe, $1,975*. 55 (88) Super 4-dr., $995 P 
$790*, $755, $700*, $655; Ranch wagon| +57 Two-ten (8) 4-dr., $1,520; Two-ten oe Cee, Oaner OS.» 
(8) 2-dr., $785; Custom (8) 4-dr., (6) 4-dr., $1,002; Bel Air "(R) 4dr. PACKARD— 51 4-dr., ea , 
$660; 2-dr., $565*. hardtop, $1,510; 4-dr., $1,500*, $1,-| PLYMOUTH—'58 Plaza (8) 4-dr.. $1,077, 
’54 Custom (8) 4-dr., $555; $385*; 2- 427*, $1,250. 57 at 2-dr, hardtop, $1,499 
dr., $445, $350; Custom (6) 2-dr., , Fairle ‘ , . J (ps), ,307*. 
$485; Main (6) 2-dr., $280, 6) dr $162. eM | 156 Plaza (6) 4-dr., $665, f 
'53 Crest (8) 4-dr., $455. ’55 Two-ten (8) station wagon 4-dr., '55 Plaza (6) aa, i. > $400. 
’52 Ranch wagon (8) 2-dr., $295; Main "$950*: Bel Air (8) 4-dr., $845*, $697, 54 Savoy (6) 2-dr., $220*; za (6) 
(6) 2-dr., $230; Custom (8) 2-dr., 2 at $647, $400; One-fifty (6) 4-dr., $442. ; 4-dr., $162. 
$165; Crest (8) 2-dr., $125. | 54 Bel Air 4-dr., $400*. 50 oaae ae ets ctatn 4-dr., 9008° 
IMPERIAL—'57 Crown 4-dr., $2,005*| °53 Bel Air hardtop, $405; Two-ten sport | PONANAC. “8 Coe ee oe” §i73., 
MERCURY — '57 Turnpike Cruiser 2-dr., | coupe, $400; 4-dr.. $354; 2-dr., $350; | \iSCELLANEOUS — '59 Chevrolet ‘-ton, 
$1,370* (ps). | i oe to cee, - $1,797, $1,771, $1,734. 
'55 Monterey 2-dr., $850* (ps), $625*; aa veluxe hardtop, $185*; 4-dr., $140°. *58 Chevrolet El Cameo (8) %-ton, §2. 
Montclair 2-dr., $805*; Custom 4-dr., *51 4-dr., $152 i 200. 
$655*. 50 2-dr., $142. * * * 
*48 4-dr., $100. 


53 Monterey 4-dr., $295. 


OLDSMOBILE 


"56 


(ps); 2-dr., $1,130*. 
"55 (98) 2-dr., 


$975* (ps); 2-dr., $935*; 2-dr, Holiday, 


$910. 
PLYMOUTH—’57 Belvedere (8) 4-dr., 


225*; Savoy (8) 2-dr., $975; Savoy (6) 


4-dr., $575. 


’54 Plaza 2-dr., $455; Savoy 2-dr., $180. 
PONTIAC—’56 Chieftain 


(88) 


conv., 


$1,035* (ps); 


2-dr., 


’52 Chieftain 4-dr., $100*. 


RAMBLER 
STU DEBAKER—'59 Lark 


630. 


MISCELLANEOUS. 


'59 Super (6) 4-dr., $1,575. 


Ford %-ton, $695. 
’55 Chevrolet (6) %~ton, $805. 


53_GMC \%-ton, $405; Ford 5-100, $345. 


Amarillo Auto Auction, 
Prices are for sale of July 17. 


Frida 


(6) 


— Auctions in Brief — 


$1,220* | CHRYSLER—’57 NY station wagon, $2,- 
100* (ps). x 
(88) 4-dr., 55 NY ‘én. $1,100 (ps). CHICAGO 2 
"49 4-dr., $112. Arena Auto Auction. Sale every Tuesday 
DeSOTO—’'50 Firedome hardtop, $135. (July 14). Tremendous action all day, Sold 
$1,- | DODGE—’58 Coronet 2-dr. hardtop, | 429 cars from 618 consignments. 
$1,600 (ps). * * * 
’54 Coronet (8) 2-dr., $225. 
49 4-dr., $172. FARGO, N. D. 
$1,135*. EDSEL—’58 Pacer 2-dr. hardtop, $1,365* Tri-State Auction Co. Sale every Thurs 
(ps); Ranger 2-dr, hardtop, $1,100*.| day (July 16). Steady, Sold 121 cars from 
FORD—’59 Country sedan (8) 4-dr., $2,- | 220 consignments. 


2-dr., 


"56 GMC %-ton, $865; 


AMARILLO, TEX. 


y. 


BUICK — '57 RM 4-dr. 


( 


Truck r 
released 





PS); 


Special 


4-dr. 


Ine, 


Riviera, 
Riviera, 


Sale every 


$1,600* 
$1,300* 


$1,- 





522*. 


’58 Fairlane 500 (8) 4-dr., 


$1,700* (ps). 


’57 Fairlane 500 (8) conv., $1,427* (ps); 


* * 


* 


SEATTLE 


Fairlane (8) 4-dr., $1,142*; Country South Seattle Auto Auction, Sale every 
sedan (8), $1,400* (ps), $1,400*, $1,-| Wednesday (July 15). Sold 151 cars from 
300*; Custom (8) 2-dr., $795, $740*. 371 consignments. 

56 Fairlane (8) 4-dr., '705*; 2-dr., | * * * 
$600. | 

’55 Fairlane (8) sedan Victoria, $927*; | MANHEIM, PA. 
Ranch wagon (8), $657; Custom (8) | Manheim Auto Auction, Inc. Sale every 
Victoria, $552*; Main (8) 2-dr., $485,| Friday ‘July 17). Weather: Clear. Prices 
$432. lare firm and demand is strong. Sold % 


54 Custom (8) 2-dr., $505, $335; 4-dr.,| percent of 713 consignments. 


New Commercial-Car Registrations, 


14 States for June, 1959-1958 


istrations by states are 

weekly, as compiled 
by R. L. Polk representatives in 
state capitals. 





“The information in this report has been compiled from official state documents. 
accuracy to the extent of the registrations received at the time the report is publis' 
reason of inaccuracies or omissions.""—R. L. 
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Polk & Co. The Oregon registration count prepared by the Oregon State Motor Vehicle Depart 
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New Passenger-Car Registrations, 13 States for June, 1959-1958 


The 1958 figures for Oregon are Polk figures. Year-to-date figures do not include Oregon for May. 
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Continued from Page 1) 

one dealer, was in the choice of 
oF hee dealers, however, said they 
pad note d some spotty resistance 
since the start of the steel strike. | 
When asked whether announc- 
ed introductions of new small 
cars had affected the sales rate, 
one dealer said, “Business is bet- 

ter now, instead of being off.” 
Another dealer said several of| 
his customers had commented upon | 
the new compacts, but did not seem 

to have much interest in them. 
* + * | 
N NEW ORLEANS, with busi-| 
I ness reported running well) 





ahead of last year, dealers pre- 
dicted an orderly cleanup. 

They said there is “no talk” | 
about the small cars or any indi-| 
cation of customers putting off 
buying. 

They admit, however, that the 
story may be far different with- 
in the next 30 to 60 days. They 
are keeping an anxious eye on 
used-car values in the meantime, 
although clean cars are selling at 
a premium and dealers say they 
have no complaint on used-car 
movement at the moment. 

A slight softening has been noted 
in the past 10 days, and dealers 
suspect that used cars in the $1,900! 
dass may suffer when the new 


compacts bow. 
x * + 


Mixed Supply Picture 


HE picture is mixed in Colum-| 

bus, O. A Chevrolet dealer said | 
he won’t have enough new cars to 
carry him through, while a Ram- 
bler dealer said he already is 
plagued by a shortage in some} 
models. 

On the other hand, a Ford 
dealer said he has a 60-day sup- 
ply and expects to balance out. 
A Buick dealer said he is “all 
set,” while a DeSoto-Plymouth 
dealer said the cleanup looks like 
a problem, 

An M-E-L dealer called the 
eanup outlook “not one of dis- 
tress, but highly competitive, with 
little holdover expected.” 

Some customer resistance has 
been noted, but this was attributed 
to “worry about the steel strike” 





Service Special 


Following the Recent Automotive News 
Service Issue 
We Are Offering Our Services in 


Dealer Service Development 


AT NO COST TO THE DEALER 
We Will Analyze Your Operation, Make Nec- 
tary Changes, Provide Management Per- 
sonnel, Adopt Effective Merchandising, and 
Perform Constant Follow-Up—All For a Per- 
centage of the Improvement. This Offer is | 

on Successful Experience in Service | 

Development. Send inquiries to: 

P. 0. Box 764, Pompano Beach, Florida, 
DEALERSHIP 


MANAGEMENT COMPANY 
2415 East Seven Mile Rd, Detroit 34, Mich. 
SS ERR A 








ADVERTISEMENT } 





'M BOB CHILDERS. I want you 
fo make two long-distance tele- 
Phone calls at my expense! You 
fan learn how other dealers have 
hcreased their car sales. See Page 
31 for complete details. 

SSR ct eon 


| said, “If the enthusiasm continues, 


|}more wholesalers are coming in 


| experience. 


GM Eyes Growth 
 |In Argentina 


See No Problem in Huge Stocks, ’60 Compacts... 


Dealers Confident on Cleanup 


been convinced the American pub- 

to upcoming small cars, lic wants a small car, What they 
: i oo do want is a big car at a smaller 

CHEVROLET dealer, however, price.” 

reported the public is getting * * * 


excited about the compact cars and No Profits in Midwest 


co cleanup in Kansas City, St. 
Louis and other areas in the 
Midwest apparently will be thor- 
ough and fast — and lacking in 
profit. 

The new small cars are con- 
sidered an unknown quantity and 
dealers largely are protecting 
themselves by making sure they 
will have small inventories by the 
end of the quarter. 

Inventories in the area are not 
abnormally high overall, but some 
dealers have big stocks of new cars 
that are not moving. 

There is not so much consumer 
resistance as there is consumer 
apathy, dealers said, but the usual 
year-end bargain-hunters are mak- 
ing the rounds. 

Some used-car lots in both Kan- 
sas City and St. Louis are “loaded” 
with ’59s, while U. C. demand con- 
| tinues steady—and slow. 


and “price shopping” rather than 





it'll be the biggest thing we’ve ever 
had.” 

He sees the smaller car as a 
drawing card, but believes cus- 
tomers will divide into “two dif- 
ferent buying groups—the econ- 
omy buyers will get the smaller 
car; those who want room and 
comfort will stick with standard- 
sized cars.” 

Some dealers said their custom- 
ers are lukewarm toward the 
smaller cars, others indifferent be- 
cause “they realize the cars won't 
be what they expected.” 

The used-car outlook in Colum- 
bus is good, although sales have 
fallen off from June. Most dealers 
report a shortage and note that 


from the South and paying within 
$50 of local retail price. 
* * 


Market Is Steady 


HE market is “moving along 


steadily” in Little Rock, dealers| Sell plenty of ’59 models during the 


there said, with the outlook good|Cleanup to buyers who right now) 


for sales and stocks on both new)| think they are going to wait to 

and used units. take a look at the ’60 models. 
One of the oldest GM-line dealers | ee 

in Arkansas said he is not dis- | EALERS in the San Francisco 

turbed by the present market or| area are high in their estima- 

the prospect of new compact cars,|tion of the outlook for both new 





| but is prowling his used-car lots|and used-car sales. No cleanup 


personally for the first time in his| problems are anticipated. 

In most instances, new cars 
were said to be moving well with 
an upturn noted in mid-July. 
Chrysler-line dealers are enjoy- 
ing their best month of the year 
and Ford, Chevrolet, Buick, 


“I am not going to get caught 
with a heavy used-car inventory 
when the changeover period | 
comes,” he said. 

Another dealer said he had re- 
duced his used-car stocks to such} 
a point and demand has been so 
good that he is out trying to buy—| Used-car stocks are “extremely 
without success. low” and dealers are paying over 
_ Nearly everybody expects to be book in the wholesale market. 
in good shape on both new and| “Anything retails, even the junk,” 
used units when the ’60s arrive. | one dealer said. 

Some dealers in Little Rock say! Dealers believe there may be 
the steel strike has flushed out|“some softening” of the used-car 
reluctant buyers, and one said fear; market when 1960 models arrive. 
of the strike was reflected in auto} Opinions varied on the effect of 


sales even before the walkout began.|the Big Three compact cars, al- 
* * * 


though dealers feel few potential 
N ATLANTA, the cleanup looks ses 
I good to dealers in most major| buyers are waiting to see them. 


: ; : One effect has been a definite 
lines. However, a Buick dealer said, | : : 

“We have had lousy business all —— f the mscd-teupert stam 
year and don’t see much improve-| ~~ a ee 

ment now. The one bright spot for) 

us is that our stocks are pretty O 
well controlled, and we're not going | 
to be stuck with too many cars to 
unload.” 

A Chevrolet dealer, on the 
other hand, said he was buying 
as many cars as he could get in 
order to have enough to last until enna” 
60 introductions. | z ‘ . , 

“But Chevrolet dealers had such | “a Se en vA ~— 
BP gor hy on hg Reng a a4 slumped since July 4. Rambler and 

A Chrysler-iine deaier anid busi-| Fo"d, dealers have noted a, pickup 
ness is “much better” than last/ i) "Dog q ys, wees & 
year and a Ford dealer reported| ‘© *°' ealer said he has re- 
July sales running ahead of June. iF 

Dealers handling Lincoln, Mer-'| alcon. 
cury, Cadillac, Pontiac and Oldsmo- | - 
bile agreed that the cleanup period Bi le 
—— to pose no problems. 

o dealer said he has encoun- . 

tered any particular consumer re- At Oldsmobile 
sistance. While there was “a little LANSING. — Edward J. Bigley, 
talk” about waiting for the smaller | 62, Pacific regional manager for 
autos in recent weeks, “no one ever| Oldsmobile, retired on July 1. He 
mentions it any more,” one dealer| has held posts in the Oldsmobile 
said. | sales department for the last 23 

Another declared, “I have never| years. 


Bigley joined Oldsmobile in 1936 
as a district manager in Albany 
and served in various field sales 
posts in Boston, Cleveland and 
Lansing before being named zone 
manager in Philadelphia in 1950. 

Two years later he was promoted 
to Atlantic regional manager and 
was shifted to Pacific regional 
manager in 1955. For the last four 
years, Bigley has directed Oldsmo- 
bile sales in Washington, Oregon, 
California, Arizona, Idaho, Wyom- 
ing, Utah, Colorado, Nevada and 
parts of New Mexico, South Da- 
kota, Montana and Nebraska. 


Notat Offers Nylon Tire 


CHATTANOOGA, Tenn.—Notat 
Tire Co., manufacturer of Notat 
laminated tires, has announced it is 
producing a new nylon premium 
tire. 


| 
| 
| 
| 
| 
| 


strong. 


NE of the few dealers report- 
ing depressed sales and tend- 
ing to blame the upcoming small 
cars was a Chevrolet dealer in 
Tulsa. 

| Customers are waiting for the 
| Corvair, he said, making new- 
| car business right now “medi- 





y Retires 





BUENOS AIRES.—A $20 million 
expansion of GM facilities in Ar- 
gentina has been proposed to the 
Argentine government under pro- 
visions of an Argentine regulation 
covering manufacture of automo- 
tive products, GM has announced. 

The proposed investment would 
provide for production of light and 
medium trucks, GM said, and con- 
templates a substantial increase in 
utilization of two plants here and 
construction of new facilities, in- 
cluding a plant for manufacture of 
engines. 

The expansion eventually would 
provide the facilities in Argentina 
for an annual volume of 20,000 ve- 
hicles, GM said. 





Dealers are confident they will | 


Rambler and Lark also, are | 


ceived many inquiries about the 
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Each model change brings forth new and varied uses of 
stainless steel for functional parts—in windshield wipers 
and motors, radiators, heaters, engines, trim, and fasteners. 

Car and automotive parts manufacturers have found in 
stainless a combination of qualities unobtainable in any 
other commercial metal. . 


Stainless steel parts are tough and strong, yet light- 
weight. They offer outstanding resistance to heat and 
wear. Stubbornly resist rust and corrosion. Maintain 
their strength and toughness through extremes of heat 
and cold. 

These are definite advantages that only stainless steel 
parts can offer. Advantages that can help you sell new 
cars. Advantages that help you save on reconditioning 
costs when those cars come back as trade-ins. 

Know the stainless steel parts on your product. Check 
your manufacturer’s parts list. Point them out to your 
prospects, both men and women. They know about and 
respect stainless steel’s outstanding qualities. Cash in on 
their confidence by making stainless a regular part of 
your sales story. 


REPUBLIC 


}, STEEL 
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Spade's a Spade 
lymouth Dealers Go 
After Conquests 


ST, LOUIS.—A new type of sell- 
ing promotion, for this area at 
least, bloomed in the newspapers 
when the 17 Plymouth dealers in 
Greater St. Louis advertised a “July 
Plymouth sale” with a new offer 
every day for seven days. 

The special offer was directed at 
other brands with advertised bonus 
allowances for trades by owners of 
those makes. For instance, Tues- 
day, July 14, was “Rambler Day” 
and dealers offered an extra $100 
for any Rambler traded on a ’59 
Plymouth that day, plus free 
heater-defroster installed on any 
new Plymouth ordered on that 
date. 

The other daily offers were sim- 
ilar—with $100 extra allowances for 
owners who traded Buicks, Pon- 
tiacs, Oldsmobiles, Chevrolets and 
Fords. The free offers varied from 
radios to whitewalls. 

A few months ago the area was 
bombarded by Mercury direct-mail 
folders which were mailed to Olds- 
mobile, Buick, Pontiac and other 
owners specifically listing the dis- 
advantages of those makes when 
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Van Drunens Honored— 


Stan Lehne, general field manager of Ford Motor Co., left, presents to Morse J. 
Van Drunen, center, and his son, John W., a 10-year Four-Letter Award in recognition 
of outstanding achievement for serving the community with quality representation in 
Homewood, Ill. Only three out of the 108 Ford dealers of the Chicago district re- 
ceived these awards, The Van Drunens said this accomplishment was made possible 
because of the “fine cooperation and teamwork” of their employes. Over a dozen 
have been with the firm 10 years or longer. Van Drunen Ford Sales have been in 








Subpena Called Unreasonable .. . 


Court Rejects U. S. Bid 
To Get GM Records 


NEW YORK.—General Motors| conduct 30 years ago be produced» 
has won its fight to kill a Justice GM had said the document 
Department subpena ordering the! sought by the Government would 
company to produce records from! have weighed two tons and filled 
as far back as 1929 in a Federal! at least two railroad boxcars, 
antitrust investigation. McGohey observed that among 

U. S. Judge John F. McGoney, | the “policy documents” asked 

in quashing the subpena, called | the Government were the originals 
the Government’s request “un- | copies, microfilms, tape recording 
reasonable” and “extravagant.” and any other reproduction of re. 

In Washington, Justice officials} ports, minutes, recommendations 
refused to comment on the ruling.| surveys and studies made by the 
But they indicated they now would| board of directors, general man. 
draw up a new and narrower sub-| agers and other officers of the 
pena. firm’s 44 operating divisions ang 

They added that McGohey’s deci- | SUbdivisions. 
sion does not necessarily end the| “It is settled law that a demand 
grand jury investigation. for documents must be reason. 

In his opinion, McGohey upheld | able,” the judge said. “I hold that 
the grand jury’s right to investi-|this subpena .. . is unreasonable. 
gate any possible criminal viola-| It will be quashed.” 
tions of antitrust laws by GM, but He also said GM’s contention 
added that “surely it is not inevi-| that the Government is “mis 
tably necessary ... that proof of 
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with a ’59 Mercury, 






You seldom see one these days, except 
in a rodeo or bridle path. And as a power 
symbol, the man on horseback declined 
with the horse. 

However, outside the cities, there is a 
new and significant power symbol — man 
on the tractor. 

Since 1940, the number of farms has 
declined 1,300,000, and in 1957 there were 
3,400,000 fewer farm workers. Yet farm 
production grows every year. With 1947 
as 100, farm productivity in 1957 was 
183.8—three times the increase in industry 
in the same period. 

Reasons why? Better farmers, better 
methods, mechanization and larger farms. 
Machine power is the multiple, as well 
as the substitute for the missing men. 
Newest, fast growing development is 
materials handling — such as moving the 
thousands of tons of feed required in a 
year for a sizeable beef herd. 

Much farm machinery is special purpose, 
limited function, infrequent use, but the 
farmer buys time and expedition, as well 
as labor, in machines. And the index of his 
productivity is his machinery investment. 

Consider the farm subscribers of 
SuccessFuL Farminc (circulation 
1,300,000). They represent less than 
one-quarter of the country’s farms. But in 
1957, they accounted for 58% of the corn, 


46% of the wheat, 57% of the soybeans, — 


in 1957 sold 62% of the hogs and pigs, 
47% of cattle and calves, and on Jan. 1, 
1958 had 41% of the milk cows on hand. 





the Ford business since 1930. 


Yet this same group owns 70% of the 
cornpickers, 63% of pickup balers, 54% of 
combines, 51% of side delivery rakes; and 
44% of all tractors on U.S. farms in 1957. 

They make money, even when farm 
prices are down, because they are 
more efficient, volume producers. Their 
estimated annual average cash earnings 
from farming for the past decade has been 
around $10,000. Last year their estimated 
average cash income from farming was 
$12,120, a new record. 

As consumers, SuccessFUL FARMING 
farmers are one of the world’s best class 
markets today. If you're looking for buying 
power, there’s a $12 to $14 billion plus 
market in this one magazine. 


Man on horseback— 


If you’re looking for influence, no other 


FarMInc in its field. For the 
=a simple reason that SF for 
A fifty-seven years has helped 
K- farm families earn more, 
live better; and it has 
acquired a confidence and 
respect that gets better 
reception and response 
for advertising. Any 
SuccEssFUL FARMING 
office can tell you more. 






Meredith of Des Moines . . . America’s 
biggest publisher of ideas for today’s living 
and tomorrow’s plans. 


21 — Choices — 21! 
In the January 1960 issue, 


Successful Farming will be available 


to advertisers in the regular edition plus 


Twenty State & Regional Editions 
— new flexibility, made possible 


by America’s newest magazine publishing plant. 


Advertisers can match map and market, 


intensify impressions, 
put push behind new products, 


test copy, list dealers... 


enjoy SF's door-opening influence 


based on 57 years of service 


»-. and SF’s 1958 estimated average 


farm subscriber’s cash income 


from farming alone of $12,120! 


Ask for full facts! 


Successful Farming . . . Des Moines, New York, Chicago, Philadelphia, St. Louis, 
Boston, Cleveland, Detroit, San Francisco, Los Angeles, Atlanta, Minneapolis. 








re medium matches SuccessFUL 


using” the grand jury process toe 
find supporting evidence for 4 
civil suit is not now at issue. 

In arguing against the subpena 
last spring, Henry M. Hogan, GM 
general counsel, called it “a politi- 
cally inspired fishing expedition” 
into company records. 

He said “even reasonable compli- 
ance would impose upon General 
Motors a staggering burden in 
terms of time devoted by key per- 
sonnel as well as in monetary 
time.” 

When the jury hearings were 
launched earlier this year, Attorney 
General William P. Rogers called 
them a continuation of an inquiry 
into GM activities. 

“Only if the investigation now 
under way discloses violations of 
the antitrust laws will appropriate 
relief be sought,” he said. 


Willys to Build 
Jeep Vehicles 


In Canadian Plant | 


TOLEDO. — Willys of Canada, 
Ltd., will begin assembling Jeep 
vehicles at its Windsor (Ont) 
plant by Aug. 1, according to W. & 
Pickett, sales vice-president of Wil- 
lys-Overland Export Corp. 

The Windsor facility, which has 
been a Jeep and parts distribution 
center for the Canadian market, 
has been revamped and equipped 
for the new assembly operation, 
Pickett said. 

First model of the Jeep line of 
four-wheel drive vehicles to be built 
at the plant is scheduled to be the 
CJ-5 Jeep Universal, it was an- 
nounced, with CJ-3B and CJ-6 mod- 
els to be placed in production at 
a later date. 

Initially, 40 percent of the com- 
ponent parts will be manufactured 
by Canadian labor, Pickett said, 
with other components being ship- 
ped from the Willys factory in 
Toledo. 





Dodge Promotes 


Two Executives 


DETROIT. — Appointment of 
Robert B. McCurry jr. as assistant 
general sales manager and Martin 
W. Chamberlain as market analysis 











M. Chamberiain 


R. B. MeCurry Jr. 
manager has been announced bY 
Dodge. 

McCurry joined Dodge in 1950 a8 
district manager at Green Bay, 
Wis. Prior to his: present appoint- 
ment he was Western area sales 
director for Chrysler Corp. 

Formerly Dodge car sales coord- 
ination manager, Chamber! ain 
joined Dodge in 1945 as regional 
manager in St. Louis. 













Passing car after car in popularity.... 


RAMBLER IS NOW NO. 2 
N AMERICA IN 6-CYLINDER 
PVE aay 


Here are the figures GENERAL MOTORS ... . 643,872 
as reported by a RAMBLER ......... . 330,929 
leading trade FORD MOTOR COMPANY 324,971 
authority: CHRYSLER CORP. ..... 126,934 


(“Ward's Reports” of June 15, 1959 — 
Figures for 1959 Model Year) 


and in 6-cylinder Station Wagons... 


RAMBLER IS NO. |! 


Ward's Reports,’ April 6, 1959 
Figures for 1959 Model Year 
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We Have the Product for the ae 


American Motors Sales Corporation 


Exploding?Compact Car Market... Seta, mite 


Dear Sir: Will you please provide me with more complete informa- 
tion about the Rambler franchise. | understand that | am under no 


YOU Have the opportunity! ae rere ae ee 


ea sittsttscrinneciteasetcnenainntndaenitaninaptientine 
Rambler Franchises Also Available in Canada and Important Export Markets. 


ADDRESS 
In Canada Write to: American Motors (Canada) Lid., 2951 Danforth Ave., Toronto. 


a 


Se NY ee NS 
(PLEASE PRINT) 
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rrespondent George L. Glaser Writes .. . 
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Auto Letter from Europe 


antiguas rg — Volkswagen is 
very much in the news during 
this summer of 1959, with privatiza- 
tion of the ownerless firm, settle- 
ment with VW savings account 
owners, Common Market difficul- 
ties and a new VW engine among 
topics most often discussed, 

German newspapers have sug- 
gested that Heinz Nordhoff, sole 
boss of VW, may not be inter- 
ested in an early settlement of 
the claims arising from savings 
account owners — those early fi- 
nanciers of the plant. 

Both Nordhoff and VW workers 
are afraid of private ownership, it 
is said, because such a development 
might end Nordhoff’s control. 

In reply to Nordhoff’s accusation 
of the difficulties concerning the 
entry of Volkswagens into France 
and Italy, an Italian newspaper 
charged that German autos are not 
in demand in Italy and, as proof, 
mentioned the unused import li- 
censes. 


Frank Novotny, press relations 





chief of VW, in rebuttal, asked,| 
“Why does Italy not permit free| 
import of German cars if the com-| 
petition is not feared?” 

He also noted in detail the diffi- 
culties concerning import into Italy, 
compared with the relative ease of 
importing into West Germany. 

As for the new VW engine, it 
reportedly is being installed in 
trucks and buses now being de- 
livered. A VW spokesman describes 
it as entailing “just a few running 
improvements.” It reportedly has a 
heavier crankcase housing, a heav- 
ier crankshaft and a new exhaust 
system. 

* * * 
Million-Miler 
HE worldwide contest, in which 
Daimler-Benz sought the Mer- 


cedes truck with the highest mile-| 


age, has come to a close. 

Winner was a Dutch-owned 
truck with 1.3 million miles of 
performance since it was pro- 





duced in 1934, Runners-up were 





two trucks owned by an Austrian 
firm. 

Daimler-Benz engineers are ex- 
amining the winning trucks to find 
out what made them last so long. 

* * * 


4-Seater for BMW 700? 
BM: which has just released 


details of its little 700 sports |.jag 


coupe, reportedly will show a four- 
seater at the Frankfurt auto show. 
|Michelotti is said to have had a 
hand in the styling. 

* oo + 


| Engineer Goes East 


Without confirmation, it is said 
that the new Russian small car 
| (resembling a Volkswagen and a 
Fiat) has been aided by a former 
VW engineer who defected to the 
Soviet Union. 

ok * * 


|Canadian Plant Eyed 


N HANOVER, it is reported that 
Rheinstahl-Hanomag is planning 
an assembly plant in Canada. 
Trucks and farm tractors would be 
produced. 


* * # 


Renault Forges Ahead 


— has opened its new 
Italian office in Milan, The first 
Dauphine-Alfa Romeo produced in 
Milan has left the factory. 

Renault has also taken over 
distribution of Alfa Romeo in 
France, with the idea of partial 
production in mind, 

Alfa will produce engines for sale 
through Renault, although the type 
has not yet been announced, 








* * * 


Answer to VW 


—— has developed a new 
light line of vans, pickups, 
microbuses and ambulances to com- 
pete with Volkswagen. 


Two models are available, the 
Estafette and the Trafic, They 
are powered by the Dauphine en- 
gine with a fully sychronized 
four-speed transmission and 
front-wheel drive, The power 
plant is unitized and can be re- 
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Celebrate Safety Run Victory— 


Drivers and sponsors of the Mercury Monterey and Edsel Ranger which won th 
medium price class and low medium price class, respectively, in the sixth annual Youh 
Safety Run from Los Angeles to Yosemite receive congratulations from William }, 
Alen, Los Angeles district sales manager for M-E-L division. Pictured from left on. 
Alen; Ron Tesarski, Edsel co-driver; Bill Wilkinson, Edsel driver; Ray Lowe, of Page. 
Lowe Mercury-Edsel, Inc., West Covina, Calif., car sponsor; Gary Guyon, Mercun/ 
co-driver; Mike Talley, Mercury driver; Duane Stacy, observer, and Howard Mongold, 
Tri-City Motors, Monrovia, Calif., car sponsor. 


Mack and White Chalk Up 
Record Sales and Profits 


$6,793,005, compared to $2,543,208 
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DETROIT—Two major truck 
makers, Mack and White, reported| for the comparable 1953 period. 
record sales and earnings in the} Net sales for the first half al» 
first half of 1959. | hit a new high of $174,290,913, com- 

Mack reported sales for the pared to $125,211,443 for the like 


first half totalled $151,686,594, a oo a mie the improved earn 
gain of “4 Se cain te yoy a ings for the first half, the White 
ous high es 8 in » anc | poard voted to increase the quar 
24 percent over the $122,294,454 terly dividend on common share 
for the first half last year. from 43% cents to 50 cents per 
Net sales for the second quarter share, with the new dividend pay- 
were $81,650,463 compared with| able Sept. 24 to shareholders of 
$67,584,919 for the like period of| record Sept. 10. 
1958. This is the fourth consecutive White reported a profit of $4,044, 
quarter in which sales have ex-|3¢ on sales of $91,422,784 in the 
ceeded those of comparable quar-| second quarter of this year. In the 
ters in any previous years. like period of 1958, sales amounted 
Earnings for the first half were} to $68,484,369 and earnings were $1; 
$7,882,493. This was 21 percent 


218,116. 
above the record income of $6,508,- Ctttiepaeniemensanatamscemsestin 
316 reported for the first six Gibson Heads Group 
ae SS ieee CLEVELAND.—Hugh Gibson o 


2558 


a 


2 


BSS3E3 


moved as a unit, including front 
axle and suspension. 

The rear axle is unitized and 
contains the swing arms for inde- 


Net earnings for the second 
quarter of 1959 reached $4,342,534, 
compared with $2,081,230 for the 
period last year. The previous rec- 


Central Chevrolet, Inc., has _ been 
elected president of the Cleveland 
Chevrolet Dealers’ Assn., succeed- 


a. 


















To make a truly outstanding quality oil, 
Wotr’s Heap starts with the best—100% 
Pure Pennsylvania, nature’s richest crude. 
Then Wotr’s Heap is Tri-Ex refined three 
important extra steps for truly superior per- 
formance. are: 


THOROUGH DEWAXING 


. .. to remove wax impurities but 
preserve all of the essential lubricat- 
ing properties often eliminated by 
excessive or improper dewazing. 


‘ DOUBLE DISTILLING 


. .. by close fractionation in special 
reducing stills that expertly remove 
all unstable, inferior and non-lubri- 
cating fractions that cause high oil 
consumption, sludge and varnish 
deposits, excessive wear, corrosion 
and other harmful conditions. 


TRIPLE FILTERING 


. . . through a special and costly 
“filtering medium’’ under the most 
rigidly controlled conditions to re- 
move undesirable carbon, resins 
and heavy residual materials .. . 
without removing the natural oxida- 
tion and corrosion inhibitors that are 
removed with less costly methods. 











There is no finer motor oil. Give your customers 
the best . .. Wo.r’s Heap, Tri-Ex refined, 100% 
Pure Pennsylvania, scientifically fortified. 





WOLF’S HEAD OIL REFINING CO., INC. 
OL CITY, PA. 





pendent rear-wheel suspension. 
* * * 
New Perkins Unit 
puexoe Diesel of England has 
opened a new firm, Perkins Gas 
Turbines, Ltd. 
It will produce gas turbines of 
50 to 1,500 h.p. under license from 
Solar Aircraft Co. of California. 





Peoria Dealers 
Contrast °50s, 59s 
In Fair Exhibit 


PEORIA, Ill.—An unusual exhibit 
designed to graphically show the 
progress of automotive design dur- 
ing the past decade was held by 
Greater Peoria auto dealers during 
the Heart of Illinois Fair here last 
week. 


Called “10 years of progress,” the 
display filled two large circus tents 
with side-by-side 50 and ’59 models 
of a dozen makes of automobiles. 

All domestic makes except Mer- 
cury, Lincoln and Edsel were 
shown, while Jaguar was the only 
import displayed. The Peoria Auto- 
motive Dealers Assn, sponsored the 
exhibit. 

Cooperating dealers were Bower 
Buick, Inc.; Bud Rowlett, Inc. (De- 
Soto-Plymouth); Character Cars, 
Inc, (Imports); Cook Motor Co. 
(Ford); Cornelius Rambler; Earl 
Johnson Chevrolet; Egolf Motors 
(Oldsmobile); Hopkins Motor Sales 
(Studebaker); Key Motors (Dodge- 
Plymouth); Murphy Clark Co. 
(Chrysler-Imperial) ; Peoria Motors, 
Inc. (Ford); Rossetter Motor Co. 
(Ford), and Travis Cadillac-Pon- 
tiac. 





Edge Building Going Up 

BAKER, Ore.—A $120,000 build- 
ing is now under construction for 
Edge Chevrolet Co., Ltd., at Tenth 
and A Sts. It will have 16,000 square 
feet in the main area and 6,000 in 
the service department, according 
to Marvin C, Edge, owner. 












































ing Anthony A. LaRiche of South 
East Chevrolet. Other officers are: 
Walter E. Jacksaw, vice-president; 
Ray Hertzberger, treasurer, and 
Wilbur H. Ragg, secretary (re 
elected). 


ord for this period was established 
in 1957 with net earnings of $3,491,- 
846. 

Net income of White in the 
first half rose to a new high of 


al 
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Quantity 
PRODUGTION 


) 
GREY IRON GASTINGS 
ONE OF THE NATION'S 


LARGEST AND MOST MODERN. 


PRODUCTION FOUNDRIES 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


eu sc ~~ USO lc ese 6B UTP Aa) UBM 
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AND MANUFACTURING PLANT 


CHATTANOOGA 2, TENNESSEE 
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i= NB. All U. S. totals include cars and trucks for military orders. 


\Car Production Holds Up 
|Despite Steel Strike | 


(Continued from Page 1) 
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Draper’s New Book Guides Dealers .. . 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 


Week 
Ended 
duly 25, 


1959 
AMERICAN MOTORS 
Rambler 
GBRYSLER CORP. .... 13,190 
150 


Thunderbird .... 
Lincoln 
Mercury 
GENERAL MOTORS .. 


5,181 


1,157 


Total Cars, U. S.** ....125,223 
*Revised. 


**Totals for 1958 include Packard production. 


Same 
Week, 
1958** 


4,177 
12,662 
1,239 
452 
2,344 


85,519 


Week 
Ended 
July 18, 
1959* 


Jan. 1 
To 
duly 25, 
1959 


dan. 1 
To 
duly 26, 
1958** 


To Date 
10,181 
17,819 
1,878 
1,000 


34,725 
61,223 
5,350 
2,794 
10,926 
53 
42,100 
121,024 
1,568 
108,867 
5,979 
1,412 
9,177 
208,315 
13,066 
10,742 
124,999 
28,934 
30,574 


107,803 
363,616 
35,058 
22,903 
66,126 
8,345 
231,184 
659,708 
F277 
564,476 
27,861 
15,799 
72,156 
1,357,111 
133,095 
86,672 
800,803 
200,758 
135,783 


251,528 
500,982 
50,163 
33,926 
107,869 
11,919 
297,105 
1,029,903 
24,867 
895,806 
45,255 
17,309 
91,921 
1,798,567 
154,656 
100,186 
1,010,545 
254,963 
278,217 
8,964 


21,660 98,043 


434,251 2,511,638 3,679,023 


eseThunderbird included in Ford division figures. 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 


Week 


Same 
Week, 
1958** 


CHEVROLET 
DIAMOND T 


INTERNATIONAL 
MACK*** 
STUDEBAKER. .............. 


Total Trucks, U. S. 


Total Cars, Trucks, 
REESE ESI 151,966 


Total Cars, Trucks, 
Canada 


Cars and Trucks, 
U. S. and Canada ..160,431 


"Revised 


102,114 


5,581 


107,695 164,182 558,612 3,251,399 4,702,624 


Week 
Ended 
duly 18, 
1959* 


9,523 
94 

66 
1,657 
6,745 
2,328 
2,989 
360 
269 


Jan. 1 Jan. 1 


To 
duly 26, 
1958** 


167,874 
3,098 
1,537 

35,047 
127,965 
35,637 
53,949 
8,579 
3,553 
9,744 
47,301 
2,523 


Output, 
July, 
To Date 
32,575 

348 
162 
5,276 
23,757 
7,561 
11,141 
1,281 
998 
1,017 
8,227 
337 


To 
duly 25, 
1959 
247,611 
3,746 
1,774 
48,550 
202,933 
55,246 
88,285 
9,963 | 
8,138 | 
11,128 
69,439 
2,409 


2,544 
90 


92,680 496,807 749,222 


526,931 3,008,445 4,428,245 


9,583 31,681 242,954 274,379 


How to Achieve 3 Percent Profit 


By Kenneth C. Kelley Jr. 
Staff Writer 

SAGINAW, Mich.—How to make 
a three percent net profit on sales 
in an auto dealership is the sub- 
ject of a new book by Harold D. 
Draper sr., a Chevrolet dealer here 
for 32 years. 

Draper, who has a total of three 
thriving Chevrolet dealerships in 
this area and a host of other busi- 
ness interests, offers both manage- 
ment information on dealership op- 
erations and guide figures to be 
used in reaching the three percent 
goal. 

He is the author of another 
volume, “Long-Term Leasing of 
Cars and Trucks,” published last 
December. Orders for the leasing 
manual came from all 50 states, 
every province in Canada and a 
dozen foreign countries, Draper 
said. 

The new book, “Management for 
Superior Profit,” will be available 
in mid-August at $20 per copy, 
postpaid in the U. S. It may be 
ordered from Harold D. Draper sr., 
Box 530, Saginaw, Mich. 

Draper says that three percent 
is the minimum profit that dealers 
should shoot for on the total sales 
and indicates that good manage- 
ment can improve on this figure. 

His book opens with a section on 
sales and profit forecasting. He 
notes the importance of forecast- 


AMA Counsels 
Against Delay 
In Road Building 


DETROIT.—The Automobile 
Manufacturers Assn. has urged 
Congress to keep the Federal high- 
way building program on schedule. 

In a letter to 
Rep. Wilbur D. 
Mills, chairman 
of the House 
Committee on 
Ways and Means, 
now holding hear- 
ings on highway 
financing, Harry 
A. Williams, AMA 
managing direc- 
tor, said: 

Po “We believe the 

H. A. Williams long-term build- 
ing schedule established by Con- 





Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. -é t bett high 
**autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in| "¢ed is urgent for er high- 


Mack totals. 


sharply at plants in Los Angeles 
and Newark, Del., last week. 


x * * 
YSLER output dropped from 
1,878 units the previous week to 


190 last week; Dodge, from 3,140 to 


1100, and DeSoto, from 1,000 to 40. 
lers and DeSotos were being 
luced only. in Los Angeles, and 
es in Newark and Los An- 


A spokesman for the company 
Said production at all of these 
Plants is scheduled to continue 
the rest of this month and pos- 

longer. 

During the week Dodge was 
Sheduled to build 800 trucks for 
port, having completed its do- 
Mestic production a week earlier 

the assembly of 1,657 vehicles. 
a oe of 


ENERAL MOTORS passenger- 
Car estimates for the period 
Were up almost 4,000 units over the 
Previous week, with Chevrolet ac- 
Counting for the increase. 
Chevrolet boosted auto sched- 
from 35,366 the previous 
Week to 39,600 and truck output 
9,523 to 9,900 units. 
Flint, Janesville and Kansas City 
ts were on a six-day week and 
all others on five. With the excep- 
tion of the St. Louis facility, which 
is down Thursday and Friday, all 
uck plants also worked five days. 
evrolet is running more than 
000 units ahead of the pace it 





set during the corresponding pe- 
riod a year ago. Through this point 
in 1958 the firm had built 800,803 
cars, 

- * 


ok 

RRODUCTION at Ford Motor Co. 

plants was relatively unchanged 
over the two-week period. The firm 
built 35,067 cars and 6,745 trucks in 
the week ended July 18 and sched- 
uled 35,030 and 6,545 last week. 

In Kansas City, Ford division 
announced that a second shift 
has been added at the Claycomo 
assembly plant to produce pas- 
senger cars only. 

It marked the first time in the 
47 years Ford Motor has been 
building cars in Kansas City that 
a unit has been assembled on a 
full-time second shift, according to 
Tjark F. Riddle, plant manager. | 

ok oe ca 


New Plant to Produce 


Both Dodges, Plymouths 


ST. LOUIS.—Dodge cars will be 
produced in the new Valley Park 
Plymouth plant as well as Plym- 


ouths, according to Nelson E. Mc-| 
Leod, manager, who said that the| Weddington said, the banking de- 


bulk of production would be Plym- | 


ouths. 


gress in the 1956 Highway Act 
should be adhered to fully. The 


ways.” 

Commenting on current highway 
financing proposals, Williams 
stated, “it would be premature and 
prejudicial at this time for Con- 
gress to impose further special 
taxes on motorists or to institute 
new allocations to the Highway 
Trust Fund from Federal automo- 
tive excise taxes. 

“We believe an interim fiscal pro- 
gram should be developed to cover 
the anticipated two-year deficiency 
in the Fund. We are confident that 
a form of highway revenue bond- 
ing or repayable credit financing 
can be used until the time when 
Congress has before it the facts on 
which to base a sound long-term 
highway tax policy.” 


Dealers Reminded 
On Finance Law 


In New Mexico 


SANTA FE, N. M.—Only 88 sales 
finance company licenses have been 
issued in New Mexico under the 
new Motor Vehicle Sales Finance 
Act which went into effect June 12, 
according to F. F. Weddington, 
state bank examiner. 

Under the law, every company 
or individual which purchases or 
holds retail installment contracts 
on motor vehicles must be licensed 
as a sales finance company. 

In an effort to reach all those 
who might be affected by the law, 


partment has been mailing copies 
of the act to dealers, finance com- 


The Valley Park Chrysler plant | panies and banks. 


is scheduled to go into full produc- 
tion about Sept. 1, at which time 


about 4,000 persons will be em-| 


ployed, Pilot production has been 


The law requires a detailed state- 
| ment of the transaction, sets maxi- 
mum interest rates, provides for 
|refunds and refinancing, defines 





going on.for several months, 


|the term “motor vehicle.” 


ing, “the first and most important 
step to superior profits.” 

The object of forecasting is 
“to know in advance where you 
want to go and how much profit 
you want to achieve,” he says, 
noting that major companies in- 
cluding the auto producers, plan 
their operations on the basis of 
forecasts. 


In this section, Draper also de- 
velops the idea of “sales absorp- 
tion.” This is the service absorp- 
tion idea turned around. 

Under sales absorption, the deal- 
er checks his profit on vehicle sales 
after deducting variable expenses 
to see what percentage of the fixed 
costs of the dealership are covered 
by this profit. 

The book then goes into methods 
of controlling operations and ex- 
penses in such a way as to turn 
forecasts into reality and to make 
the three percent profit. These sec- 
tions contain both management ad- 
vice and detailed figures on how to 
reach the desired objectives. 

The management tips are clear 
and to the point. Example: “Do 
not permit your dealership to be 
‘average.’ Average is only half 
way to the best—and just a step 
ahead of a lot of bums.” 

Draper stresses throughout the 
book the importance of active 
management on the part of the 
dealer. He allows that detail can 
be delegated to employes, but adds 
that dealers must understand the 
details and see that they are car- 





ried out. 

The detailed figures in these sec- 
tions provide a step-by-step meth- 
od, designed to reach superior 
profits. There are goals to be met 
in all areas which, according to the 
Draper system, will produce the 
three percent profit. 

The author gives the dealer some 
leeway in meeting the goals. He 
advises that, where one expense is 
a bit above par and another is a 
bit below, the dealer can still 
achieve his overall goals. 

The book includes forms cover- 
ing just about all phases of deal- 
ership operation. The text con- 
tains filled-in examples to show 
the dealer how to use the system 
and blank forms are provided for 
the dealer’s use. 

The dealership operation is 
broken down into four depart- 
mental operations—new cars, used 


GM's Name Tags for lvan— 








cars, parts and service. (Six depart- 
mental breakdowns are advised for 
dealers who handle trucks.) 


The system emphasizes that 
finance reserve income must be 
over and above the three percent 
net operating profit. 


Draper also offers a system of 
monthly comparisons, which en- 
ables the dealer to pinpoint his 
failures if the dealership operation 
begins lagging. 

Another section deals with 
proper rules on customer credit 
—“‘what everybody wants, most 
people get, and sometimes is the 
most difficult matter to keep 
under control in a dealership.” 


Draper, a 1920 graduate of the 
University of Michigan, is associ- 
ated with two sons and a son-in- 
law in running Chevrolet dealer- 
ships in Saginaw, Bay City and 
Jackson, Mich. 

He owns a finance company and 
a leasing operation and has real 
estate interests. He was president 
of the Michigan Automobile Deal- 
ers Assn. in 1939-42, a director of 
the association in 1936-42, and an 
NADA director in 1939-42. 


In addition, Draper is a director 
of Michigan National Bank and 
has been a speaker at dealer meet- 
ings and the Chevrolet Dealer Sons’ 
School. 


Theft Admitted 
By 2 U. C. Dealers 


SAN DIEGO, Calif—Two El 
Cajon auto dealers have pleaded 
guilty in Municipal Court to 
charges of grand theft and con- 
spiracy to commit grand theft. 
They are Curtis Baker, 47, and 
Jack D. Klein, 36. 


Deputy District Attorney Bruce 
Iredale said the men, associates in 
the Bargain Center used-car lot, 
may have stolen as much as $150,- 
000. Each pleaded guilty to four 
specific thefts totalling about $10,- 
000, he said. 

Baker and Klein admitted thefts 
from car owners and buyers and 
finance companies, Iredale said. 
They kept the money for cars sold 
on consignment and in some cases 
obtained financing on dummy sales 
of cars they didn’t own, Iredale 
added. 


Even a Russian-English dictionary isn't much help to Nancy Kelly, General Motors 
secretary, as she puzzles over the special exhibition license plates which identify GM 
cars to visitors at the American National Exhibition which opened in Moscow last 
Saturday (July 25). The translations (beginning upper left) are: Buick Convertible 
“Electra 225,"' Oldsmobile Sport Sedan “Super 88," Pontiac “Bonneville Vista,"’ Cad- 
illac Sedan "DeVille'’ and Chevrolet Sport Sedan ‘Impala.’ The five cars bearing 
these plates, plus a Chevrolet Corvette, comprise GM's representation among 21 
U. S.-produced automobiles in, the exhibition. GM will also show an ahimated cross- 
section of a ‘59 Chevrolet. Mr. and Mrs. Average Russian will receive an illustrated 
| product booklet showing GM's full range of cars—specially printed in Russian. 





AUTOMOTIVE NEWS, JULY 27, 1959 


Obituaries 


Douglas McKay; 
Former Ike Aide 


SALEM, Ore.—Douglas McKay, 
veteran Chevrolet dealer here and 
Secretary of the Interior during 
President Eisenhower’s first term, 
died of a heart 
attack July 22. 

He was 66. 

At the time of 
his death Mr. 
McKay was 
chairman of the 
U. S. section of 
the International 
Joint Commis- 
sion, which de- 
cides upon joint 
use of water re- 
sources belonging Douglas McKay 
to the U. S. and Canada. 

Mr. McKay, who operated McKay 
Chevrolet Co., also was a former 
mayor of Salem and governor of 
Oregon. 

Under arrangements made prior 
to his death, Mr. McKay’s eyes 
were removed and rushed to Port- 
land, Ore., where the corneas were 
transplanted, one to each of two 
blind persons. Mrs. McKay said 
last week that when she dies her 
eyes will go for the same purpose. 

+ * 


Henry T. DeHart, 65; 


Retired GMC Aide 


BIRMINGHAM, Mich.—Henry T. 
DeHart, retired 
merchandising 
manager for Gen- 
eral Motors Truck 
& Coach division, 
died July 17 at 
his home here. He 
was 65. 

Mr. DeHart re- 

tired Feb. 1 after 

30 years with GM. 

He previously had 

been advertising 

Henry T. DeHart manager of Reo 


for 10 years. 
* 


Gustave J. Retzlaff, 57; 


Dealer, Economy Driver 


PHOENIX, Ariz.— Gustave J. 
(Gus) Retzlaff, owner of Holiday 
Chevrolet Co., Chandler, Ariz., and 
two-time driver in the Mobilgas 
Economy Run, died here July 14 at 
the age of 57. 

Mr. Retzlaff was Western re- 
gional sales manager for Ford Mo- 
tor Co. for 20 years in California 
before coming to Wickenbureg, 
Ariz., in 1950 and buying a Buick 
dealership. He later owned a Ford 
dealership in Chandler, a Pontiac- 
Cadillac dealership in Barstow, 
Calif. and a Buick dealership in 
Winslow, Ariz. He purchased Holi- 
day Chevrolet in 1957. In 1958, his 
first year in the Economy Run, he 
placed third in his class. This year, 


he placed second. 
* * * 
George R. Perkins 

COLORADO SPRINGS, Colo.—George R. 

Perkins, 54, DeSoto-Plymouth dealer here, 

died July 18. He had been in the auto busi- 
ness 34 years. 

* * 


= 
R. Dean Smith 
KANSAS CITY.—R, Dean Smith, 66, 
who retired last year after 45 years with 
Ford Motor Co., died July 13. He was 
traffic department manager at Ford’s Clay- 
como plant at me time of = retirement. 
* 
Seniens L. Edgerton 
GOLDSBORO, N. C.—Lamont L,. Edger- 
ton, 55, head of a local automobile firm, 
was killed July 15 when a car in which 
he was an occupant was in a collision with 
a truck near here. 
* * * 


Orville M, Bryan 
DEER LODGE, Mont.—Orville M. Bryan, 
72, Ford dealer here for 27 years, died 
July 7 in a local hospital, He retired three 
months ago because of illness. He pur- 
chased the Ford franchise here in 1926 and 
sold out in 1953. He had dealt in used 
autos since. 
* * * 
H, L. Palmer 
PARIS, Tex.—H. L. Palmer, veteran 
Paris automobile dealer who entered the 
business here in 1922, died July 9 in a 
hospital at Wichita Falls, Tex. 
* * * 


Buell H, Powell 
DEKALB, Tex.—Buell H. Powell, 66, 
died July 15 in a hospital at Texarkana, He 
had been a car dealer in Dekalb for 35 
years. 
& * * 


Charles R. Moser 
WINSTON-SALEM, N. C.—Charles Ray 
Moser, 57, Winston-Salem used car dealer 
until his health failed, died July 16, 
* * * 


Carlton H. Nerney 
ATTLEBORO, Mass.—Carlton H, Ner- 
ney, 66, associated with the automotive 
industry for nearly 50 years and head of 





Nerney Motor Sales Co, (Ford), died July 
17. Mr. Nerney, founder of the Attleboro 
Automobile Dealers’ Assn., succeeded his 
father, John H. Nerney, as head of the 


Ford dealership in 1939. 
* * * 


C. Robert Fay 
PITTSBURGH. —C. Robert Fay, 59, 
vice-president in charge of the paint and 
brush division of Pittsburgh Plate Glass 
Co., died July 19, He was also a director. 
* * * 


K. K. Meisenbach 


DALLAS.—K. K,. Meisenbach, 73, 
established the first used-car business in 
Dallas almost 50 years ago, died July 16. 





HELP WANTED 


SALES MANAGER—For large Chevrolet | 


dealer, New England coastal area, Must 
have proven background of experience, 
be of good character, energetic and 
capable of hiring and training salesmen 
to produce high volume sales with maxi- 
mum gross profit. This is an excellent 
opportunity for the right man, Good sal- 
ary and incentive bonus. 
giving background of experience and all 
pertinent personal facts and references. 
Box 583, c/o Automotive News, Detroit 7. 


AUTOMOBILE DIRECT MAIL CONCERN: 
Sales representatives—$7,000 plus to 
start. High caliber; car necessary, Ex- 
clusive territory. Excellent future. Box 
596, c/o Automotive News, Detroit 7. 


Wanted! Consumer Credit 
Insurance Agency... 


Top Commissions Paid 


The Resolute Insurance Companies offer 
top commissions for the —o = By 
mobile physical damage « 
top PREPAID commission an oe it ‘ue nd 
accident and health insurance. 

Those who qualify realize commissions 
50 to 100 percent more than those paid 
by conventional companies and those not 
specializing in the consumer credit insur- 
ance field. 

If you are getting less than 40 percent 
commission on automobile physical dam- 
age, less than 50 percent commission on 
credit life, you will find The Resolute Plan 
can enable you to increase your commission 
income. 

Full details on The Resolute Plan can be 
obtained by writing: 


E. K. SCRIBNER, PRESIDENT 
THE RESOLUTE INSURANCE COMPANIES 
RESOLUTE BUILDING 
HARTFORD 2, CONNECTICUT 


TRUCK MANAGER to work in one of 
the finest truck areas in the country 
(northern Ohio). Terrific potential and 
backed by unlimited capital, Excellent 
opportunity for man capable of organiz- 
ing and promoting our truck department. 
Compensation open for discussion. Box 
561, c/o Automotive News, Detroit 7. 





DETROIT METROPOLITAN AREA — 
Chrysler dual dealer wants sharp, fast 
moving sales manager, capable of hiring 
and training salesmen. Also chance for 
buy-in. Full resume in first letter. Box 
614, c/o Automotive News, Detroit 7. 


TWO SALESMEN NEEDED 


For Cadillac-Pontiac-GMC-Vauxhall dealership 
in college town, Northern California, Fishing, 
hunting, water skiing practically year ‘round. 
Selling area of 90,000 to draw from. Willing 
to pay above average commission to right 
salesmen. 


Average commission on Cadillac .... 
Average commission on Pontiac .... 
Average commission on Vauxhall .. 
Average commission on GMC 


Pius bonus plan at end of year for all sales- 
men. If you are an aggressive salesman, want 
to make good money and also have time to 
enjoy your family, then send a letter with age, 
experience, etc., including a recent picture 
to Box 618, c/o Automotive News, Detroit 7. 


SERVICE MANAGER—Must have proven 
record of ability and experience to direct 
and operate Service Department produc- 
ing a total of $20,000 to $23,000 customer 
and internal labor each month, Perman- 
ent position with salary and incentive 
payment plan assuring liberal compensa- 
tion. Completely modern Service Depart- 
ment and facilities—long time established 
Oldsmobile, Cadillac, GMC dealer in the 
beautiful Black Hills of South Dakota. 
Ideal climate; excellent schools and a 
fine place to live. Communicate with L. 
B. Vidal, President, Black Hills Olds- 
mobile-Cadillac, Inc., Rapid City, South 
Dakota. 


who | 


Please write | 


HELP WANTED 





NOW 
AVAILABLE!!! 


Complete Line 
of Dealer 
identification 


Chrome-Plated Zinc Die Cast 
Name Plates 


Scotchlite &. Chrome Pres- 
sure-Sensitive Emblems 


Injection-Molded Plastic 
Plates 


New Line of License Frames 
for 1960 


Representative 
or Jobber Basis 


WASHINGTON - OREGON 
CALIFORNIA 


Write Box 613, 
c/o Automotive News, 
Detroit 7. 


MECHANIC—Exceptional opportunity for 
able and ambitious all around mechanic. 
Two months special training in England 
on salary and expenses for the right man 
who will later work permanently in 
Towson area of Baltimore. Apply in 
person or by letter to: Mr. McCormack 
or Mr. Stokes, Daimler, Timonium Road 
at Expressway, Towson, Baltimore 4, 
Maryland. Phone: VAlley 3-7338 for ap- 
pointment. 


TRUCK SALES REPRESENTATIVE 
wanted by leading imported car distribu- 
tor. Wholesale experience desirable. Good 
starting salary, expenses, bonus plan, 
benefits. Experienced men only need send 
resume and photograph to Box 619, c/o 
Automotive News, Detroit 7. 


USED CAR CONDITIONING MANAGER: 
Must be able to handle large volume of 
used cars (2,000-3,000 per year). We de- 
mand only the cleanest cars to show on 
our lots at any time. The man we want 
must be qualified and capable. Salary 
commensurate with experience and abil- 
ity. Location in the greater Denver area. 
Box 557, c/o Automotive News, Detroit 7. 





DISTRICT 
SERVICE MANAGER 


wanted by outstanding line imported cars. 
Man selected required to live in Tennessee 
and travel Kentucky-Tennessee. Good starting 
salary, expenses and benefits. Experienced 
men only need send resume and photograph 
to: Box 590, c/o Automotive News, Detroit 7. 





ACCOUNTANT, BOOKKEEPER, Insurance 
broker desires management position with 
progressive dealer, Eastern Pennsylvania 
or Philadelphia area preferred, Write 
Box 610, c/o Automotive News, De- 
troit 7. 





| OFFICE MANAGER—Bookkeeper, lady, 20 } 


years’ experience Ford dealership, desires 
position in Florida. Box 607, c/o Auto- 
motive News, Detroit 7. 





HELP WANTED 


REPRESENTATIVES WANTED 


K. R. WILSON, 
AUTOMOTIVE INDUSTRY, 


INC., ONE OF THE OLDEST NAMES IN THE 
IS PLANNING A NEW NATIONAL 


REPRESENTATIVE SET-UP — TERRITORIES PROTECTED. PLEASE 
SUBMIT RESUMES AND REFERENCES. 


WRITE K. R. WILSON, INC., BOX 158, 


ARCADE, 


NEW YORK 


POSITION WANTED 





MANAGER—SALES MANAGER—new and | 
used, Twelve years’ 
manager, general sales manager, 
or medium size deal, Hire and train 
salesmen, good closer, thorough knowl- 
edge of wholesale values, appraising and 
reconditioning costs, Good appearance, 
good health, good automobile manager, 
excellent background, best of references. 
New York and Boston experience, Mar- 
ried, children, home owner, location 
Phoenix and suburbs, Write: Occupant, 
342 West Windsor Ave., Phoenix, Ari- 
“zona. 





IF YOU ARE A DEALER who is looking 
for a general manager and assistant to 
you who will dedicate himself to your 
business and do all the things necessary 
to make it a life long association, Age 
38, married, children, college graduate 
—BS BA—sober, honest, loyal, coopera- 
tive, and will accept direction without 
question. Have excellent and thorough 
knowledge of all departments, particular 
attention to overhead, profit and crea- 
tive selling. Know statements and can 
watch trends—training and working with 
salesmen a specialty, Above all, like to 
make money for you and myself. Now 
managerially associated with southwest 
metropolitan dealership selling 185-200 
units per month, employing 158 people. 
Income must be upper bracket, do not 
expect blue sky, but will accept oppor- 
tunity as part compensation, Prefer 
southwest—western General Motors deal- 
er. A complete resume, recent photograph 
and letters of recommendation will be 
sent on request. You look them over 
and I will come to you and let you 
decide. Not job seeking, but looking for 
opportunity. Now employed, but desire 
change—not because of personality clash 
or working conditions. Write Box 615, 
c/o Automotive News, Detroit 7, or call 
Detroit WOodward 3-9520, Classified Ad- 
vertising Dept., for name and number. 





BUSINESS MANAGER — ACCOUNTANT, 
familiar dealer expense structure, quali- 
fied to offer operating recommendations. 
Fifteen years’ automotive experience, 
seven years as dealer, College graduate 
—prefer GM dealership in east or mid- 
west. Box 608, c/o Automotive News, 
Detroit 7. 





SERVICE MANAGER with demonstrated 
ability for improving all phases of dealer 
service operation. Age 35, married, ex- 
cellent physical condition, better than 
average education, high rating on voca- 
tional tests, technical and modern man- 
agement practices training. Ability to 
analyze, organize, deputize and supervise 
proved and supported by references. Op- 
eration with large potential sales in 
Texas or bordering states preferred. Box 
611, c/o Automotive News, Detroit 7. 


MANUFACTURERS’ REPRESENTATIVE 
for south Jersey. Selling successfully in 
this area for 12 years. Formerly with 
General Motors, Desire connections with 
automotive products and service lines. 
Experienced in promotional work on ex- 
ecutive level. Box 606, c/o Automotive 
News, Detroit 7. 


experience as sales | 
large | 


POSITION WANTED 


PARTS MANAGER — Thoroughly 
enced (22 years) in all phases of jobbe 
and car dealer volume operations; 4 
years young, married, excellent health 
Prefer Phoenix, Florida, Los Angeles q 
San Francisco areas. Resume and exeg. 
lent references furnished on  requeg, 
Write Box 603, c/o Automotive New 
Detroit 7. 





GENERAL MANAGER or partner in Caj. 
fornia, Have owned dealership and ap 
familiar with every phase, Twenty yeay 
in California with successful backgroung 
Will invest if desired or buy-out, Ba 
609, c/o Automotive News, Detroit 7, 


DEALERSHIPS AVAILABLE 





FOR SALE: Dual agency handling Gener 
Motors in fast growing Ohio Valley 
Profit making, 200 car contract. Will sq 
assets and lease modern building fully 
equipped. Dealer for thirty years, wishes 
to retire. Box 587, c/o Automotive News, 
Detroit 7 


DEALERSHIP AVAILABLE HANDLING 
RAMBLER, excellent used car operation 
Located in southeastern Pennsylvania, 
with good potential, Now selling 400 new 
and used units per year. Reason fo 
selling—partnership dissolution. Write t 
Box 567, c/o Automotive News, De 
troit 7. 








IMPORTED CAR AGENCY for sale—al 
popular franchises, Northern New Jersey. 
Long lease, complete shop. Box 605, ¢/e 
Automotive News, Detroit 7. 





FOR SALE: Profitable New York subur 
ban dealership handling Pontiac. 300 car 
potential. Reasonable rent. Only neces 
sary to buy equipment and parts. State 
qualifications and available capital, Jom 
W. Stokes & Co., 1775 Broadway, New 
York 19, N. Y. 


NEW JERSEY—Dealerships available for 
German Wartburg, 5-passenger economy 
car. Auto Trading and Investment G, 
1146 North Broad St., Hillside, New 
Jersey. 


DEALERSHIP HANDLING “‘Big 3’’ dual 
southern New Jersey. Complete, including 
property. Investment returned in two 
years. Box 616, c/o Automotive News 
Detroit 7. 


ILLNESS FORCES SALE of one of “Big 
3’’ franchise for entire county. Tremen- 
dous growth potential in young, aggret 
sive area. Sales price less than one 
year’s net. Full price $12,500. Contact 
Beach Properties, Box 273, Oceanlake. 
Oregon. 

| DEALERSHIP AVAILABLE handling ! 
leading foreign car franchises, establish 

ed large city in eastern U. S., 1,500,00 

population. In business 38 years, har 

dling foreign cars 13 years. No real e& 

tate. Owner retiring. Box 617, c/o Auto 

motive News, Detroit 7. 


HANDLING OLDSMOBILE - RAMBLER 
corner property, brick and block builé 
ing, large lot. Parts and equipment 
Eastern Michigan, Great future for right 
party. Box 598, c/o Automotive News 
Detroit 7. 











DEALERSHIPS AVAILABLE 


DEALERS 


to Capitalize 





WANTED 


on the Huge 


Profit-Potential of the 


SKODA 


Now distributed in New York, 
all New England states by 


New Jersey, Pennsylvania and 


CHARLES KREISLER 


Skoda is a substantial car, weighing 2,050 Ibs. on a 9412" 
wheelbase, with 53 hp. all-aluminum engine, twin carbure- 
tors, delivering up to 40 miles per gallon. Skoda is larger and 
heavier than Volkswagen, Renault Dauphine and Fiat 1100, 


$1575 


AND the price includes a very substantial profit margin for 


SEDANS & CONVERTIBLES 


| firmly believe you'll sell more SKODAS . . . with bigger profits . . - 
and greater customer satisfaction . . . than any other imported economy 
car. Your sales are backed by a well-organized and thoroughly trained 


yet it retails for only 


you! 


organization now establishing parts 


coast. TODAY 


depots and service facilities coast to 


RIGHT NOW! 


Visit, phone or write Mr. Walter Vogel, 


Vice-President, or myself, It costs 


nothing and places you under no obligation to get the facts in complete 
confidence. You'll be glad you did. Thanks a lot... 


CHARLES KREISLER 


CHARLES KREISLER IMPORTED CAR DIVISION, INC. 
1700 Jerome Ave., Bronx, N. Y., CYpress 9-4700 
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DEALERSHIPS AVAILABLE DEALER SERVICES 


Ps AVAILABLE! PROFITS 
* Sensational new land and sea 
~ trailer houseboats! Sensational 
stoppers, and everybody wants 
Perfect for fabulous family boating 
‘parket Sleeps 4 in luxury, with com- 
i kitchen and toilet, Three open fun 
sun decks! Retails $2,495 FOB plus 
t—Dealer discount makes your net 
only $1,872 plus freight! Enjoy the 


profits and fun next week! Wholesale— 
retail 

major 

Act 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


‘quipment—Machinery—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power” booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 
RR EE TET LETT IN TS 








financing available through all 
,utomobile financing companies. | 
now! Order one or more today, Don 
Pierson Distributors, Eastland, Texas, 
fiORIDA EAST COAST: Handling Lin- 
‘qoln-Mercury-English Ford in fastest 
area in the state. Big potential. 
around $17,000 will take us out, Stivers 
& Co., Cocoa, Florida. 






H. K. Williams, Manager 
HOME DETECTIVE CO., INC. 
37 Years operating a complete 


LOCATOR AND 
REPOSSESSION SERVICE 







Imported New Car 










Franchises Available 


and America’s Premier Skip Bulletins to 


for the 
HOTTEST THING FOR 1960 


leading southeast imported distribu- 
tor. Complete line. Limited opening for 
Alabama-Florida - Georgia - Mississippi- 
South Carolina-Tennessee. 


dealers, banks, finance firms, law enforce- 
ment sources. Write for loss forms and 
rates on financed, leased, rented autos, 
mobile homes, tractors, trucks, Fast, daily 
service Cherry Point, rt Bragg, Camp 
Lejeune, N. C., Wilmington and all of 
Carolinas. Write P. O. Box 862 or phon 
BR 2-2034, BR 5-3757, Greensboro, N. C. 































Box 591, 
c/o Automotive News, Detroit 7. 


Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per- 
sonnel . . ,. because: 

1. We finance up to 36 months, 

2. Cars may be taken overseas without 








DEALERSHIP WANTED 


—_———$— 
WILL BUY Ford or Chevrolet dealership 
in Indiana. Must have 400 to 500 new 
ear potential, Prefer north of U, 8S. 40. 
Factory approval based on past experi- 


ple cash assured, Would refinancing. 
ace ghert term buy-out if this ar- 3. We make auto loans, finance, or re- 
rangement would be advantageous to finance, anywhere in the world, at low, 
mt owner taxwise. Box 588, ¢/o an se | rates. for — = ane 
troit 7. commissioned officers of pay grades 
ll and above , . . on a simplified, non- 


WANTED—GM, FORD OR CHRYSLER 
product franchise in Chicago suburb, 
Wisconsin, Michigan, Illinois, Ohio or 
Jowa, Pay all cash, lease or buy facili- 


recourse basis. 
MILITARY ACCEPTANCE CORP. 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—Telephone CApitol 6-268! 


roval assured, Confi- ' ‘ 1e 
it “hen ons fe Automotive News, | “Worldwide Financing for Militar Personnel" 
Detroit 7. USAA Insurance available 


Re a epee nD to qualified officers) 
FORD OR CHRYSLER PRODUCT fran- 
chise in or around New York City area. 
Cash or lease, Factory approval assured. 
Box 612, c/o Automotive News, De- 
troit 7. 








LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 





CARS FOR SALE 


VOLKSWAGENS 


Why Use A Middle Man? 
Buy Direct from the Largest 
Exporter in Germany 


1959, '58 and '57 Sedans, Ghias, Con- 
vertibles, Micro Buses. All commercial 
models. 


WANTED: Information leading to the ALL CARS COMPLETELY AMERICANIZED 
whereabouts of auto salesman known THROUGH OUR OWN CONVERSION 
variously as John Jank or Andy Layton. PLANT. 


Last seen driving 1959 Ford retractable 
ET, motor #CSEW 137925, white with|| Bamk and Trade references will 
be furnished. 


turquoise interior. Please write or call 
wllect: Nappa Ford, Inc. 655 Newark|/! RUDI ARONS, INTERNATIONAL 
AGENCIES G.M.B.H., 


Ave., Elizabeth, New Jersey. EL 4-8030. 
BUSINESS OPPORTUNITIES 
Neue Rabenstrasse 32, Hamburg 

36, Germany. 


Cable address: 
RARONS HAMBURG. 





Auto Sales Garage 


Four stores, six apartments, approximately 
300 sq. ft., Detroit, Michigan, Will trade 
for auto or truck agency or other real estate 
in states of Indiana, lilinois, Ohio or Ken- 
tucky. Contact: W. H. Becker, 1306 Chestnut, 
Vincennes, Indiana. Tel.: 442. 


Contract your conversion work 
through our plant. All American 
requirements met to perfection. 
Quotations on request. 








CARS FOR SALE 








Cash In On Profits While They Last! 


Ghias @ Volkswagens @ Renaults 
WHOLESALE ONLY 


Choose your colors and models from large stocks always available. 
We Supply English Manuals. 


Trade with America's Largest and Most Reliable Independent 
Volkswagen Organization: 


CRANE TRADERS, INC. 
Small Car Division, Sales and Service 
29-11 35th Ave., Long Island City 6, N. Y. 


EMpire 13-1690 MERCEDES-BENZ 


V.W. BUSES 











PRICED TO SELL 


VOLKSWAGENS 


GHIAS-RENAULTS-FIATS-SIMCAS-VOLVOS 


LATEST MODELS VWs, SERIALS NO. 2,400,000/2,500,000 AND UP- 


Fully Amer.—All Colors—immediate Shipment Anywhere 
In U.S.A.—For Information, Prices, Details, Phone, Wire, Write: 


NANA TRADING CORP. 


120 WALL STREET, NEW YORK 5, N.Y. 
BO 9-4747 — TWX: NY 1-4811 
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CARS FOR SALE 


VOLKSWAGEN 


Sedans, Sunroofs, Ghias, 
Convertibles 


MERCEDES 220S 


Immediate delivery, direct shipments to New 
York, Philadelphia, Houston, Jacksonville, Los 
Angeles. 


BENTON ENTERPRISES, INC. 


1860 Broadway, New York 23, N. Y. 
CIRCLE 5-0630 
Jacksonville: EL 6-7551 
Houston: WAlinut 8-2671 








VOLKSWAGENS 


Immediate Delivery 


1959-58 sedans, convertibles, Karmann- 
Ghias, Micro Buses, All Commercial 
models—All cars fully Americanized. 


* 
English Manuals Available 
* 


America's Largest 


TOD-O-CAR, INC. 


On Hand at Our Two Locations 


* 

1415 HAINES STREET 
PHILADELPHIA 26, PA. 
Phone: WAverly 7-3500 

* 

DARLINGTON, SOUTH CAROLINA 
CLANTON'S AUTO AUCTION 
Phone: Express 3-286] 

NOW for the Midwest at big transporta- 
tion savings, deliveries to Great Lakes 
ports: Buffalo, Cleveland, Detroit, Chi- 

cago, Duluth. 





MERCEDES 300 SL 
1959 — NEW 
Color: Red 


Contact: Houston, Texas, WAlnut 8-2671, 


Mr. Les 


Benton Enterprises 


New York Circle 5-0630 








Attention 
Foreign Car Buyers 


VOLKSWAGENS 
OPELS - MERCEDES 
TAUNUS 


"56 to ‘59 Models 


Specializing in direct shipments to your 
closest port. Eliminate the middle man, 
save with our low, direct to you prices. 
Guaranteed titles. 


GERMAN IMPORTS, INC. 


7925 Stephenson Road 
Baltimore 8, Maryland 


HU 4-0889 Mr. Grillo 





DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors. Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3, Ohio. 


PARTS FOR SALE 

CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 

LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 

LLOYD PARTS — complete stock. Prompt 
shipment, Importers and distributors for 
Lloyd cars and trucks, Greene County 
Motors, Catskill, New York, Phone: 1582. 

LLOYD PARTS: Large stock available. 
Immediate shipment. J. C, Lewis Motor 
Co., Savannah, Georgia. 


SEE PAGE 34 
for the nation's 
TOP AUTO AUCTIONS 
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PARTS FOR SALE 


NEED 
FOREIGN 
PARTS? 


Replacement parts for over 40 
foreign makes carried in stock. 
Only parts house in the South- 
west devoted exclusively to for- 
eign parts. 


Ask for a free catalog 


OVERNIGHT DELIVERY 
TO ANYWHERE 


SOUTHWEST 


IMPORTED 
AUTO PARTS 


1812 TEXAS AVENUE, 
HOUSTON 3, TEXAS 


TRUCKS FOR SALE 


FOR SALE: Twenty 35 ft, Whitehead and 
Kales four car transporter semi-trailers. 
Inquire Box 570, c/o Automotive News, 
Detroit 7. 








BUSES FOR SALE 


SCHOOL & TRANSIT BUSES, new, rebuilt 
and used ones. 12 to 78 passengers, 11136 
Ravenna Rd., Twinsburg, Ohio, 


BUSES FOR SALE 


2—1945 Aerocoach, 37 passenger 
1—1947 Beck, 35 passenger 

I—1954 Dodge school bus, 48 passenger 
I—1952 Dodge school bus, 60 passenger 
I—1953 GMC school bus, 54 passenger 
I—1951 Superior school bus, 6! passenger 


These Buses Are Priced To Sell. 


Wolfington Body Co., Inc. 


58th & Lansdowne Ave. 
Philadelphia 31, Pennsylvania 
Phone: GReenwood 7-6225 
Call Collect For Prices And Other Details. 








SHOP EQUIPMENT WANTED 


WANTED—TIRE REGROOVER, Honeycutt 
or similar. Give condition, price, etc. Joe 
Murphy, 2400 Stevens Dr., N, E., Albu- 
querque, New Mexico. 


SHOP EQUIPMENT FOR SALE 


SHOP EQUIPMENT FOR SALE: 1 Sun 
motor tester 6/12 volt, $175; 1 Sun dis- 
tributor tester, $200; 2 portable battery 
testers, $40; 2 Sun volt amp testers, $25; 
1 Sun Autronic Eye tester, $25. Eason 
Motor Company, Thomaston, Georgia. 


BEAR AUTOROL—Model No, 1120, slightly 
used. Dealer price $1,330—Sacrifice for 
$750 F.O.B, destination. Wray-Dickinson 
Company, Shreveport, Louisiana. 


ONE HUNDRED CAR franchised Chevrolet 
dealer retiring from business and liquidat- 
ing business. This is a good opening for 
Chevrolet dealer of this size. I have for 
sale the following: 50 auto parts bins, 
3 table bins, 1 adding machine, 1 cash 
register, 3 office desks, 1 film projector, 
lots of showroom equipment. $8,000 
worth of old Chevrolet parts and acces- 
sories, 1 Sioux valve grinding (wet) ma- 
chine, 1 Bear front end alignment ma- 
chine, 1 floor jack, 75 gallons Acme 
paint, 1 paint mixing machine, 75 agi- 
tators. A large number of special toois 
and other equipment, Contact: General 
Coffey, New Tazewell, Tennessee, 
























MISCELLANEOUS 


BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 


DEALERS’ SPECIAL (F.0.B. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 


Action 


Four Clamp Hook-Up 
DEALERS' SPECIAL Fe0.8. Factory Net) 


.85 Fed. Tax included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 Ail Dept's 
“Leaders in the Industry 
Since 1939" 


Canadian Distributors 


FIVE WHEELS, LTD. 


599 Yonge St. 
Toronto, 


Direct Factory Closeout— 
Famous European Motor 
Scooters & Motorcycles— 
50% Off List! 


Almost 500 motor scooters and motor- 


itely cannot be 
subject to prior sale. 


Write—Call—Wire today: 


Majestic International Sales 


743 N. LaSalle, Chicago 10, Illinois 
Whitehall 4-0077 





ANTIQUE CARS FOR SALE 





1919 Chevrolet Hardtop 


Excellent condition, driven less than 8,000 
miles. Interior perfectly preserved. Probably 
first true hardtop ever built. No longer sell- 
ing Chevrolets—Must dispose of this gem. 
GLENN BURDICK RAMBLER, 3906 Brewerton 
Rd., North Syracuse, New York. GL 8-0224 





OFFICE EQUIPMENT FOR SALE 





Burroughs Sensimatic 


Model “500"'—Perfect Condition 
19 totals—3 “Brain” panels for Journals, 
General Ledger, Payroll. Set up for auto 
dealership. 


$2,990. 
DAN HOLAHAN 


714 Elizabeth Phone: CE 4-6635 
Flint, Michigan 








po-c-cnrnr nn 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [J 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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ANNOUNCES 
Stainless steel oil rings in GMC 
KromexX piston ring sets | 


HSH Gh 
ADVANTAGES OF STAINLESS 
Suh 3 th 


e easy to install 


e hold their fit in 
the cylinder 


e seat instantly 


e@ maintain original 
tension 


U_S. Patent 


© chrome-plated side , =” No. 2,789,872 
rails for greatly 
extended ring life 


ta LAE 
OF CHROME-PLATED TOP 
COMPRESSION RINGS 


FACTORY ENGINEERED 


e positive blow-by PISTON RING SET 


control 


e instant seating Be sure to get the set with all these advantages—GMC KromeX 


; piston rings. Available from your GMC dealer at your full discount. 
e long life 





